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Locate in Industrial Long Beach G 
mora ee ee «© IEWIN 
soe ————s- STAND 


pROBLENS FAVORABLE 
RANCE @ Our cover this month gives us a 


candid glimpse of a typical office 
building at quitting time. If business 
lite is grinding to a sudden halt, the 
social lite of the city is about to 
alert itself; and buses, trains, ferries. 
and subways will begin the prodi- 
gious task of getting the office people 
home to dinner. The office is a lonely 
place when only the charwomen 
and the night watchman move 
around on their chores. All of which 


where Plant Sites evokes these lyric musings: 

Life begins at five of five 

are R 2 A DY i O W When money-makers close the vault 
| And drone and worker call a halt 
Put your funds for the planned Western plant in a one- To business in the buzzing hive. 
outlay area. Metropolitan Long Beach has no “‘time-bomb And as the chimes speak from the 
assessments coming up some day to surprise you. The tower. 

business ‘“‘climate’’ here is sound—city government keeps Swarm after swarm zigzag in flight, 
step with the area’s growth. Planned industrial districts Till the sky is drained of light 

in the Long Beach area are filling—so get all the facts. In the neon-tinted hour. 

Compare with care! Use coupon now! And silence comes as echoes mock 
The far-off words with honeyed 


2 9 sound. 
hw America S Most Modern Harbor And bat-winged shadows spin around 


Nearly 814 million tons of cargoes were shipped through With the long hand of the clock. 
the Port of Long Beach in 1955, and ‘56 totals will top 
that—with new industry boosting totals. Great names @ Paul Wooton tells business men, 
flash on plants along Harbor channels: J. H. Baxter, Cali- “Dont go to Washington with your 
fornia Seafood, Ford Motors, Hughes Aircraft, Kaiser Gyp- problem until you have tried to find 
sum, Procter & Gamble, Spencer Kellogg. the answer at home.” Washington, to 
be sure, has hundreds of sources of 


Shipments Varied a information, but there is a limit to 
Y/ | 


Cetton, citrus, conta, avesum, what they can do, or should do. 
minerals, coke, paper, lumber, oil. sa If you must go to W ashington, and 
steel are only a few of the com- {iam WA)} you have already seen the Corcoran 
modities flowing in or out of the 3 yo Art Gallery, the Smithsonian, the 
Harbor. And nothing stops ship- cherry trees along the Potomac, Con- 
ping at this Port, not even fog— gress in session, the White House, 
with radar-radio ship control, first and the Pentagon, make sure you 
such installation in the hemisphere. won't waste time on a foolish errand. 
Get the story —use coupon now! Get vour facts straight, your agenda 
lined up, your appointments set up, 


ow! S d for FREE color Book! and your objective clearly estab- 


lished. Washington can be a city of 
lost souls when business men try to 


hang DOES SE eae ae take it by storm, either in pursuit of 


Long Beach 2,:California personal goals or in e loque nt ap- 


Please send NEW color brochure on s , 
industrial Long Beach. proval or ‘dese ‘nt on a public issue. 


Send me your quarterly Port news ? ——e . “¥ , _ 
Manntine. “Naseer Madnlabs.” Wooton warns us: “Know where 
oo you are going, and whom you are 
going to see, and make sure he 
Address. _ : : i 
knows it too. 


City State 


ACH, CALIFORNIA @ The next best thing to knowing 


the right answer is knowing how to 
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PLASTIC FIXTURE POSITIONS PARTS PRECISELY ! 


DURING THE UFE OF THIS REINFORCED-PLASTIC HOLDING 
FIXTURE ATOTAL OF 4 MILLION HOLES WILL BE DRILLED INTO 
COMPONENTS FOR AUTOMOBILE HEADLIGHTS, GARANIZED 
WOVEN ROVING CONFORMS READILY TO ITS COMPLEX 
SHAPE...GIVES IT GREAT STRENGTH. 





New Miracles with Glass Fibers ! 





FUN AFLOAT IN A 

GLASS FIBER BOAT! 

NOW YOU GET MORE FUN OUT OF BOATING 
THANKS TO PLASTIC REINFORCED WITH 
LO-F GLASS FIBERS GARANIZED WOVEN 
ROVING. THIS 22 CRUISER IS MORE 
RESISTANT TO SALT WATER NEEDS NO 
PAINTING (THE COLOR IS MOLDED IN) AND 
POUND FOR POUND JS STRONGER 

THAN STEEL, 







WILLIAM TELL 
NEVER HAD IT 
so coop! 


THIS NEW BOW MAKES 
APPLE-SPLITTING EASIER, 
BECAUSE IT'S MADE OFLOF “3% 
GLASS FIBERS'GARAN 2 
ROVING. ITIS LIGHTER, 
FASTER, MORE POWERFUL 
THAN WOOD BOWS... 

AND IMMUNE TO THE 


EFFECTS OF HUMIDITY. 





Interested 7 


These examples show how L-:O-F Glass Fibers’ pioneering research 
and development are being put to work throughout industry. Per- 
haps one of our many glass and quartz fiber products will solve your 
current or future manufacturing problems. For complete informa- 
tion, write: L:O-F Glass Fibers Company, Dept. 77-47, 1810 Madi- 


son Avenue, Toledo 1, Ohio. 





L‘O‘-F GLASS FIBERS COMPANY * TOLEDO 1, OHIO 
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America’s basic 


industries 


 Dook to 


Twin Disc 


for unbiased* 





recommendations 


on friction or 


fluid drives 


a Unbiased because Twin Disc offers a complete line 
of friction or fluid drives for powered industrial 
equipment. Friction includes clutches and power 
take-offs for applications from fractional to 1050 
hp. Fluid includes fluid couplings for engines and 
motors from 34, to 850 hp—and torque converters, 
both single-stage and three-stage, for applications 
from 30 to 1000 hp. 
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ask the right question. Any skilled 
researcher, seeking unbiased _ infor- 
mation, recognizes that the framing 
of a fair question is an art that chal- 
lenges the man of honest intent. He 
is also aware that the framing of the 
slanted question is the artifice of the 
special pleader. Communication be- 
gins with the desire to be under- 
stood, but many business men_ in- 
volved in litigation, labor disputes, 
and stockholder wrangles have 
learned that the statement of a sim- 
ple fact is not a simple matter. 

More time is often wasted in re- 
ducing issues to a simple denomina- 
tor than in solving the problem once 
the issue is defined. Many barriers to 
agreement fall apart once a set of 
definitions is accepted. Of course, 
some debaters at conventions, trade 
discussions, and public hearings are 
exhibitionists with a captive audi- 
ence. They dont want answers; they 
just want attention. Yet it is often 
apparent that business men speaking 
the same language don't understand 
each other. 

Good communication is still a pri- 
mary business necessity, and precise 
meanings come with a desire to be 
understood. If the will is there. the 
right words should follow without 
too much verbal sparring. During 
1957, we expect to talk about com- 
munication from various vantage 
points, especially through contribu- 
tors who are students of industry's 
communication problems. 


@ [nan early issue we will introduce 
THE PRESIDENTS PANEL, a new 
bi-monthly feature which will pre- 
sent composite views from the corpo- 
rate bridge deck. The Panel, com- 
posed of the presidents of represen- 
tative companies, will have a wide 
management terrain to consider, but 
will be disciplined in topic selection 
by ideas which warrant the top ex- 
ecutive s specific attention. 

The Panel will explore, among oth- 
er things, the careers, personal inter- 
ests, goals, and day-to-day problems 
of company chief executives. Such 
subjects as long-range company plan- 
ning, decision-making, executive re- 
tirement, delegation, and business 
ethics will come in for their share of 
discussion. Invitations were mailed 
out this past month, and the percent- 
age of acceptances exceeds expecta- 
tions. Names of participants and 
their companies will be announced 


in the first Panel report. —A. M.S. 
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Electronic Airplanes 


that check out any crew, any aircraft or design... 




















for any mission or air route in the world 


Throughout the world, flights in electronic Simulators 
—which never leave the ground—enable crews who 
will soon command undelivered aircraft to fly them in 


advance electronically . . . guide them over specified 
courses through precision instrumentation . . . land 
them on strange airports . . . readying for the day when 


they will fly the actual aircraft. 
The Simulator provides the exact “feel” of the 


Simulators by 


prototype. Instruments, navigation, sounds, opera- 
tional problems—all are simulated with complete real- 
ism. Months of experience are compressed into hours. 

Electronic Simulators built by Curtiss-Wright for 
every aircraft type—including the new jets—are add- 
ing to the safety of flight, saving millions of dollars 
and thousands of manhours yearly for commercial 
and military operators all over the world. 


ELECTRONICS DIVISION 





CURTISS-WRIGHT & 


CORPORATION ° CARLSTADT, N. J. 


CURTISS-WRIGHT DEHMEL TRAINING EQUIPMENT iiccnses under besic patents of 


R. C. DEHMEL AND CURTISS-WRIGHT Canadian Licensee: Canadian Aviation Electronics Ltd., Montreal 
British Licensee: Redifon Ltd., London’ French Licensee: Societe d’Electronique et d’Automatisme, Paris 
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YOU CAN RESERVE AIR FREIGHT SPACE 
ON ANY FLIGHT IN THIS TIMETABLE 











On United, you can reserve Air Freight space the same way 
you reserve passenger space—and on any of 900 daily flights! Examples of United’s Air Freight rates 


The same United timetable you use to get places CHICAGO to CLEVELAND ..... a were: 
quickly and comfortably Call be used to schedule large NEW YORK to DETROIT . Sk de Mate 5.90 
or small Air Freight shipments (from pounds to tons ). DENVERtoOMAHA.......... — 

Air Freight moves on all United flights. And United SEATTLE to LOS ANGELES ...... cw. ae 
will reserve space for your shipment on whatever flight PHILADELPHIA to PORTLAND..... s « SS 
SAN FRANCISCO to BOSTON .......... . 27.00 
This iS called “Reserved Air Freight.” It’s United's “These are the rates for many commodities. They are often lower for larger ship- 


. = . 2 ments. Rates shown are for information only, are subject to change, and do not 
wav of handling Air Freight shipments with all the : wegen ee ee oT ct Cae 
= include the 3% federal tax on domestic shipments. 


speed, frequency and schedule dependability of regu- 
lar passenger service. In fact, United will even pick 


you select. 


up and deliver your shipment. 

To guarantee the space you need on the flight you 
want, you simply call United's local Air Freight office 
three hours or more before flight time. They ll clear 
and hold the space for you. 

No other airline does so much to make shipping so 
fast, so easy, so dependable. And at rates youll find 


pleasantly surprising. 


Door-to-door service 


SHIP FAST...SHIP SURE... SHIP EASY UNITED 


For service, information, or free Air Freight booklet, call the nearest United Air Lines Representative 
or write Cargo Sales Division, United Air Lines, 36 South Wabash Avenue, Chicago 3, Illinois. 
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ATTEMPTS BY the Treasury and 
the Federal Reserve to preserve the 
purchasing power of the dollar are 
being made increasingly difficult by 
the oper ations of other Government 
particularly those in the 
housing field. 

The $100 billion home mortgage 
debt is more than one-third the size 
of the national debt. It is three times 
greater than the installment debt and 
about equal to the long-term corpo- 
rate debt. This heavy mort- 
gage debt has put a great burden 
on an economy characterized by an 
excess of demand for credit over the 
supply of savings. When the housing 
agencies call on the Government to 
relieve a particular situation, the 
Treasury has to go into the market 
and borrow money. Thus it has less 
surplus from which to retire debt. 

Both the Administration and Con- 
gress are being blamed for permit- 
ting the unsound practice of borrow- 
ing short-term money for 30-year 
mortgages, as the Federal National 
Mortgage Association is doing. Since 
the increase in interest rates, FNMA 
purchases have increased from $12 
million a month to more than $100 
million a month. This has been a real 
deterrent to the Treasury and Fed- 
eral Reserve programs intended to 
promote economic growth 
within the framework of a relatively 
stable price level. 


agencies 


home 


sound 


The Small Business Administra- 
tion. on its way to become another 
RFC, is making a large aggregate ot 
loans to a particular group and is 
adding to the excess in demands for 
credit. Officials feel that the Presi- 
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dent should instruct the Urban Re- 
newal Administration to slow down 
its work of destroying existing hous- 
ing and replacing it with new build- 
ings, thus bidding up the prices of 
materials and adding to the shortage 
of construction workers. 

The Federal Housing Administra- 
tion does not use Government 
but it permits down pay- 
too small and stimu- 
lates building that should be de- 
ferred. The Veterans Administration 
operates along similar but more radi- 
cal lines. The Public Housing Ad- 
ministration is not helping the situa- 
tion by making tax-exempt money 
available under a Government guar- 
antee when the Government’s own 
securities are taxable. Then, too, 
there are more tax-exempt securities 
outstanding than can be absorbed. 
The result is that PHA has to pay as 
much for money 
case were its securities taxable. To 
confound the situation even further, 
defense spending has gone forward 
at a much more rapid rate than had 
been estimated. 

All of this means that the Treasury 
has to continue. tapping the short- 
term market. The Federal Reserve 
is reluctant to make the 
offerings too difficult; so it hesitates 
to draw the rein as tight as it would 
otherwise. . 

The President himself promises to 
reduce or slow down expenditures as 
may be indicated by a special study 
— made by his staff. 

Corporate profits i in 1956, it will be 
recalled, showed no increase over 
those of 1955, although the gross na- 
tional product increased by $21 bil- 
lion. This, coupled with the oppo- 
sition of the Administration and 
Congress to tax relief, has caused 
widespread disappointment. The dis- 


money. 
ments that are 


as would be the 


Treasury 





appointment was keener because the 
Treasury had estimated a $1 billion 
prohts. 

representa- 


increase [Inci- 
dentally. 


tives have received an unprecedent- 


in corporate 
senators and 
a reduc- 
tion in expenditures. Costs that were 


ed number of letters urging 
increased last vear were not passed 


on immediately. Those increased 


however, been added to 
1957 prices, with the result that con- 
sumer purchases in various lines have 
slowed down. 


costs have. 


Practically all officials agree that 
neither corporate debt nor consumer 
credit is too high, and that inven- 
tories are not out of line. If trouble 
comes, they say, debt will not be the 
cause. If difficulties develop, they 
will be due to consumers’ refusal to 
purchase because of the feeling that 
prices are too high. 

No one was more anxious than the 
President to reduce expenditures, it 
was said at the Bureau of the Budget. 
but he was unwilling to gamble on 
defense. Only reduction in terms of 
billions of dollars would do appre- 
ciable good, and the only place cuts 
in that amount could be made would 
be in defense \ 10 per cent 
reduction in individual income 
would mean a revenue 
billion. 

Officials have made up their minds 
that the inflationary eflects of wage 
increases are inevitable when there 
is full employment. Few employers 
will hold out against demands when 
the increase can be passed on. It is 


items. 
taxes 


loss of 3.5 


telt,. however, that. with increased 
productive capacity becoming avail- 
able and with some leveling off 
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CASTER 


YZ Z| MATERIALS HANDLING 





—~ FACTS 


HOW 2 HANDLING OPERATIONS OF BULKY PRODUCTS 
WERE ELIMINATED BY NATL. AUTOMOTIVE FIBRES 


a 


600 SERIES? 
DOUBLE 
BALL 
BEARING 
SWIVEL 
PLATE 
CASTER 


Two full rows of ground 


polished and hardened 
boll bearings roll freely 
in two complete, hard- 
ened racewoys for 
maximum manevuver- 
ability. King bolt nut is 
threaded for fine pre- 
cision adjustment of 
rocewoys. 


illustration of top plate locking lugs 
shows how the lower ball race is 
positively anchored and locked to 
the top plate, giving full-floating 
freedom to the horn in swiveling 
between the two ball races. 
An exclusive Faultless feature, 


Series 600 Faultless Casters are made of a spe- 
cial high tensile alloy material having extreme 


strength and high ductil- 
ity to withstand shocks 
imposed upon it. Yet the 
material is hard enough 
to resist indentations 
from the ball bearings. 


Using but two styles of 
manually operated floor 
trucks, a completely inte- 
grated materials handling 
system is maintained at Na- 
tional Automotive Fibres, 
the world’s largest inde- 
pendent manufacturer of 
automotive interior trim. 
Long streamers of proc- 
: essed cotton, used for pad- 
ding automotive seat cushions, are 
lapped several feet deep on wooden 
“‘cattle-car’’ type castered trucks, 
which are ideally suited for this ap- 
plication. The padding material is 
then moved on the trucks to a sta- 
tion for the application of glue and 
a covering fabric. These inexpensive 
trucks, equipped with ball bearing 
swivel Faultless 606-6 Casters, 
solved the problem of handling a 
bulky product easily and economi- 
cally. Partitioned floor trucks serve 
asthe second prime materials han- 
dling method for this large manufac- 
turer. These partitioned trucks serve 
both as a fast and convenient way of 
moving bulky fabrics, pressboard 
forms and assorted trim materials 
between manufacturing operations 
and as temporary storage units for 
the same materials. As a result at 
least two expensive handling opera- 
tions are completely omitted; eliminat- 
ing the unloading of materials from 
trucks to shelves and back onto 
trucks when material is needed. 
Sincethese operations are eliminated 
several times daily, the yearly sav- 
ings are an important achievement. 
There are Faultless Engineered 
Casters made for every conceivable 
handling and equipment use, 
whether requirements call for han- 
dling of 7 pounds or 7 tons, indoors 
or Outside applications, or use on 
office chairs or jet engine stands. 
For latest Caster information, call 
your Faultless distributor, listed in 
your phone directory. He can give 
you delivery from stocks. 


FAULTLESS CASTER CORPORATION 
EVANSVILLE 7, INDIANA 
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demand. the price rise will come to 
an end soon. 


Indications are that housing starts 
will fall below the 1 million mark 
this year. This decline of a few hun- 
dred thousands from the peak will 
probably have little effect on the 
general economy, particularly since 
other construction, including roads, 
will bring the total to an annual rate 
of around $45 billion—the highest 
rate ever attained with the exception 
of two months in 1956. It is admitted 
that the decline in residential con- 
struction has had local effect on in- 
dustries producing dimension lumber 
and other materials and_ supplies 
used mainly for home building. Pro- 
posals to invest National Service Life 
Insurance funds in guaranteed mort- 
gages are strongly opposed. Funds in 
that account are fully invested in 
Government securities. To raise cash 
for the purchase of mortgages would 
mean additional Treasury borrowing, 
thus reducing available funds for pri- 

vate Inv estment. 


An offsetting factor in the calcu- 
lation of cost-of-living figures has 
occurred to some of the specialists 
in the Commerce Department. Three 
million fewer domestic servants are 
employed as compared with the pre- 
war period. This has been made pos- 
sible by the availability of frozen 
and precooked foods. The grocery 
bill is larger but expenditures for 
domestic service are less. 


Farmers are having growing dif- 
ficulty securing adequate labor. The 
dritt of tarm labor to the cities con- 
tinues. Now competition is coming 
from a new source. The movement of 
industry to rural locations brings 
competitor s closer. Logging and pulp 
wood operations are affected as much 
as agriculture. 


A rising tide of protests against 
imports is “flooding Capitol Hill. Cop- 
per tubing from ‘Germany and _ ply- 
wood from Japan, which are crowd- 
ing out the higher-priced domestic 
product, are examples of the imports 
which are arousing the complaints. 


Success in persuading Japan to 
limit its exports of textiles to the 
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United States has prompted a re- 
quest for another voluntary agree- 
ment. Japan, Great Britain, and the 
European coal and steel community 
have been asked by the Commerce 
Department to limit purchases of 
heavy melting scrap iron. Shortage 
of that type of scrap, it is feared, 
might affect domestic steel output. It 
is unusual to request friendly nations 
not to buy in the United States. Ordi- 
narily the desire is that they sell us 
less. 


France apparently is facing an- 
other financial crisis. To say the least. 
this will not help world or domestic 
economies. As anxious as the Admin- 
istration is to help France, it has 
gone about as far as it can in extend- 
ing financial aid. France already is 
heavily indebted to the International 
Bank and the Export-Import Bank 
and has had a disproportionate share 
of foreign aid. Its reserves of gold 
and foreign exchange have dimin- 
ished. The French Government is 
disinclined to increase taxes. Even if 
it did, collection probably would be 
impossible. In the face of all this. 
few reductions have been made in 
French spending. 





If costs stay at the present level, 
the mileage of the new interstate 
road project will be reduced by one- 
third, according to a Commerce De- 
partment estimate. More than mate- 
rials is involved. Costs of acquiring 
rights-of-way have risen spectacu- 
larly. 


Despite difficulties in recruiting 
competent examiners, the Patent Of- 
fice is making headway against its 
backlog of pending applications for 
patents. Pendency time has _ been 
reduced to three years and _ four 
months. A goal of two years has been 
set, but its attainment depends on 
the varying volume of applications, 
on finding examiners, and on in- 
creased Congressional appropria- 
tions. 
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No one can “listen in 
your knowledge. 
} ight announce 


Chime and sig¢- 
call. 
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COMPLETE. PRIVACY 


...only Executone 
combines 


IN THE WORLD’S MOST ADVANCED INTERCOM SYSTEM! 


busv. Roving employees are located 











@ For the first time in any intercom sys- 
tem you can answer calls from across 
the room—and at the same time enjoy 
positive assurance that no one can 
your 


quicker. You give instructions. get in- 
formation without delay. yet you have 
“privacy protection’ at all times. Work 


eavesdrop on conversations in flows smoothly. Every hour becomes 


~ CHIME- more productive! Executone soon pays 


Ask for full 


office. Executone’s exclusive 
MATIC’ & 
call with chime and signal light—warns 


that your circuit is open.* 


SAVE TIME—get more work done! 


Thanks to Executone’s“* Remote Reply,” 
employees can now answer calls with- = 
out interrupting their work. You get — 
instant response without loss of work- Sonn 
ing time. You eliminate waiting and . 
“call backs” when phones are 7 


for itself in many 
details. No obligation. 


signalling announces every ways. 





costly 


*U.S. Pat. No. 2,744,966 A 7, £ — 


EXECUTONE, INC., Dept. W-2* 415 Lexington Ave., New York 17, N. Y./ «a, 


Without obligation, please send me 
full data on Executone Intercom. 
1 am particularly interested in: Title... 
[] INTER-OFFICE COMMUNICATION 


* 
Vame 








So as eee 








[) INTRA-PLANT COMMUNICATION Firm. 

[] SWITCHBOARD RELIEF 

(0 LOCATING PERSONNEL Address City.. 
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The battering of rushing water and silt is resisted 
ting le with BAKELITE Vinyl Resins 


niadde 


by a paint coa 
( sed on loch ind dams on the Mississippi River, it 
protects metal g: underwater structures 
against weal Fast drying and long life are 


id di pendability are tea ures 


of many kinds of coatings made with BAKELITE Res- 


CSN ntial Toug!] ness 


te, paints tor Vou! home 
masonry that seal over 


Ol tood Cans and pape I- 


Underground sprinkler systems cost less and last 


longs r with pipe made of BAKELITE Brand Poly- 


ethylene. It won't rust. It’s so light in weight one man 
can Carr hundreds of feet with ease, Since it's l- 
stalled in long lengths, few fittings and connections 
are needed. Its toughness and elasticity minimize 
danger of tree Ze-up damage, and the need tor deep 


trenches. All these advantages make it easier for 


farmers to afford more water piping for watering 
stock and irrigation. And they reduce capital costs 
and upkeep for watering parks, golf courses and 


Slat! de velopm nts. 
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With the help of BAKELITE Plastics— 


Water...when and where you want it! 


Modern plasties find broad new applications 
in irrigation... flood control... storage... 
waterproofing —for public works, industry, 


on the farm and for the home. 


Whether they're helping to solve water problems, or 
any of hundreds of other jobs, BAKELITE Brand Plastics 
are at work in just about every field imaginable. At 
Bakelite Company you'll find hundreds of different 
plastics. You can meet your exact needs through an 
almost unlimited variety of combinations of useful 
properties. 

Whether you wish color, light weight, chemical re- 
sistance, flexibility, or any of many other material 
advantages, BAKELITE is your largest storehouse of 
plastics with which to build better products for busi- 
ness, industry and the home. Phenolics, styrenes, im- 
pact styrenes, polyethylenes, vinyls, polyesters, sili- —4,."Kyuwe sheeting can be installed at reasonable cost and at the 
cones, and epoxies are all. available at this one con- same time enhance the value of your home. Such economical 


venient source of materials . . . plus a wealth of ex- installations make pools of this type ideal for family use. Noted 
for consistent high quality, KRENE is also used for shower curtains, 


Fun for the whole family! A pool liner made of tough, vet flexi- 


perience to help others use plastics to their greatest 


advantage. raincoats, water-repellent upholstery and wall coverings. 


To keep water from seep- 
ing through the cellar 
floor, a moisture barrier film 
made of tough BAKELITE 
Polyethylene is laid on the 
ground, and the concrete 


First in the world 


of plastics 


oor poured on top. Unaf- 
fected by lime or soil acids, 
the barrier is permanent. 
Polyethylene film is also 
used to package fruits, 
meats, and vegetables to 
keep in flavor-protecting 


moisture...as glazing for —_— 9 | : 
economical shatterproof (ae st)  “\o-o"" = , | 


greenhouses ... or trenches 
BRAND 


to hold water for irrigation. 


DID YOU KNOW: Sparkling clear drinking tumblers that bounce but PLASTICS P 
don’t break are made of another BAKELITE Plastic? It’s called C-11. In rough 
day-to-day use in a medical institution, C-11 tumblers lasted up to 8 times 


longer than conventional ones. 


BAKELITE COMPANY, A Division of Union Carbide Corporation (ag 30 East 42nd Street, New York 17, N. Y. 


The terms BAKELITE, KRENE, and the Trefoil Symbol are registered trade-marks of UCC. 
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“That’s all well and good,” Peterson’s 
thinking, “if there weve any other banks.” 
But he’s been to them all. And no one 
wants to lend him the money. 


Yet his plant is full of orders. Substan- 
tial ones, too, considering its size. Trouble 
is, most of them are unfinished... still 
in-process. Result: a weak cash position. 
And, these days, bankers shy away from 
that kind of risk. 

If only Peterson had known about the 
Keysort Plant Control Plan! With daily 
PCP reports before him, he could have 
held in-process inventory to a minimum. 


OU 


The tighter scheduling made possible by 
PCP would have speeded and steadied 
production flow. Result: earlier deliveries, 
‘ash coming in faster, a sounder borrow- 
ing position. 


With just five fast, accurate Keysort PCP 
reports—1 daily, 2 weekly, 2 monthly—you 
can obtain complete modern management 
control of your business and your profits. 
At remarkably low cost. 


The McBee man has a presentation 
which will show you how it’s done. Phone 
him, or write us for illustrated folder 
containing an example of each report. 


Punched-card accounting for any business 


Manufactured exclusively by The MeBee Company, Athens, Ohio « 


Division of Royal McBee Corporation 


Offices in principal cities « In Canada: The McBee Company, Ltd., 179 Bartley Drive, Toronto 16, Ontario 
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WHO SHOULD DO WHAT 
ABOUT INFLATION? 


Where does responsibility for control of inflation 


actually lie? Is the rising wage-price spiral a result 


or a cause? Are Federal Reserve controls on credit 


enough? Here are some specific answers from top 


management, as reported to Grover Amen. 


JAMES F. LINCOLN 
Chairman of the Board 
The Lincoln Electric Company 


What really causes 
inflation? The rea- 
son for it is obvious. 
Our taxation policy 
forces a cheaper 
dollar on us. Indus- 
try must increase 
its prices tremen- 
dously because 52 
per cent of its income is taken by the 
Government. All individuals also 
have a very large part of their in- 
come taken by taxation. Obviously, 
this amount of money must be ob- 
tained from whatever source it can 
come from, in the case of both indi- 
viduals and companies. Therefore. 
industries must demand higher prices 
and workers must demand _ higher 
wages—far beyond the value they 





produce. 

If we want to control inflation we 
must control the Government spend- 
ing that makes the high taxes neces- 
sary; and the major part of Govern- 
ment spending is for war. We plan to 
be powerful enough to bluff Russia 
and her satellites into doing what we 
want. We also are attempting to bribe 
a great many of the so-called free 
countries. No one can consider such 
a program without concluding that 
there is a much better answer. 

Why do we not recognize that we 
must live in peaceful co-existence 
with all nations and take the steps 
necessary to have such peaceful co- 
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existence? If we should trade with 
Russia to the extent of $1 billion per 
vear each way, there would be no 
threat of war, because each nation 
would be anxious to court the good- 
will of its customers in the other 
nation. 


ALFRED C. NEAL 
President 
Committee for Economic Development 


Governments at all 
levels, businesses. 
and consumers all 
want to spend heav- 


ily bevond current 





incomes. All tend 
to run into debt. 
The demand = for 


loans has been ex- 
ceeding the amounts saved, and the 
banking system has been expanding 
loans by creating new deposits, new 
money. 

The situation described is ideal for 
maintaining steady growth in the 
economy so long as the creation of 
new money is held in check. The 
economy is like an automobile with a 
great reserve of horsepower—power 
and speed are there when we need it. 
but unwisely used, they can wreck us. 

The control over this excess horse- 
power is in Government. By releasing 
controls over the supply and cost of 
money, it can let out a surge of pow- 
er; by holding back, it can keep us 
going ahead at a safe speed. 

To do this Government must hold 
spending down and produce a budget 
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OUTPERFORMS | 
and Out Values 
all lift trucks 
in its class 


Regardless of Price! 
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PRICE 


$39750. 


“WE INVITE 


) COMPARISON” 

1500 Ibs 
LOAD 

CAPACITY 
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ENGINEERED YEARS AHEAD 





¢ Complete bearing control throughout 


» Synchronized 12-volt heavy duty system 
e Feather-controlled stops 


e Equipped with automatic charger and heavy duty 
industrial battery 


e Self-aligning dual floor brakes 


OPERATES IN 28° AISLES 


APPLICATIONS 


e Hydraulic loading, unloading, stacking, moving, 
any type of material...in large or small plants. 


MORE THAN 40 BIG JOE MODELS 
e Range up to 2000 Ibs. capacity 
e Lifting heights to 130” 

NEW 24-PAGE CATALOG 


In-Between Handling is our business! 
Write for our new 24-page catalog. 


THROUGHOUT THE WORLD 


Export Division: 400 West Madison St., Chicago 





MAIL COUPON 


MANUFACTURING CO. 
Ralph Hines Road 
Wisconsin Dells, Wisc. 
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SOUNDS GREAT!... 
BUT HOW GOOD 
DOES IT LOOK? 


Is your letter crisply typed? 
Clear, sharp, easy-to-read? 
If it isn’t, check 
the typewriter ribbon. 
Nothing improves 
the appearance of a letter 
like a good ribbon. 
The best ribbon, 
Old Town’s superlative Nylon + AF, 
adds less than 6/100 of a cent 
to the cost of letter preparation. 


Next time be sure— 
with a Nylon+AF 


Be our guest. We at Old Town are so sure that a 
Nylon + AF will markedly improve the appearance 
of your correspondence that we want your secretary 
to try one — with our compliments. She will find that 
the strength of the nylon makes this ribbon outlast all 
others — and the controlled re-inking properties of the 
special AF fibers give her beautiful copy every time. 
Just have her write us on your business stationery, list- 
ing the make and model of typewriter she uses. Old 
Town Corporation, Department DR4, 750 Pacific 
Street, Brooklyn 38, New York. 


® 


World's foremost maker of inked ribbons, carbons, 





duplicators, duplicating supplies. 


DUN 


surplus in inflationary periods to off- 
set over-spending by other parts of 
the economy. Government must exer- 
cise a monetary policy that prevents 
over-borrowing and over-spending by 
other elements of the economy. 


ROBERT R. YOUNG 
Chairman of the Board 
New York Central Railroad 


Federal Reserve 
discount rate in- 
creases—or any oth- 
er method of in- 
creasing the cost of 
credit—cannot con- 
trol inflation. In- 
creases in interest 
rates may actually 
be a cause rather than a cure. 

[f, for instance, you knock automo- 
bile sales down by restricting con- 
sumer credit, all you do is reduce 
factory volume; and the increasing 
overhead increases prices. The same 
law operates in housing, furnishings, 
appliances, and elsewhere; for ours is 
an economy of abundance, not scar- 
city, and prices can be held down in 
the face of spiraling wages only by 
increased volume and productivity. 

In all their talk about controlling 
inflation through the manipulation of 
the rediscount rate, I have not heard 
our fiscal authorities once mention 
the real inflationary forces—the wage 
spiral, taxes, and the export of capi- 
tal, which proceed unabated. To cut 
inflation, Government must first cut 
taxes and stop squandering abroad 
our essential resources. 


BERN DIBNER 

President 

Burndy Corporation 
Two primary ac- 
tions contribute to 
the process ot infla- 
tion. One the 
raising of prices of 


is 


commodities with- 
out corresponding 
increase in 
the other is the in- 
crease in apparent wages without 
equivalent increases in production. 
Both stem from a common source— 
monopoly in the control of prices and 


value: 


Wages. 

In the case of unwarranted advanc- 
ing prices, the controls in major anti- 
monopoly legislation, sound trade 
practices, self-disciplined trade or- 
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ina Chevy cab. 
even the 


. air is better! 
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. more evidence that Chevrolet Task-Force Trucks are 


engineered better and built better for bigger savings! 





These cab features give you extra comfort and 
safety behind the wheel, extra savings on truck 
maintenance. And they’re proof that the most 
modern trucks for your money are Chevrolets! 


The drawing “‘doodled”’ above shows how Chevy’s 
High-Level ventilation provides a comfortable in- 
terior . . . and the numbers in the big picture 
point out other advantages equally as good to have 
around you when you haul! They include: 


A roof that’s specially built for safer, more com- 
fortable hauling. Sturdy all-steel construction adds 
to safety; roof’s unique inner reinforcement insu- 
lates the overhead against heat. 

A gleaming, durable baked enamel outside finish. 
Here’s the reason your Chevy’s exterior will resist 
wear better, look like new longer! This handsome 
finish is available in a wide variety of colors. 

A Nu-Flex seat that beats the bumps! Deep-com- 
fort coil springs, metered air shock damping and 
3-way adjustment let you take it easy on tough jobs! 


... biggest sellers because they're the biggest savers! 


LET TASK: FORCE 
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(4) A cab that’s rustproofed to last! Doors and similar 
surfaces are rustproofed on the inside as well as on 
the outside by immersion. 


Concealed Safety Steps for convenience. Inside 
each cab door, they give you firmer footing, make 
entering or leaving the cab easier and safer. 

An undercoated floor, cowl side panels and fender 
flanges. Virtually all exposed surfaces on the under- 
side of the cab are protected by an anti-rust coating. 

A non-glare instrument panel to make driving 
safer! The textured finish on upper portion of 
Chevy’s instrument panel reduces blinding sun 
reflections, minimizes eyestrain. 

A reliable 2-speed electric windshield wiper* on 
each side. Powered by electricity, their action 
remains constant under all conditions. 

Such advantages as these (we’ve shown only a 
few) combine to make everything better in a 1957 
Chevrolet truck! You'll see for yourself when you 
visit your Chevrolet dealer’s. Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


*Standard in Series 5-6-7-8-9-10000 models. 
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investment 
- « ONE THAT WILL SPEED 
LOADING AND KEEP COSTS DOWN 


This company has made a wise investment—one which will pay dividends over 

a long period of time! The man above is putting a Magliner magnesium dock 

board in place on the company’s dock. This new Magliner will speed loading 
. get more out of power trucks and other loading equipment . . . keep costs 

down. Made of light, strong magnesium, the dock board is easily moved and 

positioned by one man. No heavy lifting .. . no risk of physical injury, it will 

protect men, loads and equipment against accidents and costly damage. 

Magliner magnesium dock boards are designed to meet both ordinary and 

out-of-the-ordinary loading conditions . . . eliminate costly delays and 

bottlenecks . . . make loading costs go down! Engineered and built 

to take it, they safely handle loads up to 20,000 Ibs. 

Magliner dock boards will pay other big 

dividends, too. They are low tn initial cost 

and because they provide dependable, long- 

life service with less maintenance, they give 

you greater economy ALL-ways. 

Find out today, how Magliner magnesium 

dock boards can cut loading costs in your 

operation. Write for Bulletin DB-204. 


pefag hiner 


MAGNESIUM e . ee em 

| Fe 4 Magliner Dock -and-Ramp combination 
_4 | “a Services high-floor trailers. Allows greater 
; rise. . . longer slope. . . safer loading. 
Dock board may be used independently. 





e Tire-Saver safety curbs—prevent truck run- 
offs and stop power truck tire damage. An ex- 
clusive Magliner feature.* 

e Beveled edges—avoid hazardous load jar, 
eliminate equipment damage and load loss. 

e Rugged, permanently attached understructure. 
Fits snugly between dock and carrier—pro- 
vides positive, automatic position-lock. 

e Triple strength curb ends* —double tapered 
for wide angle turns. 

*Patent Pending 


De a i daa ee fl 
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SEND YOUR NAME AND ADDRESS FOR A Multi-Station volume loading ? Magliner 
COPY OF BULLETIN DB-204, TO MAGLINE INC., Magnesium Perma-Docks are the an- 
P.O. BOX 14, PINCONNING, MICHIGAN. swer. A low cost, permanent installation. 





ganizations, and, most important of 
all, the accepted view that lower 
prices spell larger markets, all are 
controlling influences against infla- 
tion. And real competition is recog- 
nized as the best antidote of all. 


WILLIAM M. SPENCER 
Chairman of the Board 
North American Car Corporation 


Control of inflation 
is equally the re- 
sponsibility of Gov- 
ernment, labor, and 
business. Let us be 
realistic, however. 
Business operates 
in a profit and loss 
economy in which 
prices are, or should be, dependent 
upon the forces of supply and de- 
mand. The business man is in busi- 
ness to make a profit, and it is essen- 
tial that he do so. But it is wrong for 
a company making unusually high 
profits to increase prices just because 
labor demands higher wages. If the 
business man would reduce the price 
of the finished products and perhaps 
show a lower profit, this would be a 
strong deterrent to labor's demands 
for highe r wages. If this practice 
could only be initiated by a leading 
industry, the spiral of inflation coal 
eventu: ally reverse itself. 


JOHN D. DALE 
President 
George Elliott Company, Inc. 


Inflation results 
from all wage in- 
creases that have 
no relation to pro- 
ductivity. With ma- 
terials costs as well 
as fixed costs con- 
tinuing to rise, most 
managements feel 
they simply have to raise prices. 

But there are other choices. One of 
the best is through effectively con- 
ceived wage ince ntive plans. If such 
plans are sncunniiul~aad a surprising 
number of them are—productivity 
can keep pace with wages, and con- 
sumer costs can stay in line. 

Some manageme nts shy away from 
any suggestion of an incentive plan, 
be ‘lieving that the union will cry 
“speed-up” as a matter of policy. But 
hundreds of companies have achieved 
good incentive plans with whole- 
hearted union cooperation. 
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I foresee a safe journey 


..-thanks to 
TUFFLEX packaging 


The package in the picture could be 
any size or shape, contain any kind of 
product. The big news is hidden inside. 
It’s a new protective packaging mate- 
rial that reduces shipping damage, cuts 
packaging costs, for scores of shippers. 

The name is Tufflex—in two basic 
product types—a felted cellulose fiber 
cushion padding and a non-woven 
conforming fabric. 

The important fact about Tufflex is 
its tremendous versatility. Soft, 
impact-resisting Tufflex is ideal for 


FOR CUSHIONING e PROTECTIVE PADDING 
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flotation, surface protection, pressure- 
point padding. It can be moisture 
resistant or moisture absorbent, as you 
want it. It’s excellent for thermal- 
packaging—protects against heat or 
cold. A complete range of types and 
thicknesses gives you the exact pro- 
tection you need. 


Get the facts about Tufflex...find 
out how shippers are saving money, 
cutting costs with this new protection. 


Wood Conversion Co., Dept. 239-47, 


First Natl. Bank Bidg.,St. Paul 1, Minn. 


INSULATION 


SOUND DEADENING 


Tufflex protects the highly polished 
surface of this delicate radio head- 
set. Today, Tufflex products are 
used for packaging everything 
from canoes to lettuce. 


e MUISTURE ABSORBENCY OR REPELLENCY 
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OVING TO CHESSIE’S RAILWAY 





The lady 
who didn’t talk 


Once, in the course of the intricate negotia- 
tions which are always involved in locating 
a major industry, we found it necessary to 
take some responsible local citizen into our 
confidence. The person who could help us 


most was the editor of the paper. 


At first our client was highly skeptical. He 
just didn't think any editor could be trusted 
with an interesting secret. And to make mat- 


ters worse. this editor was a woman! 


But we had complete faith in the lady, and 
the client accepted our judgment. For two 
years, while all the details were worked out 


and site options obtained, this was the best- 


kept secret in town. And at the end of the two 
years the lady editor was rewarded with one 


of the biggest scoops of her career. 


The people of C&O’s Industrial Development 
Department know their territory. They know 
its history, its geography, its economics and 
its people. They know who to trust and when 
to be cautious. They can count on cooperation 


that no stranger could ever get. 


If you are looking for a site, let this Depart- 
ment help you. You will get every possible 
assistance, and your inquiry will be handled 


in complete confidence. 


Write for new booklet describing industrial resources 


and opportunities in C&O territory. Address: 
Wayne C. Fletcher, Director of Industrial Devel- 


opment, . 


Chesapeake and Ohio 


Railway 


SERVING: VIRGINIA * WEST VIRGINIA « 


KENTUCKY 


3202 Terminal Tower, Cleveland 1. Ohio. 








OHIO « INDIANA « MICHIGAN + SOUTHERN ONTARIO 
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COLD ROLL FORMING 





Among the wide 
variety of things 
you can make on a 
Yoder Cold Roll 
Forming machine 
are round, square, 
oval, rectangular 
and other tubular 
shapes, such as 
illustrated. The 
seams May be open, 
lapped, butted, dove: 
tailed, interlocking, 
et as shown 1n 
the drawing. 
Millions of feet of such unwelded tubular 
shapes are made from coiled strip ror con- 
ductor pipe, bedsteads, lamp stands, window 
channel, wiring raceways, Carrying rods, etc. 
Production ranges trom 20,000 to 50,000 teet 
per day, with only one operator and a helper. 
Yoder ofters you the cooperation of their 
engineering staff tor designing and adapting 
their cold roll torming machines, auxiliaries, 
and tooling, tor the low cost production of 
structurals, mouldings and trim, panels, tubu- 
lar and other shapes, to meet individual needs. 
The Yoder Book on ¢ old Roll Forming is a 
complete, illustrated text on the arc and the 
equipment needed for pertorming a variety 
of operations which can be combined with 
cold roll forming. at little or no extra labor 
cost. A copy is yours for the asking. 

THE YODER COMPANY 
5531 Walworth Ave. Cleveland 2, Ohio 


COLD-ROLL 
FORMING 
MACHINES 




















FAILURE: A DEFINITION IN PERSPECTIVE 


FAILURE, like success, is a relative term, and its significance can 
be measured only in times perspective. The definition applies to 
business, politics, science, religion, and sociology. Columbus died 
in disgrace, having failed to find the Ind and its fabled gold. 
Newcomen’s steam engine tailed because of elements beyond his 
control, but his name is a symbol of the Industrial Revolution. 
which changed the social order of the world. Kelly, who invented 
the revolutionary method by which iron is converted into steel, 
died penniless, and his name isn’t even associated with the process. 
History is replete with cases of failures who paved the road _ to 
success for others. A recent incident recalls the story of the political 
failure of Henry Clay. 

Last Fall, a Dun & BrapstreeT staff member discovered a pic- 
ture of Henry Clay in a miscellaneous collection purchased at a 
town auction in northern New Jersey. When he removed the frame. 
a letter, signed by Clay and addressed to a Jacob Strattan of Phila- 
delphia, fell out. Dated September 13, 1842, the letter is a reply to 
certain political questions, and among other things it recommends 
these perennial objectives: 

“A sound National currency, regulated by the will and 
authority of the Nation. 

“An adequate Revenue, with fair protection to American 
industry. 

“Just restraints on the Executive power, embracing a 
further restriction on the exercise of the Veto. 

“An amendment of the Constitution, limiting the encum- 
bent of the Presidential office to a single term.” 

Henry Clay was a dominant figure on the American political 
scene for nearly 50 years, many of which he spent in Congress as 
a shaper of national destiny. The infant industry of America strug- 
gling for recognition and support was much indebted to Clay when 
it needed both protection and patronage. He coined the phrase, 
“Vd rather be right than President,” and the voters took him at 
his word and protected his virtue at the price of his ambition. A 
quadrennial candidate for the nomination from 1824 to 1548. he 
lost out to lesser ney). 

Clay failed to achieve a personal goal, but was he a failure? The 
man who was beaten by Andrew Jackson in 1832 lost the nomina- 
tion to William Henry Harrison in 1839, was beaten by James K. 
Polk in 1844 and by Zachary Taylor in 1848. The comparative tal- 
ents of Clay and Jackson may be debated, but who will measure the 
achievements of Clay, as the stalwart defender of the Union, the 
champion of American home industries, and an unselfish servant 
of government, against the mediocrity of men whom a fickle popu- 
lace selected? Some men have brought greatness to the office of 
President—specifically, Washington, Jefferson, and Eisenhower. 
Others, notably Lincoln, have found greatness in office. Grant and 
Harding lost stature in the Presidency. Others—namely, Wilson 
and the two Roosevelts—have still to be appraised in the light of 
their influence on world affairs. Failure, like success, is subject to 
revised estimates in the eves ot posterity. 

Though Henry Clay and Daniel Webster never attained the high 
office of the Presidency, their names have a brighter luster than 
those of many residents of the White House. On the industrial 
front, individuals like Steinmetz, Carty, and Kettering have been 
significant, not as officers of a company, but as servants of an in- 
dustry. Each overcame serious obstacles. and their fame rests on 
services rendered to the whole community, -A.M.S. 
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LETTERS, INVOICES 
RECEIPTS, CHARTS, BLUE PRINTS 
BIDS, PHOTOGRAPHS 


REPORTS, QUOTATIONS, ETC. 








THE NEW ALL-ELECTRIC GOLDEN 
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DIAL-A-MATIC tehadadd * 


Instant photocopies of anything written, 
printed, typed, drawn or photographed— 
right in your own office 


So fast... so convenient...so easy! Exclu- 
sive ‘‘Magic Touch” dial contro] assures per- 
fect black-on-white copies of anything every 
time. Clear sharp copies from any original up 
to 15” wide, any length or color on opaque o: 
transparent paper—printed on one or both 
sides. Made of stainless steel, it is handsome, ore a 
compact, and light weight. Offers hundreds Charkee K. Jones ae . JUST TUR 


f t d f busi N THE DIAL 
of time and money saving uses for every busi- 4 wees sty 
ness at a price well within the budget of even | It automatically makes all 


the smallest firm. . } adjustments to copy anything 


poo e oo - - - - : 


American Photocopy Equipment Co. DR 47 
1920 W. Peterson Ave., Chicago 26, Ill. 


Rush me, without obligation, your new free book on the improved all-electric 
Apeco Dial-A-Matic Auto-Stat. I understand this book explains office 
photocopying applications in detail and shows how my business can greatly 
benefit by the use of this modern copy-maker. 


For your free book | rt gguse. 2aee= |: Company Type of Bus. 
tear off and mail this Sua TL44++1 1 eee 

Air Mail Postage Paid (am ri ii+t+ ts yet meee = Address 

reply card today aene .98 . 


City 


i vi Titl 
American Photocopy Equipment Co. Individual e 
1920 W. Peterson Ave., Chicago 26, Ill. In Canada: Apeco of Canada, Ltd. 134 Park Lawn Rd., Toronto, Ont 
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Apico // , -{ - 
piat-a-matic A JLLLO tat 
Find out how you can save time and money by speed- 
ing production . . . by cutting costly office paper work 
| by expediting shipping and receiving—plus 
hundreds of other ways of increasing the efficiency 


of your business with Apeco Auto-Stat copying. It's 
all in this new free book. Send for your copy today. 


— Have you read this 
ff 11 il NEW FREE BOOK? 


. 16 full color pages to tell 
you how you can use the 


Apeco Dial-A-Matic Auto-Stat 


in your business. 





First Class Permit 
No 26670 
Sec 49P. L&R) 
Chicago 26, Ill 














|BUSINESS REPLY CARD 





GET YOUR FREE BOOK 


5¢ postage will be paid by — 
AMERICAN PHOTOCOPY EQUIPMENT CO. 


1920 W. Peterson Ave. 


Chicago 26, Ill. — 
ae . He). Air Mail Reply Card Today! 


Mail this Postage Paid 
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HIGHLIGHTS and sidelights 





Lest we forget 


The speed and_ efficiency with 
which we turn engineering ideas into 
mass production sometimes leads us 
to torget that the ideas themselves 
are not all ours. 

Perhaps its good to stop occasion- 
ally and remember the debt we owe 
to others. For instance, we have done 
a great deal with synthetic rubber, 
radar, television, and such synthetic 
fibers as acetate and the new polves- 
ters. But we did not originate them. 

Svnthetic 
development: acetate came from 


rubber was a German 


France: and radar. television. and 


the first polyester fiber from Britain. 
Television is a good example. It 


comment by 


~Puadzte. “RK. Gardner 








and as ubiquitous as ice cream. But 
the British 
publicly as long ago as 1925 and had 


demonstrated television 


regular TV broadcasts betore World 
War II. 

Britain pioneered, too, in antibi- 
otics, jet aircraft engines, and many 
phases ot atomic energy. 

The British have no corner on sci- 
entific progress, of course. The jet 
aircraft engine, tor instance, was an 
outgrowth of gas turbine work in 
many countries, including our own. 
We had rudimentary industrial gas 
turbines in 1936, and the Swiss had 
a gas turbine locomotive on the road 
as long ago as 1935S. 

We can be 


justly proud of many 








All over industry, they re putting on the 
pressure—operating equipment under condi- 


tions that would have seemed foolhardy if 
not fantastic a tew vears ago. The turbine 
above, for instance, built by General Elec- 
tric for a A.G.&E. station in 
Ohio, will receive steam at 4,500 pounds 


new power 
per square inch—nearly twice the initial 
pressure of any turbine-generator now in 
commercial 
pressures up to 50.000 pounds are now quite 


use. In chemical processing, 
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common, and the National Bureau of Stand 
ards reports that several companies are eXx- 
perimenting with new plastics and coal 
hydrogenation processes that call for pres- 
the 100,000- to 200,000-pound 
range. The reason for the emphasis on pres- 


sure is not hard to find: Power plants oper- 


Sures mn 


ate with greater efficiency; chemical reac- 
tions are taster and more complete; and. hy 
use of heat as well as pressure, brand new 
materials can be created (see page 23). 


now seems as American as apple pie 
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who feels safe 
works better 
on overhead 
maintenance 


Safety is our first consideration in 
building Hi-Reach Telescopers. 

Model LB (illustrated), push-button 
control on platform. Four heights 
20 ft. to 35 ft. (all models lower to 
clear doorway 6-8” by 36”). Priced 
from $1510.00 up. Model PUL Hand 
Operated Lift — 15 ft. — $400.00. 


Custom-built lifters up to 100 ft. 
Write for catalogue 
Economy Engineering Co., 4516 


W. Lake St., Chicago 24, Ill., 342 
Madison Ave., New York 17, N. Y¥. 


Economy 
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Which of these production 
savings do you need most 
«ee RIGHT NOW? 


ACCURACY 


50% improvement 


FLOOR space 
90% Saving 


cosT-PER- PIECE 


uy y Ae 


PRODUCTION TIME 


75 1 Less 


Believe it or not, all of these 
savings were realized on the 
same operation, when an arma- 
ment manufacturer “threw 
away the book” to replace mill- 
ing, traditional in the small 
arms industry, with broaching. 


What’s more. as this operation 
is further “shaken out,” pro- 
duction 1s expected to reach 75 
pieces per hour on the intri- 
cately contoured part, which 1s 
broached from a rough, flame- 
cut billet of Rockwell C-25 to 
C-30 hardness. Projected pro- 
duction from this one Detroit 
25-ton, 90” stroke Dual Ram 
Broaching Machine will then 
equal, in one 8-hour work day, 
what was produced in fifteen 
work days on fwvelve milling 
machines! 


Since most parts are suitable for 
broaching, or can be adapted 
to this cost-cutting machining 
process, you cant afford to 
stick with methods that may 
have nothing more to recom- 
mend their use than “tradition.” 
And you cant find a_ better 
source for broach engineering, 
machines and tooling than 
Detroit Broach & Machine 
Company. Ask us for recom- 
mendations ... soon. 


DETROIT 
BROACH 


& MACHINE COMPANY 


ROCHESTER, MICHIGAN 


Dept. H4 
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developments nvlon. the transistor. 
commercial aluminum. and 


more. But it’s good, and good tor 


many 


us. to share credit with others, too. 


City slicker? 


Is the bloom off the suburban 
boom? Quite a few experts are be- 
ginning to think so. They note that 
the exodus of businesses as well as 
individuals is slowing down. Manu- 
facturers are finding the city, too, has 
advantages. For one thing, as the 
Arnold Bernhard Value Line Invest- 
ment Survey points out, suburban 
real estate values are soaring and 
choice locations are becoming scarce. 

The city may not be so expensive 
after all. For instance, the Soabar 
Company, Philadelphia, 
turer of price-marking equipment, 


manutac- 


needed room for expansion. A move 
to the country seemed indicated. 

But the company decided to stav 
where it was. Though holding its 
emplovees Was a primary considera- 
tion, the decision turned out to be a 
sound one economically as well. 
Working with William F. Lotz, Inc.. 
constructors, Soabar engineers found 
that the needed facilities could be 
housed in much less space than orig- 
inally seemed _ possible. 

So, whether vou re planning to 
move, or hoping to sell to those who 





It you dont need it on the ground, put it 
overhead. And if you cant put it overhead, 
drop it under foot. .. . You can save valu- 
able production space by following those 
rules, as these pictures show. At Timberline 


Fabrics in Denver (above ) both heat and 


U 


do whether voure al manutact IWrer. 
distributor. or retailer—mavbe this is 
the time to stop, look, and listen. 


All you need is an idea 


Nothing, it seems, is so old. so 
familiar, or so fully explored that it 
cant be given new life with a little 
Ingenuity. 


Lead pencils, for instance, have 


been used as sales promotion gim- 
micks for years. Yet promotion men 
are still coming up with new ideas. 
Franklin C. Wertheim, Jamaica, 
N.Y., direct mail specialist, tor in- 
stance, sends out a new one almost 
every month. A pencil with a hollow 
plastic section at one end becomes 
a whole series of gimmicks. Filled 
with aspirin, its “an answer to office 
headaches ; filled with instant coffee. 
its just the thing for that longed-for 
“coffee break’; and a bit of uranium 
ore makes it an ideal accompaniment 
for an “atomic” product. 

In another set of sales-boosters. 
the pencils eraser 1S replaced by a 
variety of gadgets to delight the tired 
business man: a vo-yo; a ring-on-a- 
string (just try to loop it over the 
pencil); a plastic whistle (to sum- 
mon help, we assume); and so on. 

No wonder a leading pencil manu- 
facturer proudly notes “pencils are 
the most frequently pilfered item in 











power take to the air. Timberline uses ceil- 
ing-mounted unit heaters (at right) and has 
installed the General Electric Speed Vari- 
ator that controls its new processing line 
on an overhead platform to conserve space 
and keep the unit out of harm's way. 
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the United States.” And no wonder. 
despite all the new writing imple- 
ments. the lead pencil keeps right on 


writing along. 


Quality for sales 


From every direction comes new 
evidence that it’s quality, rather than 
price alone, that snares today’s cap- 
This e mph: isis on 
product quality showed up clearly 
in our own survey of materials-users 


tious customer. 


(see September 1956, page 79), and 
turns up again in reports from the 
Gray [ron ee rs Society and the 
National Retail Dry Goods Assn. 
The Gray Founders asked 
some 700 castings buyers, “What do 
vou feel is the most important char- 
The 


overwhelming 66 per 


[ron 


acteristic in buying castings?” 
answer: an ) 
cent gave quality first place. Price 
was second—but with a mere 18 per 
cent giving it the prime spot. 

Philip M. Talbott, senior vice pres- 
ident of Woodward & Lothrop, Inc. 
NRDGA. 


desire 


and president otf the also 


notes the consumers strong 
tor quality products, but points out 
that a good many industries still fail 
“LT find it 


Says, 


to recognize this fact. 
“that 
continue 


incomprehensible,” he 
many of our industries 
to advertise. promote, and merchan- 


dise their products as though we 


were still living in a depression 
CCONOINY. 

“There is nothing wrong with pro- 
moting price, he But 
why are we so atraid and reluctant 


continues. 


to promote quality when today we 

are serving a quality market?” 
That's a question a good many ex- 

ecutives might ask themselves. 


Industry's new “best friend’’? 


Harder than boron. nitride. 
Thats what you may be saying one 
of these days when vou want to point 
out that something is really hard. 
The diamond has a new competi- 
tor. and it looks like a 


cubic boron nitride. 


vood one. Its 
name: Borazon. 
[ts a man-made material, produced 
at the Electric 
Laboratories under the 


General Research 
same ex- 
conditions 


treme-pressure (over a 


million pounds a square inch) used 
in fabricating man-made diamonds 
(see April 1955, page 72). 


G-E 


“scratches 


scientists Say Borazon 


diamonds with ease. and 
remains hard at temperatures where 
literally 


lives up to its promises, it should 


diamonds burn up. It it 


prove valuable in many applications 
where the diamond cannot now be 
So tar, though, 
tals have been made and commercial 


application is still in the tuture. 


used. only tiny crys- 





Savers 


A mezzanine or platform like that on the 
opposite page is one way to save space. 
Another is pictured here. National Supply 
Company was stacking steel bars as high as 
space would permit. A platform couldn't 
solve its problem. But it still needed more 
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storage room. What to do? National went 
down instead of up. It sank pits, five feet 
deep, into the ground and lined them with 
concrete. Now, it has more than 120,000 
cubic feet of added space, a 40 per cent 
increase over what was previously available. 





It’s Smart 
It's Steel 


It’s Stran-Steel’s 
New Building Line 
for Industry 


The best looking buildings you ever saw! 

The finest steel buildings you can buy! 

That’s the new Stran-Steel line of all- 

steel buildings... years ahead in modern 

™ ‘sign, with quality built in to give 
ears of service. 


Stran-Steel buildings are specially 
designed. You can have a building as big 
as you want and in any shape that will 
best fit vour needs. Five basic widths— 40, 
50,60, 70 and 80 ft., and multiples thereof 


Attractive and distinctively styled, these 
rugged, low-cost buildings with exclusive 
Stran-Satin exterior provide a non- 
combustible structure with unlimited 
design possibilities ...a luxury look that 
combines ideally with other construc- 
tion materials. 


Up to $25,000 is available to finance these 
buildings through the Stran-Steel Purchase 
Plan. As little as 25 initial investment, 
up to 5 years to pay. 


STRAN-STEEL CORPORATION 
Detroit 29, Michigan + Division of 


>> 
NATIONAL STEEL ig CORPORATION 


Here's where to obtain more information: 
Atianta 3, Ga., 206 Volunteer Bidg 
Chicago 6, ili., 205 W. Wacker Dr 
Cleveland 16, Ohio, 20950 Center Ridge Rd, 
Detroit 29, Mich., Tecumseh Rd 
Houston 5, Texas, 2444 Times Bivd 
Kansas City, Mo., 6 East I!th St 
Minneapolis 4, Minn., 708 S. 10th St 
New York 17, N. Y., 405 Lexington Ave. 
San Francisco 3, Calif., 1707 Central Tower Bidg. 
Washington 6, D. C.. 1025 Connecticut Ave., N. W 


Stran-Steel ee Detroit 29, Michigan 


Please send me the Industrial Buildings 


Cat “iy 


Please have your representative contact me 


| Name ee at Title 
« company 
| Address__._ 


| City Zone 
| 57-SS-11A 2 
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INDOORS AND OUT 
LAMPS ARE IN SERVICE THAN 





They're Job-Tailored to give you the most mercury light for your money 


From Westinghouse developments like those below, you can see how the built-in quality of 
Westinghouse Mercury Lamps gives more light when new, more light throughout life, as well 
as guaranteed long life. 

¢ Thorium-Coated Electrodes provide HIGHER LIGHT OUTPUT 

« Molybdenum Ribbon Seals assure GREATER DEPENDABILITY, LONGER LIFE 

Hi-Temp Life-Time Bases eliminate INSTALLATION AND SERVICE BREAKAGE 

Weather Duty® construction with special ‘‘hard’”’ glass. Outside installations can’t be harmed 
by snow, sleet or rain even when lamps are installed without protective coverings ... or inside 


by fumes, or dripping condensation. amen! 
For recommendations for using the most complete line of mercury lighting—for the right B-H18- 700 W. Fluo 
kind of lamp for the job—call your nearest Westinghouse lamp supplier or write: Westing- rescent-Mercury 
house Lamp Division, Dept. D1, Bloomfield, N. J. Lamp. Color-corrected 
Golden-White light for 
general purposes, flood 
and street lighting. A 
Westinghouse exclusive. 





YOU CAN BE SURE...1F ITS \ Vesti nghouse 
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MORE WESTINGHOUSE MERCURY 
ALL OTHER BRANDS COMBINED 


E-H1: 400 W. Mer- 
cury Lamp. Most 
widely used today. For 
interior and street light- 
ing. E-H1-Y¥: Built-in 
clear yellow filter warns 
of road hazards. 


7o7 
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A-H12-WD: A-H15- 
WD:1,000W. Weather 
Duty Mercury Lamp. 
Recommended for all 
interior and exterior 
applications. Widely 
used for industrial high 
bay lighting. Weather 
proof for heavy duty 
service. 





A-H1-WD: 400 W. 
Weather Duty Mer- 
cury Lamp. Recom- 
mended for general 
purposes, flood and 
street lighting. Weather 
proof for heavy duty 
service. 





P-H1: 400 W. Semi- 
Reflector Mercury 
Lamp. Color-corrected 
Golden-White for all in- 
terior uses. Ideal for 
areas of high dust con- 
centration. 





ris 


C-H12-WD; B-H15- 
WD:1,000W. Weather 
Duty Fluorescent- 
Mercury Lamp. 
Color-corrected Golden- 
White light for general 
interior and floodlight- 
ing. Weather proof for 
heavy duty service. 





J-H1: 400 W. Fluo- 
rescent-Mercury 
Lamp. Golden-White 
light is color-corrected 
for interior and street 
applications. J-H1-Y: 
Rich, yellow light to 
identify road hazards 
ideal substitute for 
sodium installations. 





Ll overhead trolley conveyors 
connect, conserve, coordinate 


oo CONSERVE 
reoons a | TIME 


CONNECT. dj | CONSERVE 
BUILDINGS y gf) 4 1| MANPOWER 


CONNECT MERE || CONseRvE 
DEPARTMENTS QU@INDS FLOOR-SPACE 


ee, 


Building to building or floor to floor, Materials move 
Link-Belt overhead trolley conveyors g overhead trolley 


COORDINATE 
LOADIN| 


COORDINATE 
Mey Willie 


COORDINATE 
PROCESSING 


on Link-Belt Link-Belt overhead trolley conveyors 
conveyors. There’s with a wide selection of attachments 


can tie all materials handling opera- no wasted motion—valuable man- are adaptable to an almost limitless 
tions into a smooth-flowing system. power can be released for more pro- variety of materials handling require- 


Central conveyors can be synchro- ductive operations. 


Adaptable to ments. They simplify and systematize 


nized with feeder lines from many out-of-the-way installation, overhead loading, unloading, processing—pro- 
areas without interrupting flow. trolley conveyors eliminate congestion. vide low-cost, efficient material flow. 


To learn what they can do for you... 

Contact your nearby Link-Belt office for an unbiased 
appraisal of your needs—without obligation. Our spe- 
cialists will gladly work with your engineers or con- 
sultants to help you set up a smooth, efficient materials 
handling system—inside, outside, floor-to-floor ... 
whatever your requirement may be. There’s a Link- 
Belt overhead trolley conveyor lay-out for every job 


—to synchronize production and storage . . . conserve 
space and manpower. Book 2330 shows many inter- 
esting applications. Write or call for your copy today. 


LT 


OVERHEAD TROLLEY CONVEYORS 


LINK-BELT COMPANY: Executive Offices, Prudential Plaza, Chicago 1. To Serve Industry There Are Link-Belt Plants and Sales Offices in All Principal Cities. 


Export Office, New York 7; Canada, Scarboro (Toronto 13); Australia, 


Throughout the World. 


26 


Marrickville (Sydney), N.S.W.; South Africa, Springs. Representatives 


14,497 
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THE TREND OF BUSINESS 


INCREASES i 
spending are e coh cted to help nudge 
the national output to new heights 
this year. In an appraisal of Presi- 
dent Eisenhowers recent Economic 
Report, The Joint Congressional Eco- 
nomic Committee forecast that the 
gross national product will climb to 
a new high of $435 billion in 1957. 
This implies a somewhat higher level 
of business activity tor the remainder 
of the vear than in the first qui arter. 
But the quarter-to-quarter rise may 
be less noticeable than in 1956, when 
the gross national product rose from 
an annual rate of $403 billion in the 
first quarter to $424 billion in the 
fourth, averaging $412 billion for the 
year as a whole. 

The current inflationary trend is 
expected to continue. The committee 
supported the President's recommen- 
dation that Congress vote to cancel a 
reduction in corporate income and 
excise taxes previously scheduled for 
April 1. Restraint was urged on both 
management and labor in price and 
wage policies, with prudence the 
watchword for all who wished to in- 
crease their buying. 

Although there were times in the 
first few months of 1957 when some 
business men wondered whether the 
main problem were inflation or de- 
lation, business volume generally 


n jobs, incomes, and 
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DISPOSABLE PERSONAL INCOME 
Billions of Dollars 

















1947 1957 





was unusually high. Record personal 
income was reflected in the advanced 
— of consumer buying. Retail sales 

) the first ten weeks of 1957 aver- 
aged 5 per cent higher than a year 
ago. While sales of turniture and ap- 
pliances were slower than the active 
volume in the last three months of 
1956, the slackening was about usual 
for the season and volume remained 
above the comparable year-ago level. 


HOUSING . == 
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| CONSUMERS’ PRICES 


| SELECTED NECESSITIES 
40 a ' INDEXES 1947-1949=100 —— 
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| | | | f 
1947 
‘JANUARY 
Notwithstanding seasonal declines in the 
— 
prices for food and apparel in January, they 
were still more expensive than a year ago. 
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Retailers of apparel and food both 
sold more than although 
part of the in dollar volume 
here, as in other retailing, 
was due to increased prices. 

Higher prices continued to nibble 
away at consumer buying power in 
the early months of 1957. The Con- 
sumers Price Index in January rose 
to a new high for a fifth consecu- 
tive month: and officials at the Bu- 
reau of Labor Statistics, which com- 
piles the index, could foresee no im- 
mediate change in its upwi ard direc- 
tion. The January rise in the index 
brought another wage boost of at 
least one cent an hour to 1.4 million 
adjusted 


last vear. 
increase 
lines ot 


workers whose wages are 
under union contracts to changes in 
the cost of living—mostly in the auto- 
mobile, farm implement, and aircraft 
industries. Still, the factory 
worker's take-home pay would buy 
only about 1 per cent more than a 
year ago, though the dollar 
amount of spendable pay was up 
about 4 per cent. 

As a glance at the chart at left 
will tell, the maintaining a 
home has increased at a faster pace 


average 


even 


cost of 


than the prices otf such necessities 
as food and clothing. The index 
charted does not reflect directly the 
increases in the prices of new homes 
—it measures changes in rents and 
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the prices for fuel, furnishings, and past few years (chart on page 30). 


easy solutions to household operation expenses. If a There was some controversy Over 


comparable index of new home’ the Administration's request that 


RECORD STO ate : prices were available, it would prob- Congress authorize, although not re- 
PROBLEMS ably slant upward rather sharply. It quire, lower down-payments on 

is a prevalent view among business homes bought with Federal Housing 

analysts that the current slackness in Authority insured mortgages. Oppos- 


Problem: How to store original records | ome building reflects a considerable ing the reduction, an official of the 


for future reference at lowest possible cost. . 
Answer: Liberty Record Storage Boxes— | resistance to home prices as much as__ Federal Reserve Board said that peo- 


for over thirty-eight years recognized by | a shortage of mortgage money. ple are prese ntly prosperous enough 
NE eee es wee ee er to pay “what really are moderate 


housing inactive records. 
Home building of f rates” under the FHA’s current pro- 


CGéen) STORAGE BOXES gram. The Federal Reserve Board's 
j) Privately financed housing starts position was that down- payments 


Heavy-duty "i in January were noticeably fewer should be increased in pe ‘riods of 
corrugated .. tee Y/Y than a year ago. After allowance for high-level business to encourage sav- 


fibre-board cade the bad we: hee conditions that usu- ing and reduce inflationary pres- 
construction £ ally tail buildj Bere i a ; 

gives ten, fif- ji ail ally curtail Dullding in the inter sures. 

teen, twenty ‘. months, housing starts were still at The volume of all new construc- 
years of serv- 7 Ps: th aside wale ere : , ; ee » eis ae 
ice and cuts costs way down. or pen | 92 annual rate well below that inthe tion put in place in the first t 
nies a year does the job! 


_ BUSINESS SIGNPOSTS 
aa SYSTEM 


Liberty Boxes provide 1939 1947 Selected Latest Previous 
for “fast finding” of Average Average WEEKLY Indicatorst Week Week 


stored records be- 
cause of its unique 102 163 STEEL INGOT PRODUCTION 235 239 


label design. The Ten Thousand Tons (a) 

Liberty label assures 

Factory applied you a simple, easy-to- 25 49 ees oe — 117 117 
labels” with guM- use method for index- en Million ours 


























d titl , cas 
tiene. ing and filing your 76 BITUMINOUS COAL MINED 97 
transferred records. Hundred Thousand Tons (c) 


FEATURES 69 AUTOMOBILE PRODUCTION 


Liberty Box feature. 


Thousand Cars and Trucks (d) 


protected against dust, 35 DEPARTMENT STORE SALES 


dirt and dampness due index 1947-1949= 100 (e) 


to the unique cord and 5 BANK CLEARINGS 


tension button closure. Hundred Million Dollars (f) 
lf accidently dropped, 
the contents can't spill BUSINESS FAILURES 


. out. 25 stock sizes Number of Failures (f) 
C._&N.W.RR. file available covering every 


room is both neat popular office form— 
and dhe special sizes to order. 1939-1947 Selected ; Latest Previous 
Average Average MONTHLY Indicators! Month Month 


= AND SOLD FROM 58 100 INDUSTRIAL PRODUCTION 146.0 146.0 
COAST TO COAST Index 1947-1949 = 100 (e) 


58 95 NONFARM COMMODITY PRICES 125.5 125.2 


: ‘ + 2S 
Liberty Boxes oe aa index 1947-1949 = 100 (a) 


ery and office equip- tybemaay ae 37 FARM COMMODITY PRICES 88.8 89.3 
ment dealers in every gy a Index 1947-1949 = 100 (g) 


State ee Wiite tor eee es CONSUMERS’ PRICE INDEX 118.4 118.2 


cipal city. Write for 
the name of your * Index 1947-1949 = 100 (g) 


dealer and a copy of * 4 - Cee”. RETAIL SALES 14.2 14.9 
ourlatestcatalog.No | ow cost installation Billions of Dollars (h) 


obligation, ofcourse. at Southwestern Bell 
Telephone MANUFACTURERS’ SALES 28.8 27.8 


Billions of Dollars (h) 
DRAWER STYLE EMPLOYMENT 63.2 62.6 


Millions of Persons (h) 


TRANSFER ° PERSONAL INCOME 335.2 334.0 
FILES Billions of Dollars, seasonally adjusted 
annual rate (h) 


_ BUILDING PERMIT VALUES 432.4 416.0 
STAXONSTEEL Transfer Files build their Millions of Dollars (f) 
own steel framework as they are stacked— 
no shelving required. Easy gliding drawers 
at any height. Available in Legal, Letter, 
Check, Freight Bill-and Tab Card sizes. 


Your records are always 





SOURCES: (a) Amer. Iron & Steel Inst.; (b) Edison Elect. Inst.: (c) Bureau of Mines; (d) Automotive News; (e) 
Federal Reserve Board; (f) DUN & BRADSTREET, INC.; (g) Bureau of Labor Statistics; (h) Department of Commerce. 


TWEEKLY INDICATORS: Steel data for the fourth week of March: coal and sales for the second week; all 


BANKERS BOX e@eria tied others for third week. 


: IMONTHLY INDICATORS: Personal income and manufacturers’ sales data for January 1957; all others for 
7 Me t-1s) dies + ac ‘ i anuar es 
2607 North 25th Avenue February 1957. 
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the fastest gummed tape 
human hands can use 


blue ribbon 


with Super Speed Renacel. ‘With Blue Ribbon in your shipping room, everything happens 
fast—activation...sealing... bonding. It flows from the dispenser smooth and supple as silk... whips around 
cartons like lightning... adheres tenaciously no matter how long cartons are stored. Package production 
rises swiftly ; costs come down. And all this happens even if you seal with ice water and in refrigerated 
rooms. Blue Ribbon is odorless too, a convenience your personnel and customers will appreciate. 
Blue Ribbon is coated with Super Renacel, the adhesive that brings unparalleled efficiency to your sealing 
operation. For a FREE TEST SAMPLE of Blue Ribbon gummed sealing tape with Super Speed Renacel, write 


on your letterhead to Dept. D-74. 
BS H U D SON PULP & PAPER CORP. 


477 Madison Avenue, New York 22, N.Y, 
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How Much Did Those 


Few Minutes Cost? 


The production engineer called purchas- 
ing for the third time in three days. The 
shipment of plastic parts promised, still 
hadn’‘t arrived — and then at five minutes 
of five, a truck rolled up to the loading 
docks 


Fine — it meant a little overtime to see 
the parts unloaded and taken thru receiving 
— a short delay — but all was o.k 


It may have been o.k. from purchasing’s 
point of view. Seemingly not much harm 
done. But as top management viewed the 
problem, this short delay had cost plenty — 


in overtime — idle men — idle machines 


— halted production. It had cost plenty. 


It’s a Lor-El policy that promised deliver- 
ies must be kept — at any cost 


We would like to tell you more — about 
the quality of our molded plastic parts — 


about skilled die makers and about our up- 


to-date facilities — and we will — if you 


call or write, for we invite your inquiry 


ZEor-E i 


Camean 


257 PATERSON PLANK ROAD 
JERSEY CITY 7, NEW JERSEY 


SPECIALISTS... in Product Design, 
Mold Building, Molding and Assembly 





HAVE YOU A NEW ADDRESS? An 
early notice of change of address 1s 
helpful—it is usually necessary to have 
four weeks’ notice. Please include the 
old address and send the information 
DUN’S 


to Circulation Department, 


REVIEW and MODERN INDUSTRY, 99 
Church St... New York & N.Y. 
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HOUSING STARTS 
MILLIONS OF UNITS 
SEASONALLY ADJUSTED ANNUAL 
RATES 
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Privately financed housing starts are ex- 
pected to hover around January's 1,030,000 
annual rate for the remainder of this vear. 


months of 1957 amounted to almost 
$6 billion, an all-time high for the 
time of year. Declines in spending for 
new dwelling units and stores were 
more than offset by increased outlays 
for almost every other type of con- 
struction. A record amount of money 
was spent in January and February 
for new industrial plants, office build- 
ings, and public utilities installations. 

That plant construction might be 
maintained at a fast pace was im- 
plied in the contract awards in Janu- 
ary. Contracts valued at $228 million 
were awarded during the month, a 
32 per cent increase over January 
1956, according to the F. W. Dodge 
Corporation. This spurt in contract 
awards reversed a vear-to-vear 
downtrend in plant building con- 
tracts in the fourth quarter of 1956. 

While January's contract awards 
for new home construction were 1] 
per cent above a year ago in dollar 
volume, they were off 9 per cent in 
unit volume, reflecting the continued 
more 


concentration on expensive 


homes. 


Sales up, orders steady 


Manufacturers shipments in Janu- 
ary rose more than usual for the time 
of year and maintained a_ healthy 
gain compared with a_ year 
(chart on page 31). The advance 
trom December in manufacturers 
sales was almost entirely in nondura- 
ble goods, with higher food and pe- 
troleum sales accounting for most 
of it. In durable goods manufactur- 
ing, increased sales of primary metals 


ago 


Miniature Product 
Reproductions 


Se/ Recognition 


aes 


Miniatures of your product on prac- 
tical jewelry creations offer recognition 
that’s always selling. We would like to 
show you what we can do with your 
product. Why not write us today? 


IRONS & RUSSELL COMPANY 


INDUSTRIAL DIVISION 


Pe Manufacturers oo 186] 
95 Chestnut Street, Providence, R. I. 











ATTACHE CASE 


by 


a Olgnpes ; 


DETACHABLE PORTFOLIO 


ideal for corporation executives 
and sales personnel. Combined overnite 
and business case with 5 compartments 
in detachable portfolio. Partition con- 
ceals clothing compartment and pro- 
vides writing surface. Finished in hand- 
some, virtually scuff-proof TOLEX. 


Saddle russet or brown. 


OLYMPIC LUGGAGE CORPORATION [ 
Kane, Penna. 
Gentlemen: 

Please send latest catalog and prices on 
the new Attache Case. 


Company 
Address 


MANUFACTURERS OF A COMPLETE LINE 
OF LADIES’ AND MEN’S FINE LUGGAGE 











and machinery were offset by a 
decline in tr: insport: ition equipment. 

A survey by the National Associa- 
tion of Purchasing Agents in Febru- 
ary reflected increased buyer resist- 
ance to higher prices. It was the 
consensus that most materials would 
be plentiful in 1957 and that compe- 
tition might intensify in some indus- 
tries where, for some time, it has 
hardly been noticeable. The purchas- 
ing agents surveyed were inclined to 
be hie ‘ve that wholesale prices would 
not rise much more in the months 
ahead. There was no apparent effort 
either to expand or reduce inven- 
tories from present levels. 

While manufacturers’ new orders 








in January were somewhat higher 
than a year ago, there was little 
change from the preceding month. 
The volume of unfilled orders, too, 
was higher than last year, but not 
appreciably different from that in 
December. A rise in stocks of non- 
durable goods held by manufacturers 
counterbalanced a decrease in dura- 
bles manufacturers’ inventories. Val- 
ued at $51.9 billion, manufacturers 
inventories were up slightly from De- 
cembers level, surp: assed the com- 
parable year-ago volume by $5.2 bil- 
lion, a substantial gain. 





Equipment buying high 


A spurt in new orders for machine 
tools in January lifted bookings about 
10 per cent above the December 
volume, although they still lagged 
well behind last ye “ar S pace. The 
drop of 42 per cent from a year ago 


MANUFACTURERS 


MM BACKLOGS ~~ SHIPMENTS 


SELECTED MONTHS 


BILLIONS 
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A rise in manufacturers’ shipments in Janu- 
ary slightly re duced the volume of unfilled 
orders: new orders were high and steady. 
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WOVEN WIRE BELTS 
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By providing belt-to-belt movement 
at controlled speeds, woven wire 
conveyor belts. eliminate batch 
handling, increase product uniform- 
ity and production capacity in all 
types of manufacturing. No matter 
what you’re processing . . . metal 
parts, food products, chemicals, 
plastics, ceramics, glass... wet or 
dry, hot or cold. you can cut 
operating expenses all along the line 
by combining movement with 


processing. EXAMPLE: 
Ses "ee 
> to _ Continuous Heat Treating 


MOVING BELT carries a stream of brass 
light bulb ferrules through furnace for 
continuous, uniform annealing at 1400° F, 


OPEN MESH of Cambridge belt allows 
free circulation of heat around the load 
so that hot spots are eliminated. Open 
mesh construction also permits rapid 
drainage in wet processes such as 
quenching and washing. 


ALL-METAL BELT withstands hect up to 
2100°F. (as in copper brazing) without 
damage, provides lasting strength be- 
cause there care no seams, lacers or 
fasteners to break or wear. 


SPECIAL RAISED EDGES hold parts on 
belt, are typical of variety of side and 
surface attachments available to hold 
your product during flat or inclined 
movement, 


Regardiess of your industry ... metal- 
working, food, chemical, glass or ceramic 
«++ you'll find combined movement and pro- 
cessing practical and economicalin machines 
for your own operation or for resale. 
Cambridge Woven Wire Conveyor Belts 
are made in any size, mesh or weave, from 
any metal or alloy to do the job you want 
-++ hot or cold, wet or dry. Call your Cam- 
bridge Field Engineer to discuss how you 
can cut costs by continuous operation. Look 
under “Belting, Mechanical” in the Yellow 
Pages ...or write for FREE 130-PAGE 
REFERENCE MANUAL. 


mt 
ridge Wire Cloth Co. 


Department Y, 
Cambridge 4, 
Maryland 


SPECIAL 
+ CONVEYOR + + METAL 
‘aaena- | i} BELTS | [ FABRICATIONS 
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OF PREVIOUS 24 HOURS’ OPERATIONS” 


PRIVATE WIRES! 


-~ 


CAs TOTAL WER 50 


LIGHT PERFORMANCE eas ° 
Bags ro cemarums sons ,JIATION DELAY BANe _— The exciting story of United 


Air Lines’ jet-age communications system 


built and maintained by Western Union 


a ee “Yesterday's Revenue Passenger Miles, 13,052,265: 
riyirpow-ro eran psens | STON BAY! Salat Cargo Ton Miles, 346,095; Passenger Load Factor 
” and so another daily 8 A.M. briefing of 
United Air Lines top management begins at Den- 
ver’s Stapleton Airfield. By 8:30 A.M., they will 
have the complete story —facts, figures and data on 
which to base the day’s decisions— made possible 
by the most advanced private wire system of its 
kind, engineered by Western Union. 





This 27,500 mile private communications network, 
handling 110,000 messages a day, serves 71 cities 
on the United system, from New York to San 
Francisco. It gives United a running summary of 
operations, maintenance and weather. It enables 
them to process a complex payroll with ease, and 
to keep important administrative messages flowing 
at high speed. It provides United with written 
records of intra-company communications at an 
extremely low unit message cost. 

Let a Western Union expert analyze your com- 
munications needs. No obligation, of course. A 
collect wire to Western Union, Private Wire Divi- 
sion, New York, will bring you more facts about 
the unique advantages of a private wire system 


([===) WESTERN UNION 
eS” __ TELEGRAM _ eS 


...first in private wire systems 
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SUPPLIES AND MACHINERY 


INDEX, JULY 1948=100 
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Higher than in any month in the past two 
years, new orders for supplies and machin- 
ery reflected continued industrial expansion. 


Wits the present condition of the money market, 
executives COMMERCIAL CREDIT’S method of 
supplementing working capital are placing added impor- 
tance on the fact that funds obtained from COMMERCIAL 
CREDIT are not subject to calls or renewals. 


who use 


in new orders for machine tools con- 
trasted with the hearty gain of 40 
per cent in shipments. The disparity 
resulted in another decline in ma- 
chine tool backlogs to about 6.1 


As a user of COMMERCIAL CREDIT’S Commercial 
Financing Plan, e ahead with confidence that 


funds will be available to you continuously as needed. You 


you can mov 


a ee 


will know that if you need additional cash to handle increased 
sales, you will be able to get it. Money is usually available 
within 3 to 5 days after first contact. No interference with 
one reasonable 


management. No preliminary costs. The 


charge is tax deductible. 


For additional facts, contact the nearest COMMERCIAL 
CREDIT CORPORATION Office listed below. Just say, ‘‘Send 
me more information about the plan described in Dun’s 
Review & Modern Industry.” 


Baltimore St. ¢ CHICAGO 6: 222? W. Adams 
722 S. Spring St. « New York 17; 100 E. 
112 Pine St. 


BALTIMORE 1: 200 W. 
St. « Los ANGELES 14: 
42nd St. *« SAN FRANCISCO 6; 


Consult 
COMMERCIAL 
CREDIT 


COMMERCIAL CREDIT COMPANY’S subsidiaries, during 
the past year, advanced over one billion dollars to manufac- 
turers and wholesalers to supplement their cash working 
capital. The total volume of its finance subsidiaries 
amounted to over three and one-half billion dollars. 
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months production. 

Machine tool builders were not 
particularly distressed by the year-to- 
year de cline in new business. assert- 
ing that the current level of orders 
is much better than the average for 
most peacetime years. For 1957 as 
a whole, it is expecte d that the in- 
dustrys new order volume will fall 
perhaps 10 to 20 per cent below the 
$924 million for 1956, the second- 
best peacetime year on record. The 
all-time peak for a year of peace 
was 1955's $927 million. 

The uptrend in machine tool ship- 
ments is expected to continue as 
builders fill the large backlogs that 
started to rise in the Fall of 1955. 

New orders for industrial supplies 
and machinery held up well in Janu- 
ary, according to the index from The 
American Supply and Machinery 
Manufacturers Association (chart 
above ). After allowance for seasonal 
fluctuations, the index turned up- 
ward, well surpassing a year ago. 


Production stable 


Industrial output in the first two 
months of 1957 was high and steady, 
slightly above the level of a year ago. 
Steel production was at record levels 
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J. F. ‘‘Sam’’ Dunne, MILL MANAGER 
Farmers’ Rice Growers Cooperative 
West Sacramento, California 


“West Insect Control assures us of satisfied customers” 


“The combination of West insecticides, sprays and fumigants, plus the technical 


training West Representatives have given our men, adds up to facilities that are 
always clean and assures us of satisfied customers who continue to come back to 

us year after year for their rice requirements,” says J. F. “SAM” DUNNE, Mill 
Manager, Farmers’ Rice Growers Cooperative, West Sacramento, California. 

‘This is why we have used West materials exclusively since 1950 — both in our old 
mill, which was a laminated wood structure, and now in our new mill, which ts the 


most up-to-date rice mill in California.” 


Would absolute insect control interest you? Send the coupon. 


LARGEST COMPANY OF ITS KIND IN THE WORLD [ 
WEST DISINFECTING COMPANY, 42-16 West Street, Long Island City 1, N. Y. 


Branches in principal cities * In Canada: 5621-23 Casgrain Ave., Montreal 


1 rs [ i #9 | [] Please send your 32 page booklet, ‘‘Industrial Insect Control.”’ 


ys 6} . (] Please have a West representative telephone for an appointment. 
WEST2 DISINFECTING 
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PENNSYLVANIA 
PLANT LOCATION 
DATA SERVICE 


Special reports and tabulations, tailored to stated 
location requirements, will be prepared upon 
request by our engineering and economics staff 
from central data, files and direct sources, covering : 


LABOR—Availability, skills, rates, surplus areas. 
MARKETS—Consumer, industrial product, state, regional. 
TRANSPORTATION—Water, rail, truck, air transit time, 


costs. 


FINANCING—Community-state industrial building pro- 
gram, lease-purchase, commercial credit. 


BUILDINGS—Availability, sizes, location, descriptions. 

SITES—Acreage, topography, utility services, photos, maps, 
industrial districts. 

MATERIALS— Metals, industrial chemicals, wood, textiles, 
farm products. 

MINERALS—Location, reserves, potentials, analyses. 

WATER—Quantitative, qualitative analyses. 

POWER—Capacity, network, industrial service, costs. 

FUEL—Coal, oil, natural gas service, costs. 

ENGINEERING—Schools, enrollments, specialization, re- 
search laboratories, services. 

TAXES—Inter-state and community comparisons, assess- 
ment ratios, millages, corporate. 


COMMUNITIES—Characteristics, size, regions, housing, 
schools, culture, recreation. 


Industrial Representatives Available For 
Inspection Tours, Conferences And Consultations 


For free copy of “Plant Location Services’ booklet, or for details 
on how the PENNSYLVANIA PLAN can provide 100% Financing for 
your new plant, write or call: 


PENNSYLVANIA DEPARTMENT OF COMMERCE 
Main Capitol Building, 547 State Street 

Harrisburg, Pennsylvania 

Phone: CEdar 4-2912 


in the first ten weeks of the year, au- 
tomobile output recovered somewhat 
from last year’s reduced rates, and 
there were gains in the production 
of petroleum and electric power. 

Contrasting with the heightened 
activity at factories producing indus- 
trial materials and equipme nt, the 
manufacture of television sets and 
household furniture and appliances 
slackened. The production of non- 
durable goods was maintained at a 
high level, with slight reductions in 
the output of textiles and paperboard 
offset by increases in other lines. 

The Federal Reserve Board's index 
of durable goods production was at 
166 (1947-1949=100) in February, 
two points above January, while the 
index for nondurable goods produc- 
tion rose three points to 131. 


Credit and savings 


Consumers appeared to be a bit 
more thrift-conscious in the early 
part of 1957. Installment buying 
dipped to $31.3 billion at the end 
of January, with declines in each of 
the major categories of installment 
credit, except personal loans. The 
$254 million drop this January was 
twice as large as the decline in the 
comparable period last year and al- 
most five times as large as that in 
January 1955. Total consumer credit 
outst: nding, which includes both in- 
stallment anil non-installment debt, 
fell almost $1 billion in January to 
$40.9 billion. 

It was estimated that consumers 
added almost $14.5 billion in 1956 
to their liquid asset holdings—more 
than in any other year since World 
War II. While financial observers 
generally welcomed the savings in- 
crease, they were wary of predicting 
its continuation. Consumers are fre- 
quently fiickle; an automobile-buying 
upsurge, or a general spending spree, 
could easily reverse the trend. 

That the will to save has not been 
undermined by price inflation was 
determined in a recent survey of 
consumer attitudes by The Survey 
Research Center of The University 
of Michigan. The American people 
apparently have confidence in the 
essential soundness of the dollar. 














This is a Business Conditions Staft 
Report, prepared by Lorraine Carson, 


Business Conditions Editor. 
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Get rid of truck headaches ! ( He’s got The Hertz Idea) 


All the advantages of private owner- 
ship without the worries! That’s what 
you get when you lease dependable 
trucks from Hertz. 

Hertz furnishes trucks engineered 
for the job, properly insured, expertly 
maintained, painted and lettered to 
your specifications, washed, greased, 
gassed, oiled, garaged. In fact, Hertz 
furnishes everything but the driver. 
One weekly bill provides a complete 


a 3 jm © ’ 
a 


and accurate cost record! And Hertz’ 
long-term truck lease service pro- 
vides complete release of capita! in- 
vestment. Hertz pays full cash value 
for your present trucks and replaces 
them, when necessary, with modern 
GMC ’s or other sturdy trucks. Over- 
head goes down and new tax advan- 
tages result! 

You only pay for trucks you need. 
Waste of idle trucks is ended. And 
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Hertz furnishes modern trucks of any type or size! 


when an extra truck is needed, it’s 
provided promptly. Thus, you help 
yourself to the most dependable de- 
livery service. That’s The Hertz Idea! 

So why not investigate Hertz truck 
lease service today? A free survey 
of your truck needs is available on 
request. Call us. We’re listed under 
‘‘Hertz”’ in alphabetical phone books 
everywhere! Hertz ‘Truck Lease Serv- 
ice, 218 S. Wabash Ave.,Chicago 4, LIl. 


Most experienced...by far 


HERTZ 


Truck lease service 
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HOW IBM FIGURES IN 
THE NATION’S HOUSING PICTURE 


Building Contractor: 
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telephone companies 
economically with IBM systems. 
than you can imag 


imagine, IBM 


re the cost and quietly add 
ly living. 
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DATA PROCESSING 


ELECTRIC TYPEWRITERS 
TIME EQUIPMENT 


MILITARY PRODUCTS 








BUSINESS FAILURES 





FOLLOWING January s 
there was a leveling off in business 
failures in February; at 1,146, failures 
were about as numerous as in the 
previous month, when 1,148 casual- 
ties occurred. While the toll exceed- 
ed by 12 per cent the 1,024 a year 
ago and reached a postwar high for 
the month of February, it remained 
2 per cent below the prewar level 
of 1,202 in the similar month of 1939. 
Businesses succumbed at a rate of 
31 for each 10,000 enterprises listed 
in the Dun & Brapstreet Reference 
Book, according to Dun’s FAtLure 
InpEx. The index extends monthly 
mortality to an annual basis and is 
adjusted for seasonal variations. The 
February failure rate was slightly 
above the 48 in January and 44 last 
year, but fell considerably below the 
rate of 68 failures for each 10,000 
concerns in 1939. 
Current liabilities of the failures 
February bulked the largest for 
any postwar month. However, it 
should be noted that the rise from 
January was attributable to one ex- 
ce ption: il casualty (a steel company ) 
with liabilities of $15 million. Had it 
not been for this case, liabilities 


upsurge, 


in 


FAILURES BY DIVISION OF INDUSTRY 


Number IL iabilities 
2 Months Months 
1957 1956 1957 1956 
MINING, MANUFACTURING. ... 396 411 | 
Mining—Coal, Oil, Misc.... 10 4 
Food and Kindred Products. 28 40 
Textile Products, Apparel. 91 102 
Lumber, Lumber Products. . 72 62 
Paper, Printing, Publishing. . 
Chemicals, Allied Products. . 
Leather, Leather Products... 
Stone, Clay, Glass Products. 
Iron, Steel and Products. ... 
Machinery 
Transportation E quipment. 
Miscellaneous... , 7 


(Current liabilities in 
millions of dollars) 
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WHOLESALE TRADE.... see 
Food and Farm Products... 2 54 
AMMOTC. .. 2.65. tha 14 
Dry Goods. 6 
Lumber, Bldg. M: ats. -Hdw re 29 
Chemicals and Drugs. ‘és 7 
Motor Vehicles, I quipment . 9 
Miscellaneous... rs 95 


a 


NMA why DH &wwh 


RETAIL TRADI 180 1046 
Food and Liquor. . 191 162 
General Merchandise....... 62 44 
Apparel and Accessories 230 206 
Furniture, Furnishings... . ; 155 
Lumber, Bldg. Mats., Hdwre 60 
Automotive Group... 115 
Eating, Drinking Places. . 

DIR os. ce eee he we 26 
Miscellaneous... 105 107 
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387 267 


~ 
te 


CONSTRUCTION . 
Gene-al Bide. Cc ontr actors. . 144 100 
Building Subcontractors. . 187 154 
Other Contractors......... 26 13 

COMMERCIAL SERVICE.... 164 134 


16.0 
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6.9 
0.9 
49 
2294 2072 


119.5 92.1 


ToTrat UNITED STATES 
Liabilities are rounded to the nearest million; they do 
not necessarily add to totals. 
*Less than $100,000. 


APRIL 1957 


would be slightly below the preced- 
ing month although continuing above 
February a year Failures in all 
size groups under $100,000 were 12 
to 15 per cent more numerous than 
in 1956; in contrast, those of larger 
size dipped 10 per cent from last 
years volume. 

In all functions except retailing, 
more enterprises failed in February 
than in the first month of the vear. 
While the toll among manufacturers. 
wholesalers, and construction 
tractors edged up slightly, casualties 
among the se rvice comps anies climbed 


jo 
ago. 


COn- 


considerably. 

Neither manufacturing nor whole- 
a suffered as many failures as 

1 February of last year. But 11 per 
ce ea more retailers sickened and 
died, 28 per cent more construction 
contractors, and 50 per cent more 
commercial service ee 

The vear-to-year declines in fail- 
ures that prevaile d in four regions, 
including the New England, Middle 
and South Atlantic States, were offset 
by marked upturns in five other 
gions. In fact, some 40 per cent more 
businesses failed than a year ago in 
the East North Central and Pacific. 


re- 


THE FAILURE RECORD 
Feb. 
1956 ¢ ‘hg. r 


Jan. 
19587 


Feb 
1957 

DuUN’S FAILURE INDEX* 
Unadjusted. 59.3 50.4 $0.9 
A djusted, season: ally. 48.0 43.5 
NUMBER OF FAILURES. . 1148 1024 


NUMBER BY SIZE AND DEBT 
Under $5,000 173 
me : 543 

306 

126 


159 
468 
282 
115 


$25.000-$100.000. .. 
Over $100.000. 


NUMBER BY INDUSTRY 
GROUPS 

Manufacturing 197 202 

Wholesale Trade.... 9] 108 

612 Sil 

177 141 

71 62 

(LIABII ITIES in tho 


.$65.406 $54.060 


Construction 
C ommercial Service. 
usands 


$491.89 
49.436 4 


CURRENT. 


TOCAE. ««: 66.200 54.825 


*Apparent annual failures per 100,000 listed enter- 
prises, formerly called DUN’s INSOLVENCY INDEX. 
|Per cent change, February 1957 from February 1956. 


BUSINESS FAILURES include those businesses that 
ceased operations following assignment or bank- 
ruptcy; ceased with loss to creditors after such ac- 
tions as execution, foreclosure, or attachment; vol- 
untarily withdrew leaving unpaid obligations; were 
involved in court actions such as receivership, re- 
organization, or arrangement; or voluntarily com- 
promised with creditors out of court. 


CURRENT LIABILITIES, as used in The Failure 
Record, have a special meaning; they include all 
accounts and notes payable and all obligations, 
whether in secured form or not, known to be held 
by banks, officers, affiliated companies, supplying 
companies, or the Government. They do not include 
long-term, publicly held obligations. Offsetting 
assets are not taken into account. 
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welding and heat 


VAPOR BLAST 


MFG. 


co. 


3011 W. Atkinson Ave. 


Milwaukee 16, 


Wis. 
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Honing ‘‘smog’’ 
abrasive 1 erial 


Liquid 
— tine 
in Suspension — does sur- 
face conditioning 
ing. descaling ad debu 
ring Production peed 1S 
incomparable “Oo you Can 
savings up to it’ 
Liquid 

clo _ 


clean- 


expect 
in SOT Case 
Honing matintains 
tolerance and Improve 
surfaces. Write for details 
or send a sample part for 
proc- 


free demonstr 


essing 
*Liquid Honing and Vapor 
trademarks. 














When you need 
critical personnel 


Over 1700 Greater Miami manufactu- 
rers find they can select just the 
engineers and skilled technicians 
needed from applicants everywhere. 
Employees produce better...working 
where they want to live — o hard 
dollar reason for locating your 
plant here. Send on letterhead for 
Fact File—complete statistical 
area analysis. 


GREATER MIAMI 
INDUSTRIAL DIVISION 


DADE COUNTY ADVERTISING DEPT. 945 + 141 WN. E. Jed AVE, 


MIAMI, 


FLORIDA «+ 


PHONE FR 1.3611 
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Steam Supply by B&W 








Among the many uses to which steam is put by American-LaFrance 
is cleaning fire engine bodies of grease and dirt, preparatory to painting. 
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Saves American-LaFrance $1,000 a Month 
“Package” Boiler Will Pay for itself in 3 Years 


When American-LaFrance Corpora- 
tion needed a dependable auxiliary 
steam supply, a B&W Integral-Furnace 
Boiler filled the bill. This boiler was 
completely shop assembled and virtu- 
ally on the line upon arrival at Elmira, 
N. Y. It is saving $12,000 a year in 
fuel and operating costs alone. That’s 
enough to pay for itself in 3 years. 


It’s One Case among thousands prov- 
ing that the money you burn is more 
important than the first cost of your 
equipment. And that holds true 
whether you need a little or a lot of 
steam in your plant. 

Take a Look at your steam costs. 
You'll be surprised. Why? Because 
most boilers consume their initial cost 
in fuel every year. During the normal 


MODERN 


STEAM MAKES 


life expectancy of many boilers, the 
fuel bill will amount to several million 
dollars. Unless they are well-engi- 
neered, well-serviced, and well-main- 
tained, their efficiency can drop off 2 
or 3 per cent or even more. This 
amounts to a substantial amount of 
money. 


That’s Why you can’t afford anything 
but the best for your steam operations. 
B&W gives you top level engineering, 
long range sustained economy, and 
the best performance. Nearly a cen- 
tury of steam generating experience 
and a national network of plants and 
engineers are at your service. B&W 
will be glad to discuss your steam 
needs with you. 


The Most Authoritative book on the 


YOUR PRODUCT BETTER AT 


subject, “Steam, Its Generation and 
Use,” covers all of the applications 
of steam to industry. It was written 
by the same B&W engineers who can 
bring you long range sustained econ- 
omy for your steam operations. We 
will be glad to tell you how you may 
obtain a copy for yourself or your 
engineers. Just drop us a note on your 
company letterhead. 

The Babcock & Wilcox Company, 
Boiler Division, Dept. DR-4, 161 East 
42nd Street, New York 17, N. Y. 


G-823-1B 


BABCOCK 
&£ WILCOX 


BOILER 
DIVISION 


LOWER COST 





To PEOPLE who like to record time 
by major events and major develop- 
ments, rather than by dates, the years 
1957-1958 promise to become known 
as The Time When Office Workers 
Came Front and Center. 

In between learning how to deal 
with production workers’ unions and 
concentrating first on training and 
rehabilitation of supervisors and then 
on executive development, a number 
of companies have been giving more 
and more attention to the problem 
of white collar workers. For the most 
part, however, they have been a few 
of the large companies that could 
afford personnel research depart- 
ments and had the opportunity to 
take a long look ahead. Even among 
such concerns, the special attention 
to office and other white collar work- 


ers has come mostly since the end of 


World War II. 

As with most movements of this 
kind, the results of research and the 
developments initiated by companies 
with the resources have been brought 
to the attention of more and more 
concerns. The growth of interest in 
the office personnel problem did not 
reflect any sharp rise in its early 
stages, but this has recently changed. 
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The ‘“‘forgotten men and women” of the 


office are receiving prime attention 





ALFRED G. LARKE, Employer 


Today a number of factors are 
combining to make even the smaller 
companies and those not accustomed 
to long-range personnel planning 
aware that office workers present 
problems as pressing as production 
workers unionization. supervisory 
improvement, and the development 
of future executives. Foremost fac- 
tors are: 

1. The shortage of many catego- 
ries of office workers, with all this in- 
volves in recruitment and training. 
This, of course, is just another wav 
of saying that there has been an un- 
usually large and growing need for 
office workers. 

The depersonalization of rela- 
tions between white collar workers 
and management, caused by the big 
increase in the number of such em- 
ployees working in single units. The 
problems presented by this are often 
accentuated because of the nature of 
the work involved. Unlike some fac- 
tory operations, office jobs often can- 
not be standardized and measured 
in a way that permits the establish- 
ment of accepted output levels. Un- 
der such circumstances, it is especial- 
ly important to maintain a personal 
relationship that will foster feelings 


these days as the labor shortage, 


union drives bring them to the fore 


Relations Editor 


of mutual interest and participation 
among employees, and will provide 
an incentive based on attitudes rath- 
er than targets. 

3. The promise—and fear—of a 
countertrend toward smaller office 
forces, originating in development of 
automation paperwork processes. 
A lot has been said and written to 
show that data processing devices 
and office automation will not reduce 
over-all office employment. However, 
the individuals are less interested in 
over-all figures and averages than 
they are in what may happen to them 
personally. And not too much has 
been published that would allay this 
personal fear for their future. 

4. What one personnel director 

calls the “wage squeeze 
of the tight labor market and boost- 
ing starting salaries of secretaries as 
well as professional personnel un- 
comfortably close to what have been 
in the past and 
are the going rates for experienced 


crowing out 


some cases still 


employees. 

5. Narrowing of the gap (some say 
it has been eliminated ) between the 
privileges and fringe benefits en- 
joyed by white collar workers and 
those accruing to production emplov- 
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ees. As production unions have 
forced upward the welfare, holiday 
pay, vacation, supplemental unem- 
ploy ment benefit, and similar per- 
quisites of their members, white col- 
lar employees have had less to dis- 
tinguish their circumstances from 
those of the men in the mill. In addi- 
tion, hourly-paid employees have ac- 
quired advantages that most of their 
white collar colleagues do not have, 
such as well-defined grievance pro- 
cedures, with skilled aid to present 
their cases. 

6. A growing realization that im- 
proved human relations, communica- 
tions, and “participation” programs, 
often designed to integrate produc- 
tion workers attitudes with company 
aims, have at least as important a 
role in the office and, in fact, prom- 
ise even greater company benefits. 

The shortage of engineers, chem- 
ists, physicists, and other professional 
and technical personnel, which has 
filled the newspapers with display- 
type help-wanted ads, and has raised 
cries of piracy, is well known. A 
measure of the tightness in the office- 
worker market is given by the man- 
ager of the employer relations de- 
partment in the national headquar- 
ters of a nationwide consumer prod- 
uct corporation: 

“By and large 
he says, 


we havent relaxed 
our standards,” “but it now 
takes us about five times as long to 
get a satisfactory job candidate as it 
used to. Jobs that we once filled in a 
day, it takes us a week to fill. 
For jobs for which we had to screen 


now 


applicants for. say, a week. in order 
take five 


to find a good one, now 


weeks or so to fill.” 
Evidence of the new concern with 


office workers comes not only in new 
industry and business programs for 
white collar workers, but also from 
union, employer association, and 
commercial sources. 


NAM Is Concerned 


The National Association of Manu- 
facturers devoted at least one full 
session of its five-day, closed-meeting 
29th Institute on Industrial Rela- 
tions in Florida last month to the 
union drive to organize white col- 
lar and professional employees. In a 
session led by S.L.H. Burk, director 
of NAM’S Industrial Relations Divi- 
sion, more than 200 policy-making 
executives examined the economic 
position of white collar employees. 
They addressed themselves to the 
question, “What Salaried Employees 
Want in Their Jobs,” and sought 
ways and means of providing the sat- 
isfactions desired by those who work 
in offices and laboratories, whatever 
their income level or responsibility 
—whether clerical, administrative, 
technical, or professional. 

White collar personnel problems 
have found a place at the top of the 
organization's agenda because of the 
expressed interest of its members. 
Few companies profess any open 
concern about unionization. They are 
building programs that they think 
will make for more effective and 
satisfied employees. With greater ef- 
ficiency and employee satisfaction, 
they feel they can tackle the prob- 
lems of recruitment, turnover, ab- 
senteeism, and office discipline at 
their roots, rather than on the more 
superficial level of symptoms. 

On the same day that personnel 
and industrial relations directors of 


NAM member companies were meet- 
ing in Hollywood, Fla., to exchange 
ideas and experiences, the Bureau of 
National Affairs, a Washington pub- 
lisher of wide variety of daily, 
weekly, and bi-weekly labor news 
and policy services, gave further 
evidence of the new importance of 
office personnel: It launched the first 
issue of its new White Collar Report. 

The 32 pages of the Report's ini- 
tial issue contained a two-page sum- 
mary of developments, news of union 
organizing activities, a tabulation of 
wages and fringe-benefit clauses in 
recent office- employee agreements, 
news of collective bargaining and 
court and labor board actions, rele- 
vant legislative activity, excerpts 
from U.S. Department of Labor sur- 
veys on white collar working condi- 
tions, and the text of a recent office- 
labor survey on white collar working 
conditions, and the text of a recent 
office-labor contract. 


In New Company 

Not the least interesting item was 
the report of a contract between an 
Illinois bank and an office workers 
union, which embodies the union 
shop, grievance procedure with ar- 
bitration, job posting and bidding 
procedures, generous holiday and 
vacation clauses, and 30 days’ notice 
of layoff or its equivalent in sever- 
ance pay. The bank is not union- 
controlled as are others that have 
signed labor agreements in the past. 
This is the factory labor contract 
with a vengeance, all slicked up and 
in a fresh white collar, circulating in 
company to which it has not boon 
too accustomed in the past. 

The unions have been moving in 








Automation 
in the office 


Introduction of electronic devices 
like this Remington Rand Univac 
System for billing, accounting, 
and other services that formerly 
employed large clerical staffs pre- 
sents management with a new 
problem. Usual solutions: gradual 
introduction, to allow reduction of 
staff by normal attrition; training 
of old employees to handle new 
computers. 
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many ways to improve their organiz- 
ing efforts among office employees, 
with whom they have had only mod- 
erate success at best in former years. 

Item: The AFL-CIO’s Industrial 
Union Department held a two-day 
Conference on Problems of the White 
Collar Worker in Washington last 
December, at which were discussed 
current status of office unionization, 
favorable augurs for more organiza- 
tion, disadvantages organizers will 
face, new techniques of enrolling 
white collar people. 

Item: The United Auto Workers 
union has established an Aircraft and 
Avionics Engineering Council, to give 
special and separate attention to pro- 
fessional and technical workers. 

Item: The International Union, 
Electrical Workers, last month talked 
up similar problems at a meeting— 
the fifth annual one—of its Profes- 
sional, Technical & Salaried Conter- 
ence Board. 

Item: Local 2, Office Employees 
International Union, is using adver- 
tisements in the classified section of 
a Washington, D.C., Sunday news- 
paper to launch an organizing cam- 
paign, and planned next to use street- 
car ads. It is heeding, perhaps, the 
advice of AFL-CIO leaders that a 
new kind of approach must be made 
to white collar employees: “Dis- 
persed as they are throughout the 
nation with great evenness, they may 
more closely resemble the general 
public opinion of the nation than any 
other group. If you want to 
reach the white collar workers, you 
have to be prepared to reach the 
general public.” 

Item: Discussion at the AFL-CIO 
special conference indicated that 30 
to 40 general organizers, a sort of 
technological surplus group resulting 
from the recent merger, are assigned 
to work among white collar employ- 
ees. AFL-CIO Director of Organiza- 
tion John W. Livingston said the 
organizing staff “has already given 
considerable help to our affiliated 
unions in numerous organizing cam- 
paigns among white collar workers.” 

Item: AFL-CIO organizers called 
in to central points for refresher 
training in organizing have found a 
third to a half of their brush-up time 
devoted to the white-collar field. 

There is plenty of reason why 
management has begun to be con- 
cerned about white collar workers. 
aside from any possibility of union- 
ization. For example, from 1947 to 
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late in 1956, employment of produc- 
tion workers in manufacturing indus- 
tries increased only 5 per cent while 
non-production employees — chiefly 
white collar workers—rose 52 per 
cent, according to figures drawn 
trom Government sources. 

Furthermore, there was a tendency 
to neglect white collar employees— 
content in their feeling of superiority 
to factory workers—while the man- 
agement fire brigades concentrated 
their attention first on restive produc- 
tion employees, then on supervisors 
unhorsed by the new industrial rela- 
tions developments, and finally on 
executives. In general, the office per- 
sonnel are the last group in business 
and industry to require, and get, cul- 
tivation by top management—unless 
the stockholders some day take it 
into their heads to revolt and or- 
ganize. 

There are notable exceptions, of 
course. One large chemical concern, 
with units in many parts of the coun- 
try, has been working since about 
the end of World War II, without 
gadgetry or gimmicks, to build more 
satisfaction into office jobs. Its aims 
have been retention of a_ higher 
percentage of employees, to lessen 
the wastes of constant turnover and 


Cottee break 
office worker, o1 
efiiciencv? Most emplovers 
think the latter. Relaxation 
of rigid office dis« ipline not 
deliberately 


babving the 
promoting 


breakdown. is 
fostered to 
hetween employ SS. company. 


mncrease act ord 


new recruitment; increasing the ef- 
stati by 
increasing its members sense of par- 
ticipation in the companys life; de- 
veloping people for promotion; and 
to the extent possible making work a 
pleasure for employees rather than 


fectiveness of its clerical 


simply a means of earning the where- 
withal for purchasing pleasure off 
the job. 

The means the company uses to 
achieve these aims, according to 
its vice president in charge of indus- 
trial relations, are an adequate sal- 
ary administration main- 
tenance of an environment in which 
the worker feels he is part of a team 
and that he is thought of by his 


program, 


supervisors as a person and an indi- 
vidual, constant effort to build jobs 
and develop people for advance- 


ment, use of a variety of communica- 
tions channels to encourage people 
to identify themselves more closely 
with the ‘company, and, above all, 
supervisory training and develop- 
ment, because it is primarily through 
better that the other 
means are put to use. 

Prerequisite to any other effort, 
this man adds, is a good salary ad- 
ministration plan, with job descrip- 

continued on page 87 
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Recruitment of office workers 





is tougher these days because 
of tight labor market, but 
methods do not appear to 
have changed much. Big dif- 
ference is that today it may 
take five times as long to find 
the good applic ant. 
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Management speaks up! Pitney 


at which directors report On 


-Bowes 
activities and answer questions. Standing at left is P-B president, 


ses itself in a variety 


addre: 


ot wavs to employees. 


“Tobholders’ Meeting” 
Wheeler, | r. 
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Foot-in-mouth techniques of talking to employees result, clearly enough, 


garbled communication. They result, too, in decreased productivity and lowered 
morale. And management may be disturbed to learn that they can be very costly. 


lectern had 
their 
in his 


BIG MAN at the 
his listeners on the edges of 
chairs. At the half-way mark 
talk he had defined free enterprise 
and expressed his wholehearted ap- 
proval of it. He had mentioned the 
need tor understanding between em- 
ployer and employee. He had en- 
dorsed the principles that had made 
America and he had volun- 
teered a few casual references to the 
concluded with 
in the 


strong, 
dignity of man. He 
the suggestion that everyone 
audience should communicate. 

His listeners applauded with en- 
thusiasm, because it fiery 
As soon as it was over, the 


was a 
speech. 
fire died. spokesman for free en- 
terprise had simply re-sold those 
who already believed in it. The lis- 
teners streamed into the night, 
mouthing their praise, and by the 
next morning had forgotten all they 
had heard. They dutifulls 
their roles as toilers in the vineyards 


resume d 


ot the status quo. 
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This, bluntly, is employee commu- 
nication in action in a large segment 
of the nation. It is typified by lip 
service to a conviction, but it is 
rarely marked by consistent—and, 
particularly, by intelligent—action. It 
is at once a brotherhood of agree- 
ment and a fraternity of immobility. 
In short, in many instances, employee 
communication never really gets off 
the ground. 

This article is a study of the bob- 
bles of management in the field of 
employer-employee communication. 
[t is an examination and an indict- 
ment of modern methods of convers- 
ing with people. 


“Love Me Suddenly” 

One fairly popular technique, the 
on-again- off- again system, involves 
a mi ugnificent ‘chee of timing. The 
management with collective bargain- 
ing meetings a few weeks (or some- 
times a few days) away slips into the 
mantle of brotherhood and starts a 
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personality barrage on the help. The 
campi aign gener: ally takes the form 
of letters to employees’ homes, re- 
ferred to among the more olions 
around the plant as “sweet talk.” 

The boys in the shop recall that 
just prior to the last bargaining ses- 
sion management also brought out 
the “love me suddenly” literature. In 
its communiques to the home (art- 
fully aimed at the little lady as well 
as the worker ), management made a 
number of statements, most of them 
true, and proffered a series of semi- 
pledges, the majority of which have 
never been fulfilled. As soon as the 
contract was signed, the hired hands 
remember, the letter campaign went 
into the dead file. 

The communication 
such concerns is generally non-exist- 
ent except in times of crisis. The 
comps anies produce employee maga- 
zines that skilfully evade the ques- 
tions on employees’ minds, and talk 
largely of quality, productivity, and 


program in 
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WHAT’S YOUR COMPANY ’S C.1.Q.? 





Are you getting full value for money spent on employee communica- 
tions? Here’s a quiz to measure your Company's Communications 


Intelligence Quotient. 


1. Does the communication program have the solid support 
Of top mamagementr . . 2. 6 5 6 tt te ww 


This is important; if you, as the boss. hold a casual attitude. 
the program will have weak support down the line. When your 
communications reach the plant level, the voice may be too 
weak to be heard. 


9. Is your communication program based on your own 
concern’s specific MT 8d UP Se ae te te “gy 


You may have built it around some other company's problems 
instead of your own. Don’t publish an employee magazine, for 
example, just because your competitor has one; publish it only 
because you need one. 


3. Have you investigated all employee communication 
eae i a ek. he ge De ei ae 


[] Employee publications [] Supervisory newsletter 
[] Employee newsletter [] Supervisory meetings 
—— aon ‘ S = ' : 

[] Employee handbooks [] Supervisory handbooks 
[] Employee annual report [] Group meetings 

[] Bulletin boards [] Individual meetings 


' 
[7 Communications within the community itself 


ae 


4. Does your communications program provide a regular, 
dependable flow of information to employees? . . . 


In short, is it fast, accurate, trustworthy? Does it anticipate the 
news requirements of personnel? Does the grapevine consist- 
ently reach the employee group first? 


5. Do you have a clear, complete idea of what’s on em- 
ployees 8 gw: as ke tne oe eo ee ae 


6. Do your employees have a clear understanding of the 
problems of company management? re ee ae ae 


7. Are your employees familiar with the economics of the 
company: cost of operations, maintenance, need for new 
equipment, replacement of old equipment, need for profits? 


8. Are employee benefits thoroughly understood by em- 
ployeesr . 5 5 tt ew tw ee tt ee 


Incidentally, do you have any method of determining how 
much they do understand: quizzes, contests, sampling inter- 
views, and so onP 


9. Does your communication program have the sincere and 
continuous support of the management “team’P . . . .. 
Don’t forget: Employee communications are designed to aid 
all departments. So department heads must be behind it in 
order to derive benefit from it. 


10. Have vou made an objective evaluation of your com- 
munication program in the past two ea es ae 

If you have, you know where you stand. If you haven't, how 
do you know where you re headed? 
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the need for teamwork. There is nor- 
mally no orderly information flow, 
and the shop folks are disposed to 
feel that the employer has no inter- 
est whatever in them except in that 
disturbing interval just before bar- 
gaining. 

One of the essentials of good com- 
munication is regularity. Good com- 
munication has no shock-troop qual- 
ity. It is constant and consistent. 
Some managements realize this. Many 
more do not. . 

The water-faucet principle doesn't 
work well in employee communica- 
tion—good employee relations are not 
nurtured by techniques that can be 
turned on and off. Some months ago 
one company revived a program of 
“love me suddenly” letters, having 
abandoned the same project after 
successful conclusion of negotiations 
the year before. This time the em- 
continued on page 106 





ABOVE Two-way communication at work! 
Periodic quizzes are part of supervisory pro- 
gram at Geo. D. Roper Corp., Rockford, Il. 
Company knows not only what has been 
taught but how much has been learned. 


BELOW Quiz for employees’ wives, based on 
companys group insurance program, won 
$10 for this wife of a plant truck operator 
To participate in the contest, employees’ 
wives must have read insurance booklet. 
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Planning for planning sounds like Cole Porter’s song “Begin the Beguine,’ 


RALPH M. BESSE, Executive Vice President, 


Cleveland Electric Illuminating Company 


b 


but this article demonstrates the need of a long perspective on a company 


program before the short-term decisions are made. Mr. Besse examines every 


aspect of the planned approach and sets an effective pattern for guidance. 


BETTER PLANNING is. perhaps, 
the most talked-of need in business 
today. This is true tor manv reasons: 
rapid srowth. new dimensions in 
size, acceleration of change, intensi- 
hceation of competition, and the other 
increasingly complex problems faced 
by industry in the atomic age. 

Chief among the basic compul- 
sions toward industrial planning is 
competition, and the narrowing profit 
1956 indicate that it is 
becoming more severe. Competition 


margins of 


cannot be outguessed; it must be out- 
planned, 
The 


planning, however, is not compul- 


most important reason for 


sion but opportunity- opportunity to 
make a prohit trom new activities or 


new ways of doing things. A svstem 


The climate makers plan- 
ners OF planning. Top 
management committee on 
planning meets at Cleve 

land Electric Illuminating 
with Elmer Lindseth, pres- 
ident, serving as chairman 
The author is seated on 
Mr. Lindseths left. 


of planning serves best when it is 
broad enough to include not merely 


plans tor the solutions of problems. 


but plans for the discovery and ex- 
ploitation of opportunities as well. 

From the viewpoint of industry 
as a Whole, the survival of the sys- 
tem that permits private enterprise 
may well depend on company plan- 
ning. It is not at all clear that our 
economic system could survive an- 
other severe depression, and it is 
quite clear that major industry must 
contribute to the planning needed to 
avoid such a setback. 

Thus, if a case needs to be stated 
for improved planning, it is not hard 
to conceive. 


A few years ago an awareness of 


these facts prompted The Cleveland 








Electric Illuminating Company to 
intensify attention to the whole field 
of planning. 

After a great deal of study, analv- 
sis, and discussion among top execu- 
tives, we launched a program. Our 
first major step was to assign both 
short- and long-range planning proj- 
ects to a number of people through- 
out the organization, and ask for 
comprehensive reports on the re- 
sults. The results were good, but they 
were not good enough. We discov- 
ered very early that people cannot 
plan adequately unless they are pro- 
vided with tools, procedures, tech- 
niques, and know-how. Planning is as 
dependent on organization, 
specific training, and good adminis- 
tration as any other phase of work. 


good 
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, Large 0} small, compant § must think 


ahead to tomorrow’s market. Cleveland 
Electric Illuminating Company has devel- 
oped a system that focuses the attention of 
management up and down the line on the 


planning function. Here are the steps. 


1. Create a planning climate: at the top 
and down the line. (People’s interest is 
most likely to be aroused, Cleveland LIllu- 
minating has found, when they are given 


7 . . \ 
some actual pianning to do on assignment. ) 


PUSHING PLANNING DOWN THE LINE 


4 Prov ide the know -how Lr luding the 
know -how to cle Ve lop and valuate alte rlid- 
tive courses of action. 


>) 


3. Assign responsibility for the di velop- 


ment of each plan to an individual—not to 
a committee. Give him authority to get the 
facts and advice he needs. and hold him 
accountable for the quality of the plan and 
the time and mon V spe nt on it. 


t, ¢ rg nize tor planning. Make the per- 
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Accordingly, we set about to plan 
the planning. As a basic aid, we or- 
ganized a committee on planning, 
consisting of the president, the exec- 
utive vice president, and all the vice 
presidents, plus a_ secretary. The 
committee meets once a week for an 
hour and a half, and attempts to en- 
establishment 
ot objectives, stimulate the creation 


courage widespread 
of plans to meet these objectives, 
and promote the principle that plan- 
ning is primarily a line responsibil- 
itv. It recommends and 
points out areas where planning is 
needed. Members discuss the policies 
and perimeters within which plans 
should be formulated, foster organi- 
zation for planning, and discover and 
promote the application of the best 
methods used in modern, successful 


projects, 


business enterprise. 


The First Conclusion 


During two and one-half years of 
continuous effort, a series of funda- 
mentals has gradually evolved from 
the studies and planning projects 
sponsored by this committee. The 
principal conclusion has been that 
planning does not just happen. It 
must be planned. 

This is true whether we are talk- 
ing about short-term planning or 
long-term planning. In fact, the skills 
are the same in both cases; only the 
objectives are different. People who 
have not first learned how to develop 
good short-term plans are unlikely 
to produce good long-term plans. 

The fundamentals of planning for 
adequate planning that we have so 
far developed are the following: 

The first step toward adequate 
planning is the establishment of a 
planning climate. Best results are 
achieved when this begins with top 
management—the very top—the chair- 
man of the board, the president, the 
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executive vice president, and the 
important vice presidents. They must 
buy the proposition that planning, 
per se and as such, is an identifiable, 
controllable function essential to the 
health of the enterprise. And they 
will be completely convinced only if 
they do a little work on the subject. 
They must study some of the perti- 
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“Anvone who has had manace rial 
experi nce hear \ ind 
influence eX. 


ercised on todav’s operations bv the 


realizes the 
sometimes determining 
major decisions and actions which hx 
took ive, ten. or even 
tod i\ "s 


and others 
twenty vears ago to produc 
resources and opportuniti: s. The prin- 
cipal concern of business leaders to- 
What 
plans need to be made now, what re- 
should be committed, what 
effort should be put forth, to be cer- 
tain that the company will be in a po- 
sition to meet the conditions of the fu- 


day should be: decisions and 


SOUTCeS 


>* 
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ture and fulfill its opportunities: 

Ralph J. Cordiner, President, Gen- 
eral Electric Company, before the 
Graduate School of Business, Colum- 
bia | niversity. 











nent literature to familiarize them- 
selves with planning techniques that 
have been successfully applied in 
other companies, attend some high- 
level conterences, take a little time 
out to think and talk about the sub- 
ject. And they ought to write down 
their conclusions for everyone to see 
and improve. Somebody has said, “If 
you havent written it out, 
havent thought it out.” That is as 
true of planning as it is of any other 
fundamental principle. 

The second essential is to make 
the whole organization planning- 
conscious. People must be made 
aware of the importance, the neces- 
sity, the techniques, and the payoff 
of planning. This is not a simple 
thing to achieve. Top management 


you 





belief in planning is not enough. Su- 
pervisors and specialists at all levels 
—\\ hoever they rhat\ be and whatever 
their function—must accept the tact 
that planning is part of their job. 
And the best 


them is to have them do some actual 


wav of convincing 
planning on specific assignment. The 
subject must be kept alive, also, by 
the usuai techniques of communica- 
tions and by training programs. 

The third essential is 
decision. Who is 
planning? There are two fundamen- 


a policy 


soing to do the 


tally different theories on this. One 
is that there should be a brain-trust. 
a Pentagon-ty pe group that does 


nothing but planning, made up ol 
people thought to be smarter and 
more creative than anvone else. The 
other theory, which is the one we 
believe to be sound, is that there 
must be a combination of planning 
and doing at all decision levels, that 
whoever is assigned a “doing” job 
should also be assigned the task of 
planning it. Since the doer knows 
more about the work than anvone 
else, he should also be the planner. 

The next thing needed to estab- 
lish a planning climate is a clarifica- 
tion of the semantics of planning 
This is commonly overlooked, or in- 
suthciently emphasized. The entire 
organization must have the same un- 
derstanding of the terms and tech- 
niques used in the planning process. 
Common areas otf contusion are 
these: 

|. Long-term planning 
short-term planning. If the distine- 


Versus 


tion is not clearly understood, short- 
term planning is likely to eat up long- 
term planning. 

2. Institutional versus operational 
planning. A failure to distinguish be- 
tween the 
tional planning to overwhelm institu- 


tional planning because people have 
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two may permit opera- 





a more direct interest in operations. 
3. Process versus product plan- 
ning. More people are interested 
than in products. One 
gains natural attention; the other re- 


pore ICCSSECS 


quires forced attention. 

!. Expansion planning versus di- 
versification planning. Most people 
in a straight line 
The fail- 


two results in 


would rather grow 
than in several directions. 
ure to distinguish the 
many lost opportunities 

5. Specific projects versus continu- 
ous projects. A specific assignment 
normally results in a specific plan. 
But an activity that is continuous, 
such as recruiting or training, 
crystallization into specific plans that 
can be periodically reviewed. The 
continuous activity is apt to continue 
indefinitely without a plan. 

Finally, it is important that every- 
one understand that planning and 
separate functions, 


resists 


execution are 
even though the same person han- 
dles both. A clear line of demarca- 
tion must be established. People 
would rather do things than think 
As soon as they think of 
something to do, they tend to obey 
the impulse to race off and do it 
instead of continuing to think until 
a complete and integrated program 
emerges and they know they are rac- 


about them. 


ing in the right direction. This means 


that planning ought to be as com- 
plete as the circumstances permit 
before action starts, and that the 
plan ought to be stated as fully as 
possible. It should be the practice, 
therefore, to put most plans in writ- 
ing, particularly those that are novel 
or of major importance. This is the 
best assurance that all the important 
what's, when's, how's, who's, where's, 
and whys will be covered. 

The committee on planning at The 
Illuminating Company has summa- 
rized the concept of planning climate 
in a statement entitled “The Condi- 
tions Necessary to Establish Ade- 
quate Planning.” The document 
reads: 

“1. That each supervisor and each 
specialist believes in the value 
ot adequate planning. 

That each supervisor and each 
specialist understands that ade- 
quate planning is a part of 
his job. 

That each supervisor and each 
specialist accepts responsibil- 
ity for adequate planning as 
part of his job. 

That each supervisor and each 
specialist allocates the amount 
of time necessary to achieve 
adequate planning for his job. 


“5. That sound and _ continuous 

training practices in the tech- 
nique of adequate planning 
have been established for each 
supervisor and each specialist 
and that each one has been 
so trained in these techniques 
that he is able to do adequate 
planning. 
That there be company-wide 
recognition of the importance 
and need for cooperation and 
communication among ele- 
ments to achieve adequate 
planning.” 


Acceptance of Change 

All planning is designed for im- 
provement. All improvement requires 
change. Change within an organiza- 
tion is effective only if the people 
responsible for making the change, 
and making the system work after 
the change, actu: lly believe that it 
is a good thing. This requires a sys- 
tematic program to make the organi- 
zation adaptable to change. 

At The Illuminating Company the 
most effective step we have taken to 
achieve this result was the adoption 
of a work simplification program in- 
volving widespread training in the 
basic techniques of job improvement. 

continued on page 62 


A GOOD EXECUTIVE THINKS AHEAD 
A Suggestion for Apportioning your Thinking Time 





—— 


TODAY 


TMONTH 3 TO 6 MONTHS 
AHEAD 


1 WEEK 
AHEAD AHEAD 





1 YEAR 2 YEARS 3 1O 4 YEARS 5 TO 10 YEARS 
AHEAD 


AHEAD 
tassel 


AHEAD AHEAD 


PRESIDENT 1% 2% 5% 17% 15% 25% 30% 5% 


ll oe ee 


VICE PRESIDENT 2% % 10% 29% 20% 20% 13% 2% 
$e ee EE ee ee ee 


WORKS MANAGER 4% 8% 15% 38% 20% 10% 5% 





SUPERINTENDENT 10% 9% 2% 





10% 5% 1% 


DEPARTMENT MANAGER 





SECTION SUPERVISOR 5% 20% 25% 37% 3% 


ee a 





GROUP SUPERVISOR 38% 40% 15% 5% 


Chart used in AMA Workshop Seminar on “‘Top Management Planning and Control” 
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QUALITY CONTROL STARTS AT THE GATE 


ANNESTA R. GARDNER, /ndustrial Editor 


It takes a lot more than a set of gages and limit 


charts to meet quality specifications and still 


show a profit. Here’s how one company succeeds. 





trained—are key to efficient quality control. 
detailed drawings help explain specific jobs. 


People—carefully chosen and thoroughly 
Pegboard test guides employee selection; 








Vendor performance is constantly checked to make sure their quality meets specific ations. 
too. Note well-indexed specification manual and convenient rack provided for holding it. 


ANYONE can build a quality prod- 
uct if time and cost are no object. 
The trick is to hold the quality line 
without straining the budget or 
stretching delivery time. That takes 
a bit of doing. 

Good blueprints and clearly writ- 
ten specifications are necessary, of 
course. Tools and gages have to be 
in top condition. Handling and stor- 
age must be safe and efficient. But 
these are only part of the story. Find- 
ing the right people to do the job, 
training them carefully, and super- 
vising them properly are at least as 
important. 

As Robert M. Galvin, president of 
Motorola, Inc., puts it: “We've 
learned that quality control has to 
start at the gate—at the entrance to 
our personnel department—and _ it 
never stops. It needs top priority, and 
top management attention, all the 
way to the ultimate consumer.” 

At Motorola, where the pictures 
on these pages were taken, quality 
control starts even ahead of the gate 
—in vendors plants. As the picture 
at the left indicates, Motorola en- 
gineers keep a close check on the 
quality of incoming materials and 
parts; and, where necessary, the pur- 
chasing department works with sup- 
pliers to help them bring their prod- 
ucts up to specifications. Vendors 
who fail to meet requirements are 
replaced—but only when attempts to 
help them improve their performance 
have proved fruitless. 

Naturally, Motorola pays even 
more attention to its own employees. 
Every eftort is made to enlist their 
cooperation in quality control and 
maintain their enthusiasm. Motorola 
uses a number of techniques—con- 


tests, suggestion systems, displays, 
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QUALITY CONTROL 





Training and testing 
provide a good start 


Selecting the right employees and 
vendors is the first step in controlling 
quality. The second is training the 
employees. Then, a good system for 
testing materials and components is 
needed. Motorola uses both inplant 
and outside facilities; sets up its own 
courses and tests; and also takes 
advantage of training and _ testing 
facilities offered by city schools and 
independent laboratories. 


Production supervisors learn how to use 
index charts to check and control quality. 


Supplementary studies in outside schools 
are encouraged by Motorola management. 





Conferences, contests, and 
awards keep it alive 


Many a good quality control pro- 
gram dies an untimely death because 
management fails to give it the prop- 
er care and feeding. Even the best 
system needs adjustment to meet 
changing plant conditions. And, like 
any product, the program must be 
sold, and re-sold, to its “customers.” 
The pictures here show methods Mo- 
torola uses to maintain and “sell” its 
quality control program. For other 
ideas, see Boosting Quality with 
Plant Campaigns, MopERN INpDusTRY, 
February 1950, page 47. 











s 


Production and engineering supervisors 


meet regularly to discuss quality problems. 


goon 


Quality indicators, like stop-and-go light 
shown here. spark interest in the program. 





Spot checks and field 
reports follow through 


The quality control job is by no 
means ended when the product 
leaves the assembly line. It takes 
plenty of care to make sure that qual- 
ity built into the product does not 
leak out through damage in storage 
and transit, and that continuing prog- 
ress in quality is made. At Motorola, 
for this reason, reports from the fields 
are carefully collected and chan- 
neled back to designers and produc- 
tion engineers. 
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Finished products are selected at random 
from the warehouse for a last-minute check. 


DUN'S 


Damage in transit is minimized by careful 
car loading, and this new lock-in system. 
Industry 


REVIEW and Modern 





Grueling tests make sure that new parts 
can and will conform to specifications. 


Independent laboratory helps Motorola put 
new shipping containers through thei pac es. 





Suggestion system taps ideas of the man- 
on-the-job for improving product quality. 


Individual and group awards give workers 
concrete prool ot management sappr c1lation. 





Returned parts are analyzed by engineers 
to find out what went wrong—and why. 
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Reports from distributors are also culled 


for ideas to help in quality improvement. 


and awards (see photographs )—and 
is careful to change them frequently 
enough to keep interest high. 
Reports coming back from the field 
are also used to tocus attention on 
quality. Production-line workers do 
not, of course, need detailed reports 
on every complaint. But it is a good 
idea to let them know what happens 
to a product when it leaves the plant. 
That means telling them about note- 
worthy compliments as well as about 
complaints and giving each worker 
a chance to see how his own particu- 
lar job affects the over-all pertorm- 
ance of the finished product. 
Quality workmanship can be rec- 
ognized and rewarded in a number 
of ways. Motorola keeps individual 


as well as departmental records of 


production quality and takes these 
into when 
tions are being considered. In other 


records account promo- 
companies, where regular wage in- 
centive systems are in effect, quality 
standards are usually built into the 
job specification. In addition. there 
are often bonuses tor reducing the 
number of rejects and holding down 
rework costs. 

Supervisors, too, may share in this 
tvpe ot incentive—itf only through the 
device of charging their operations 
for the cost of repairing and replac- 
ing poor-quality items. This system 
can be given a positive instead of a 
negative slant by rewarding, or at 
least recognizing, supervisors who 
show significant progress In reducing 
rework costs. 

Interest in the workers and their 
performance should not, of course, 
mask or detract from other phases ot 
the quality control program. Con- 
trolling product quality is a three- 
pronged problem, and all three 
prongs deserve top management at- 
tention. In addition to careful selec- 
tion and training of workers, man- 
agement will want to make sure that 
it has provided efiicient equipment 
and good working conditions for 
both people and machines. It will 
also check again to see that quality 
standards are realistic—economical 
as well as attainable. Products should 
be as good as they need to be—but 
no better. As many a company has 
found to its sorrow, standards that 
are too high can be just as costly as 
quality that is too low. 

Quality control is not a simple job 
or a one-shot operation. But those 
who take the time and trouble to do 
it well will find it more than pays off. 
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THE PATENT OFFICE HAS CHANGED SINCE 1891, BUT HAS THE LAW?—DRAWING FROM THE BETTMANN ARCHIVE 


PATENTS AND PROGRESS: 


Our Patent Law Obsolete? 


(> RAVE DOUBTS have been voiced 
in some quarters about the ability of 
our patent system to cope with the 
problems presented by invention in 
an age of fast-breeding jet-propelled 
research. A leading patent attorney 
has raised his voice against what he 
believes to be a dangerous rise in 
judicial hostility to inventors. From 
another standpoint, a_ sociologist 
urges that the patent system is atro- 
phied to the core, and can do little 
to stimulate, if indeed it does not 
actually obstruct, material progress. 
These views by no means exhaust the 
roster of criticisms of the patent law 
and its interpretation, but they are 
representative of the range. 

This concern has already given 
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JOEL B. DIRLAM, The University of Connecticut 


birth to two extensive surveys, now 
in progress, that should add much 
to our knowledge of patents. The 
first, financed by the Patent Founda- 
tion of George Washington Univer- 
sity, has sponsored, among other proj- 
ects, inquiries to determine what 
proportion of patents are actually 
used. It is also exploring the relation 
between patents and the creation of 
new firms. Somewhat later, Senator 
O’Mahoneys Patents Subcommittee 
of the Senate Judiciary Committee 
commissioned a series of studies by 
authorities, including Dr. Vannevar 
Bush and Dr. Walton Hamilton. 

It is impossible, of course, to an- 
ticipate in detail the conclusions 
these investigations will reach, Cer- 
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tain leading trends in patent eco- 
nomics and law are nevertheless ap- 
parent. Since high-level employment 
and, even more important, our na- 
tional security depend upon our abil- 
ity to sustain a continuously accel- 
erated rate of economic growth, we 
cannot afford to ignore anything as 
intimately related to the productive 
process as the patent system. If it is 
in any way appreciably retarding or 
distorting the pattern of expansion, 
its defects should be remedied post- 
haste. What is the situation as it ex- 
ists at present? 


Corporation Patents Predominate 


In substance, the procedures and 
standards embodied in the 1952 pat- 
ent statute differ little from those of 
the Act of 1836, when the individual 
inventor played a paramount role. 
Today, invention is largely a matter 
of teamwork, not the product of iso- 
lated geniuses or secretive crochety 
Yankee mechanics. 

Edison had an “invention factory” 
operating at full blast at West Or- 
ange in 1890, but only within the 
past two decades has the decline of 
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the individual inventor and the tri- 
umph of the corporate laboratory 
registered fully in patent statistics. 
As late as 1920, 72 per cent of the 
patents issued went to individuals. 
By 1938, corporations received (by 
assignment) over half. Today about 
60 per cent of the patents, and prob- 
ably a higher percentage of the com- 
mercially valuable patents, go to 
corporations. 

It is, furthermore, the big corpora- 
tions that dominate patenting activ- 
ity. According to the National Sci- 
ence Found: am inare port re cently 
made public, companies with 1,000 
or more employees owned most of 
the patents and submitted most of 
the applications. By practicing the 
business of invention the corpora- 
tions have made it difficult to single 
out the actual inventor for patent 
purposes. 

According to Dr. Vannevar Bush, 
“The transistor emerged from a long 
period of intensive group research, 
principally at the Bell Laboratories. 
The act of invention was only one 
part of a well-ordered research in 
which many very able scientists and 
engineers participated.” 

Thurman Arnold has commented 
on this in colorful language: “Each 
man is given a section of the hay to 
search. The man who finds the needle 


shows no more ‘genius than the oth- 
ers who are searching different por- 
tions of the haystack.” 





Solo inventors, of course, remain 
and are productive, but the climate 
is inhospitable. One of the last and 
greatest was Major Edwin Arm- 
strong, undisputed inventor and per- 
fector of FM. Dr. Edwin Land, in- 
ventor of the polaroid camera, is an- 
other of these notable exceptions, but 
even he, like Edison, is backed up by 
an elaborate research organization. 
The obstacles to individual experi- 
mentation in such fields as electron- 
ics, chemistry, and petroleum refin- 
ing without the equipment of a large 
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inventors tinkered in work- 
shops and made discoveries almost by 
Today, industry and Government 
support research designed for what seems 
to amount to mass-produced invention. 


A century ago, 


chance. 





research laboratory are so obvious 
they need not be detailed. 

In 1787, when the patent clause 
of the Constitution was drafted, 
was assumed that the financial re- 
wards of the temporary monopoly in- 
vention would be reaped by and pro- 
vide a stimulus for its inventor- 
patentee. Modern team research by 
hired employees who agree to assign 
patents to their employer has, in 
large part, destroyed this direct in- 
centive. Even if it was the lure of a 
potential monopoly that stirred Eli 
Whitney to his fateful ten days’ la- 
bor, his subse quent experience, like 
that of many others, showed that re- 
wards, pate an and technical contri- 
butions are by no closely 
linked. 

As a matter of fact, a financial his- 
tory of invention would bear an un- 
comfortably close resemblance to the 
history of gold mining. Most inven- 
tors have probably spent more on 
their inventions than they ever got 
out of them. The who 
struggled with a recalcitrant new art 
in the early stages have often led mis- 


means 


inve ntors 


erable lives, and even been penalized 
when latecomers benefited from their 
mistakes. John Fitch's financial mis- 
adventures with the be- 
fore Fulton are well known. Dr. Lee 
De Forest, who made amazing strides 

electronics almost single-handed. 
credited with the 
development 


steamboat 


is generally vac- 


uum tube 


prior to 
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World War I that made modern ra- 
dio possible. Yet his inventive career 
was not singularly profitable. 

If the seventeen-year monopoly 
sranted under the statute has not 
been a reliable protection for the in- 
dividual inventor, it seems even less 
suited for the continuous investment 
and output of the corporate patent 
factories. In the term 
would seem to be excessive, in others 
woefully insufhicient, if its broad pur- 
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pose is to permit development ex- 
penses to be repaid and provide in- 
centive for exercise or hire of the in- 
ventive faculty. 


The Value of Monopoly 


Although the outsider has meager 
data on which to draw, the monopoly 
period does seem to have reasonably 
fulfilled its 
nvlon, which cost Du Pont $45 million 


function in the case of 
to develop. Sun Ojl's development 
of catalytic cracking appears to be 
another example of efficient func- 
tioning of the monopoly grant. There 
may even have been overcompensa- 
tion for the moistureproot cellophane 
patents. On the other hand, some of 
the participants in the early experi- 
ments that led to television, such as 
Farnsworth. have had 


would great 


difficulty in realizing their costs if 
they had not been so fortunate as to 
have interference proceedings pro- 
long the life of their patents into the 
commercially successful television 
era. Fessenden and De Forest were 
unlucky enough to obtain patents in 
the radio field too early in the in- 
dustry’s development. If the mon- 
opoly privilege were to function with 
100 per cent effectiveness, it would 
have to be geared to the varying in- 
dustry characteristics, as well as to 
the stage of development in which 
the patent was issued. 

It is not at all clear that the mon- 
opoly reward has been instrumental 
in originating or developing many of 
our greatest industries. Two of the 
most important, railroads (including 
Diesel and automo- 
biles, contributed outstanding expan- 
sionary impetus to the U.S. economy 
with little or no aid from patents. 
Hunt, the first inventor of the sewing 
machine, did not patent, and there is 
much reason to believe that Draw- 
baugh treated the telephone in the 
same cavalier fashion. It is unneces- 
sary to do more than mention the 
most important invention— 
atomic power—which owes nothing 
More than 


locomotives ) 


recent 


to the usual incentives. 


half of organized research and de- 
velopment in the atomic power field 
is today on Government order. 


What Is an Invention? 

The development of organized re- 
search teams, making a business of 
producing patentable inventions, has 
tended to produce a seamless web of 
progress. What, exactly, is the inven- 
tion? This presents great difficulties 
to the Patent Office or the courts 
when they have to decide whether 
the product or process described in 
a patent satisfies the standards for 
inventive novelty. 

There is no doubt that the Wright 
Brothers’ flying machine embodied 
a significant advance over “prior art” 
of the gliders and Langley’s spectac- 
ularly unsuccessful aerodrome. Ad- 
other fields have often 
proved less easy to describe. Some 
fourteen years of legal battles be- 
tween GE and AT&T over the pri- 
ority of the Langmuir and Arnold 
vacuum tube patents, respectively, 
concluded with a Supreme Court 
finding that there had been no in- 
vention. Marconi failed to satisfv 
statutory requirements for novelty 
in his contribution to the wireless. 

continued on page 90 
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MAKING NEW OFFICES FROM OLD 





Photographs by Ben Schnall 


Modern entrance design belies 
old location of Butterick Com- 
pany headquarters, provides 
fresh, inviting reception for 
companys visitors. Many spe- 
cial problems in lighting, air 
conditioning, and arrangement- 
had to be solved to make this 
office the efficient 
place it now is. But company ex- 
ecutives find the 
worth its cost. 


LIERPTeSSI\ ce, 


result well 


It’s nice to move into a brand-new building. But you don’t have to move to give 


the office a brand-new outlook. Here’s how to overcome limitations of time and space. 


A CRAMPED, cluttered office is 
not only a poor place to work; it’s a 
bad place to receive customers. Yet 
many companies housed in old build- 
ings make little attempt to remedy 
the situation, feeling that not much 
can be done without moving to a 
brand-new structure or at least ac- 
quiring additional space. 


OLD 
LAYOUT 
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was cramped, cluttered, and dingy. Though ceilings 
were over-high, diagonal walls hemmed the area in, 
made efficient arrangement seem almost impossible. 


The fact is a great deal can be 
done—even when the space is irregu- 
lar in outline. As the pictures show, 
good planning can make it possible 
to fit offices to each executive's needs, 
provide pleasant work areas for the 
clerical staff, and even allow for such 
“extras as and 
special reception areas. The offices 


conterence rooms 


NEW 
LAYOUT 


are the headquarters of The Butter- 
ick Company, located in an old 
multi-story building in lower Man- 
hattan. The company has been there 
for many years. 

This space was redesigned by a 
New York consulting firm—Designs 
for Business, Inc. But many compa- 
nies can do a lot tor themselves if 


turns negatives into positives, puts irregular shape to 
work with diagonal arrangements like that at right. 
L-shaped modular desk (foreground ) also saves space. 
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Making visitors welcome 
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Main waiting room of Butterick office is totally enclosed, but luminous ceiling, glass 
partitions, simple furnishings, and green plants give it a bright, gracious, and inviting air. 
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Special reception area is set aside for executives’ guests. Despite shortage of space, But- 
terick felt this was important so the designer provided the arrangements shown here. 


they go about the job the right way. 

First step in planning an office, 
old or new, is outlining the problem 
—preparing accurate, detailed draw- 
ings of existing space, including loca- 
tions of air ducts, electrical outlets, 
and other services; and analyzing 
work flow and employee needs. ' 

The more information the flow 
sheet contains, the better. Modern- 
izing an office provides a rare oppor- 
tunity to sweep the cobwebs out of 
office procedures as yellowed papers 
are cleaned out of long-neglected 
corners. 

It's not enough, for instance, to 
note that a certain clerk “uses files.” 
How often does she use the files? Is 
it essential that they be located close 
to her desk? Could she be served 
from a central filing area? 

Nor is it safe to assume that all 
office work requires the same amount 
of ventilation and lighting. As Mau- 
rice Mogulescu, president of Designs 
for Business, points out, today’s elec- 
tronic data processing machines can 
generate a lot of heat and may re- 
quire extra air conditioning while file 
areas may require less than the nor- 
mal amount. 

In planning executive offices, the 
“obvious” arrangement —a_ straight 
progression down the line of author- 
ity—may be anything but convenient. 
Far more important in office location 
than an individual's place on the ex- 
ecutive ladder are such questions as 
the number of visitors he receives 








Custom-tailored 


Folding partitions and sectional tables make 
it easy to handle groups of various sizes. 
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and the frequency of contact with 
other members of the staf. 

Rank does have its privileges, of 
course. Designs for Business gener- 
ally allows 250-400 square feet for 
top-echelon offices, 150-250 for mid- 
dle management, and 100-150 for 
junior executives. 

Top executives generally write 
their own ticket in regard to furnish- 
ings; others usually fit in with an 
over-all plan. Mogulescu believes, 
though, that every effort should be 
made to allow even junior execu- 
tives some freedom of choice. 

In clerical areas, there isnt much 
room for personal preference. But 
there should be room for employee 
comfort and convenience. 

Work areas can be “dressed up” 
with light-colored walls and occa- 
sional color accents—though care 
must be taken to avoid a garish or 
glaring look. 

Then, Designs for Business recom- 
mends that at least 65 square feet be 
allowed for each employee in open 
areas, and 50-100 square feet in 
semi-private offices. Minimum aisle 
width is about 30 inches. 

As these points indicate, an effi- 
cient office doesnt “just grow.” To- 
day's office, with its electronic data 
processing machines, paperwork con- 
veyors, and automatic collators, is a 
production area in almost every sense 
of the word. Alert managers now rec- 
ognize that it deserves as much at- 
tention as any part of the plant. 


—A. R. G. 





conference room 


Glass sidewall gives feeling of spaciousness. 
Drapes can be drawn if privacy is desired. 
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Fitting offices to executives’ needs 












































Specially-designed cabinets in this Butterick executive’s office give him 
work and storage space, show how once-wasted recess in wall can | 


Specific requirements of each executive were considered in furnishi: 
was designed tor company advertising manager. Note unusual desk 
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All the world’s a cage, where many preen 
and a few have lost their plumage 


THE OFFICE AVIARY 


A Guide to Some Common Species of Desk Birds 


gl IS NOT necessary to go far afield 
with an Audubon guide, a telephoto 
lens, high-priced binoculars, or a 
shaker of tail-catching salt to become 
a full-fledged bird-watcher. Birds of 
every kind, plain and pompous, play- 
ful and predatory, abound in your 
own backyard—the office. DR&MI’s 
overburdened editors, believing that 
anyone up a tree is fair game, have 
long been bird fanciers. Here they 
summarize their findings in a guide 
for the quick ide tiGcotion ond easy 
classification of some of the common- 
er desk varieties. 


Ex- Grin Prac. 


He wore scrambled eggs and gold 
insignia during one of our World 
Wars as a bearer of top-secret mes- 
sages, and conceives his present busi- 
ness command as a staff and line 
T/O. He invariably greets new em- 
ployees with, “Glad to have you on 
board,” and he charts new courses 
over troubled waters in a taut ship. 
His office gear is always shipshape, 
and his memos brief, paragraphed, 
and numbered. He has a bulitensed on 
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his shoulders, and his handshake’s 
like a winch. When he finishes har- 
boring ideas, he launches programs. 
A smart crew salutes him often. 


In; 


a 


~ wa J a 7 Oa 


(7\- Billed Raven 


His desk drawer is a medicine 
cabinet, and he has more medical 
vocabulary than a drug clerk or in- 
terne. He takes more pills than any 
man or woman in the office, and gives 
more useless medical advice than any 
quack in the community. His diag- 
nostic talents are seldom limited to 
his own ailments, but he wholesales 
his pharmacopeeia without charge. 
He is glib in references to Jung and 
Freud, and loves terms like psy- 
chosomatic. He _ craves _pills—any 
kind, whether vitamins, stimulators, 
or tranquilizers. Sometimes he needs 
a silencer. 


SoutHe baled hanbingar. 


He always knows the answers, but 
seldom the sources. He is the cafe- 
teria or cocktail bar consultant on 
company policy. He makes it a point 
to chat with top executives in the 


elevator or hallway. When death, 
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pension, or resignation sets up a 
chain reaction of promotions and 
new assignments, he tries to outguess 
the president. He gets the habit of 
whispering, even when he asks you 
to lunch. He loves to perch on any 
line of communication. A wire over- 
loaded with his own rumors often 
short-circuits his success. 


Doude- Breasted Len rebina 


She is adored by half the office 
staff. The male half makes up to her, 
and the distaff puts up with her. She 
was hired for her looks because of 
the shortage of file clerks; but she 
was a little vague on her alphabet, 
and she pinched her fingers so often 
in the file drawers, she was trans- 
ferred to the reception desk. There 
she helps visiting salesmen fortify 
their egos with wide-eyed questions. 
She can’t type, she can't file, and she 
can't think, but her plumage is 
breathtaking. If she makes any mis- 
takes, it won't be in her homing in- 
stincts. 

continued on page 79 
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That gy Olsen sure gets around... 
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Of course Olsen gets around. His 57 Ford makes traveling 
a cinch. He eases through city traffic and laughs at long high- 
way stretches. He arrives fresh and alert for client meetings 
all over his territory. He’s proud of Ford’s big-car size and 
prestige. He rides protected in a stronger, more solid, all-new 
body and frame in his New Kind of FORD. He likes the silent, 
comfortable ride. In fact, Olsen just plain enjoys driving 


his 57 Ford. 


Olsen's company is mighty pleased with that 57 Ford, too. 
They like Ford's low initial cost . . . are delighted with its 
low cost of operation and maintenance . . . and Ford's tradi- 
tionally high trade-in will provide another savings for them. 
Why not see your Ford Dealer about new 57 Fords for your 


fleet? Make sure your “Olsens” get around! 


FORD FLEETS ARE LOW-COST FLEETS! 





A banker talks 


Some noon hours he only listens. 


But talking, or just taking things in, a 
banker gets to know what his neighbors 
think. 


This is necessary because a banker has 
to know a community inside out before he 
‘an give it financial guidance, and put its 
idle money to work in wise and profitable 
ways. 


So bankers live and work in the commu- 
nities they serve. They share the ups and 
downs of home-grown economies. They lend 
a sympathetic ear to individual problems 
and offer advice or counsel when itis sought. 
And they willingly accept the civic leader- 
ship placed in their hands by neighbors. 

Participating, talking and listening, 
bankers build progressively better banks. 
The net result is that commercial banking 
today solidly underpins the American way 
of doing business, and has the respect of 
the American people. 

The Chase Manhattan Bank is proud to 
represent and provide banking service in 
New York for more than 3,900 banks in 
towns, villages and cities from coast to coast. 


THE 
CHASE 
MANHATTAN 
BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORP, 
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COLUMBIA RIBBON & CARBON MFG. CO., INC., GLEN COVE, N. Y, 
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So clean you can 
see through it! 


The cleanliness of Execu-tape 
is demonstrated by this photo- 


the roll shows that the edges 
are free from the slightest 
trace of carbon. 





graph. The transparency of 








Execu-tape, Columbia's new ribbon for all carbon ribbon using 
typewriters, has created a new standard of excellence for execu- 
tive correspondence 

Typing by Execu-tape is the closest approach to real printing 
yet achieved! Amazingly uniform, distinguished, sparkling —im- 
pressions by Execu-tape are in a class by themselves. 

And not only does Execu-tape produce the ultimate in execu- 
tive correspondence, but it provides the perfect or7ginal for all 
copying processes. Five true-hue colors: Black, Green, Blue, Red 
and Brown. 


EXECU-TAPE 
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PLANNING FOR PLANNING 
continued from page 48 


The aim was the improvement of 
work methods by the people who 
emploved them, but the program was 
also utilized to show how change 
might be to their own interest. 

Any program designed to make an 
organization adaptable to change 
must be continuous, must be sold in 
terms of the employee's own interest, 
and must be reasonable in’ terms 
of the organization's requirements. 
Gaining acceptance of change is a 
problem in applied psychology. In 
general, industrial training programs, 
like most academic programs, are in- 
adequate in this respect. 


Ten Principles of Change 

The literature of planning is filled 
with the observation that human na- 
ture resists change. Like most gener- 
alities, this is only partially true. Peo- 
ple welcome some changes. The ob- 
jective of a planner is to make the 
changes he proposes seem desirable 
to everyone who will be affected by 
them. Out of our experience in plan- 
ning for change, a few fundamentals 
have emerged: 

Change is more acceptable when it 
is understood than when it is not. 

Change is more acceptable when 
it does not threaten security than 
when it does. 

Change is more acceptable when 
those affected have helped to create 
it than when it has been externally 
imposed. 

Change is more acceptable when 
it results from an application of pre- 
viously established impersonal prin- 
ciples than it is when it is dictated 
by personal order. 

Change is more acceptable when 
it follows a_ series of successful 
changes than it is when it follows a 
series of failures. 

Change is more acceptable when 
it is inaugurated after prior change 
has been assimilated than when it 
is inaugurated during the confusion 
of other major change. 

Change is more acceptable if it 
has been planned than it is if it is 
experimental. 

Change is more acceptable to peo- 
ple new on a job than to people old 
on the job. 

Change is more acceptable to peo- 
ple who share in the benefits of 
change than to those who do not. 

Change is more acceptable if the 
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organization has been trained to plan 
for improvement than it is if the 
organization is accustomed to static 
procedures. 

People are no more born planners 
than they are born piano players. 
How can they be trained in plan- 
ning? 

The first step in learning to plan 
is to practice. This means that the 
individual must be given some spe- 
cific planning to do. This has a dual 
benefit: It arouses his interest in the 
subject and exposes the problems. 
Once this is done, he is ready to 
accept the aids in the art of planning 
that have been developed by wide- 
spread experience. 

Six Approaches 

In terms of broad categories, good 
planning requires the following ap- 
proaches: 

Step one is the identification of the 
problem or the opportunity. It is an 
old adage that a problem is nine- 
tenths solved when it is clearly 
recognized. The same is true, of 
course, of an opportunity. Thus spe- 
cific planning should always be ap- 
proached by first identifying the 
problem or the opportunity and 
clearly stating it for the benefit of all 
those involved in the planning proj- 
ect. Long-term planning, of course, 
involves a major element of antici- 
pation, which in turn demands good 
forecasting, good trend researching, 
and good use of all available data 
and all experience within the organi- 
zation. 

Step two in the process of plan- 
ning is the statement of the objec- 
tive. It is possible that the objective 
(as well as the problem or opportu- 
nity) may be altered during the de- 
velopment of the plan. It is never- 
theless important that it be stated 
as soon as the problem or opportu- 
nity has been identified in order to 
give direction to the effort. Some- 
times analysis of the objective makes 
it evident that the project should be 
abandoned. 

Step three is to assign responsi- 
bility for development of the plan 
to some one person. This categorical 
statement, of course, challenges the 
whole process of planning by com- 
mittee. In many Cases group discus- 
sion contributes importantly to the 
development of a plan, and there are 
a few situations where a committee 
can actually produce a plan with- 
out undue expenditure of man-hours 
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SEE HOW THOUSANDS OF BUSY EXECUTIVES SPEED 
COMMUNICATIONS WITH PENCIL JOTTINGS AND VERIFAX COPIES 


No trick to breeze through half your 
mail without dictation and typing. 

When a letter asks questions — jot 
the answers in margin and mail a 
Verifax copy as your reply. When a 
report refers to several departments 
—jot “Joe, this (paragraph) concerns 
you.” “Bill, what’s this?” “Jack, see 
me right away.” 


In a minute your secretary will 





ONLY $148 .. . Kodak’s new Verifax 
Signet Copier makes 5 copies in 1 min- 
ute for just 24¢ each. Even one-man 
offices report saving its cost the very first 
month! Thousands in use. Pays to have 
one in every department. 


———————————- MAIL COUPON TODAY —-————-——— 


EASTMAN KODAK COMPANY, Business Photo Methods Division 


343 State Street, Rochester 4, N. Y. 





have Verifax copies on their way. 
(She can make 5 of these errorfree 


copies in | minute for just 242¢ each. ) 


Lots of short cuts like these! 
Chances are your savings the first 
month—on dictation and typing— 
will pay for your Verifax Copier. 


Free—new Don Herold booklet. Famous 
cartoonist-humorist’s booklet, “How I 
Learned the V eritax ot Lite,” has laughs 
—and work-saving tips - 
secretaries On every page. How to end 
the “quoting” habit - How to keep sales 
leads hot * How to do “all-day” re-typing 
jobs in 20 minutes * How to make an off- 
set master in 1 minute. Don goes on 
and on with short cuts that will brighten 
each working day. 


tor bosses and 


Mail coupon for free copy. Or phone 
nearest Verifax dealer, listed in “yellow 


pages” under “Photocopying Equip- 
ment. 
Price quoted subject to change without notice 


[erifax Copying 


DOES MORE...COSTS LESS... 
MISSES NOTHING 
a 
Vepiiay | 
oF ee f 


0 
















Gentlemen: Please send free copy of Don Herold’s Son f 
new booklet “How I Learned the Verifax of Life.” 4-4 

Name Position 

Company 

Street 

City State ___________ aaa 












Here’s Why PULLMAX 
; 0 called the would most 
pyhalile SHEARING AND FORMING MACHINE 


In addition to the opera- 
DOES 
tions shown, the Pullmax weeseh 


can perform the follow- JOB 
ing operations: 

% Dishing 

% Edge Bending 

% Flanging 

%* Nibbling 


“MODEL P-3 
Capacity +)” 


MODEL P-5 
Capacity “” 


MODEL P-7 
Capacity >” 


a ” a 


MODEL P-9 
Capacity |,” 


Write for this FREE booklet on 
Money Saving Metal Working ideas 


TRIMMER-3 
Capacity >” 


AMERICAN PULLMAX COMPANY, INC. 


2483 North Sheffield Avenue Chicago 14, Illinois 


See us at the 5th Annual All-Welding Show, 
Convention Hall, Philadelphia, Pa., April 9-12. Booth 500. 





and within appropriate time limits. 
But, in general, planning is best done 
by a single person who can be held 
accountable for the quality of the 
plan, the cost of its development, and 
the time spent. Along with the re- 
sponsibility he must be given au- 
thority to call together the people 
who can contribute to the develop- 
ment of the plan, and to require 
production of data needed in its de- 
velopment. 

Step four is the assembly of data. 
This, of course, requires coordination 





SIX BENEFITS OF LONG-RANGE PLANNING 


“Corporate long-range planning is or- 
ganized planning to achieve optimum 
results in the development of total 
company operations for the practical 
future—usually five, ten, or twenty 
years, said William E. Hill and Charles 
H. Granger, management consultants, 
at an American Management Associa- 
tion conference last Autumn. They 
pointed out that a long range planning 
program can: 

|. Keep the company from linger- 
ing too long in low-profit or no-growth 
fields. 

2. Give it the jump on competition 
in frontier research fields (such as 
missile guidance and applications of 
atomic energy ), where there is no im- 
mediate payoff but a bright future for 
those who engage in research now 
and gain experience and know-how. 

3. Provide a gage of future capital 
and physical requirements. 

4. Raise the company's standing in 
the eyes of banks, insurance compa- 
nies, and other sources of capital. 
(Sound long-range planning is also an 
effective deterrent to “raids” from out- 
side, since it demonstrates to stock- 
holders that management is handling 
company affairs wisely. ) 

5. Strengthen the organizational 
structure by developing executives 
who will be .ready and able to inte- 
grate additional future operations into 
the corporate set-up. High-caliber 
men are attracted to a company that 
has a sound plan for future growth. 











of affected organizational elements, 
proper search of minds and files for 
past experience, adequate checking 
of the experience of others where 
available, and independent research 
to develop new information. The 
most difficult phases of data assem- 
bly are: first, the identification of 
what is needed: second, the identifi- 
cation of the controlling factors. 
Step five is the analysis of the data, 
re-analysis of the problem, the op- 
portunity, and the objective, and the 
development of alternative propos- 
als. A common weakness in planning 
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DITTO NATIONWIDE 
FORMS PRINTING SERVICE 

















DITTO ACKNOWLEDGED DITTO SPECIALIZED SYSTEMS 
SUPPLIES LEADERSHIP DUPLICATING EQUIPMENT 

















Cuts Your Costs 4 Ways! 


There is a DITTO system to simplify and speed every phase of 
production from the requisitioning of materials and parts to the 
delivery of finished products to stores. And DITTO systems 
engineers, plus DITTO specialized systems duplicating equip- 
ment, coordinated duplicating paper and supplies, and custom- 
ized printed forms provide four opportunities to cut your costs 
and assure maximum benefits. With DITTO you can be confident 
that whatever is recommended will meet your precise systems 
duplicating needs. 

Get the full story on DITTO systems savings and the place of DITTO Integrated Data 


Processing in today’s business. Either write us direct or check with your local DITTO 
branch or dealer listed under ‘‘Duplicating Machines” in your classified directory. 


DITTO, Incorporated, 6846 N. McCormick Road, Chicago 45, Ill. 
DITTO of Canada Ltd., Toronto, Ontario 





could laugh at 
a ” 
tight money problems 


He could well afford to laugh. The old boy really 
had a knack for turning a profit. Taxes, rising 
costs, wasted materials, labor or machine downtime 
wouldn't have affected him at all! 


But, alas, Midas operated in a different time and 
clime. As practical men we have to face up to higher 
costs, tougher competition and shrinking profit margins. 


To stay competitive you cannot tolerate, nor can 
your prices reflect, any form of avoidable waste 
in production operations. Profitable performance 
demands test systems which spot cracks before they 
start costing extra in wasted time, labor and money. 


Magnaflux offers a variety of nondestructive test 
systems which are in wide use at all stages of 
“in-process” operations. These new production 
tools protect your pocket by protecting your 
product and your price. 


Moral: If you haven't the “Golden Touch”... 
you might investigate the ‘““Magnaflux Touch” 
for overall production economies. 


Our new booklet, “LOWER MANUFACTURING 
Siena COSTS”, contains a detailed account of how M 
HALLMARK methods have paid off for others. Why not send 


OF QUALITY for your copy today? 
IN TEST 
SYSTEMS 


MAGNAFLUX CORPORATION 


7322 W. Lawrence Avenue e Chicago 31, Illinois 
9, eanttent ntrsbnic >: New York 36 © Pittsburgh35 * Cleveland 15 ¢ Detroit 11 * Dallas 9 « Los Angeles 58 





is the failure to consider alternatives. 
Why do it at all? Why do it now? 
Why do it this way? The relatively 
modern process of brainstorming to 
exhaust the possibility of alternatives 
is effective when skilfully applied. 
The more difficult process of training 
people in creative thinking may be 
even more productive. 

The final step in the technique of 
planning is the identification of the 
solution after evaluation of the alter- 
nates. This requires an understand- 
ing of the economics of alternate 
choices—an understanding that is 
both vital and difficult to acquire. It 
calls for the ability to apply such 
complex concepts as fixed costs, sunk 
costs, tax consequences, the time 
value of money, and overheads. The 
solution must, of course, be practical 
in the sense that it can be carried 
out, and it must identify the person 
or group in the organization who can 
best carry it out. 

The foregoing are the classical 
steps in good planning. Training is 
needed to understand them. Plan- 
ning is needed to insure that the 
training is done. 


Organization for Planning 


The last important requirement is 
the organization of a specific system 
to get planning done. Everyone in 
industry who has to produce a mate- 
rial thing, or deliver it, or sell it, 
organizes a system to get that job 
done. Yet the same people commonly 
assume the planning to improve sys- 
tems of producing, delivering, or sell- 
ing will somehow get done without 
a system to compel achievement. 
This simply is not true. At least it is 
not true if the objective is adequate 
planning as distinguished from cas- 
ual planning. 

The first thing involved in the 
development of a system of planning 
is the assignment of responsibility for 
the planning, and that, in turn, calls 
for the identification of areas of func- 
tional responsibility within an organ- 
ization. In addition, it presupposes 
that there has been careful organiza- 
tion planning, and that the planned 
organization structure is already in 
effect. Otherwise widgit planning 
may fall into the hands of the wadget 
experts, and vice versa. Good organi- 
zation planning and good application 
of organization planning principles 
are prerequisites to adequate plan- 
ning by any institution. 

After the functional organizational 
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President of Proctor Electric 
reveals the facts about his new 





plant in Puerto Rico 








Mr. Walter M. Schwartz, Jr. 


Over 500 U. S. manufacturers have 
opened new plants in Puerto Rico in the 
past six years. The Proctor Manufactur- 
ing Corporation is one of them. Here is 
a report from Mr. Schwartz, President 
of the Proctor organization, on the prog- 


ress his subsidiary plant has made. 

The story of the Proctor Corporation’s 
new venture is typical of scores of U.S. 
firms which have expanded their opera- 
tions to Puerto Rico. Note the facts well. 
Then make your own deductions. 











Q. Mr. Schwartz, what does your 
Puerto Rican plant make? 

A. Electric irons. Our plant in Puerto 
Rico produces all our irons, and pro- 
duction is now at capacity. However, 
Proctor irons are so well accepted by 
consumers in the U. S., we can’t keep 
up with orders. 


Q. When did you set up shop in 
Puerto Rico? 


A. About three years ago. But since 
then we have more or less doubled the 
size of our operation. We now have at 
least 200 workers and we plan to ex- 
pand even more. 


Q. What do you think of Puerto 
Ricans as employees? 

A. The facts speak for themselves. 
Many key positions next to Mr. Robert 
Ransone, top executive of our Puerto 
Rico plant, are filled by Puerto Ricans 
—for example, the production manager, 
the quality control engineer and the 
traffic manager. Among the employees 
who have been with the company for 
two years, only three have left. Absen- 
teeism is below 3%. 


Q. Did you have any difficulty 


training Puerto Ricans? 


A. Mr. Ransone reports no trouble at 
all. Over 80% of our personnel are 
high-school graduates and _ bilingual. 
Maybe their training did take a little 
longer than the average in Philadelphia. 
But Bob Ransone puts that down to 
unfamiliarity. We have always ended 
up with good, reliable workers. 


APRIL 1957 


Q. Has your Puerto Rican plant 
been profitable? 

A. Definitely. Our figures are not spec- 
tacular, since we stopped production 
several times for re-tooling. But in spite 
of this, we made a fair profit in 1956. 
We didn’t have to pay any taxes on this 
profit and we regard the result as satis- 
factory. We should do even better this 
year. Our irons are selling like hot cakes 
and we are already working two shifts. 


Q. Why did your company choose 
Puerto Rico as a plant site? 

A. Four major things influenced our 
decision. One —the availability of will- 
ing and intelligent labor. Two—the tax 
exemption program. Three—the help 
given by the Commonwealth in provid- 
ing a suitable building in a good loca- 
tion. Four—the Government assistance 
in training and staffing the whole oper- 
ation. But, now we are all set up, the 
thing we appreciate most is the wonder- 
ful business atmosphere of Puerto Rico. 


Q. How does Mr. Ransone like liv- 
ing in Puerto Rico? 


A. Bob Ransone loves the place. He 
would like to stay there for good. How- 
ever, I think he’s a bit biased. You see, 
he suffered terribly from arthritis. And 
now he says it has disappeared com- 
pletely. What’s more his wife and fam- 
ily like Puerto Rico, too. Mrs. Ransone 
is delighted with the schools and says 
the open-air life is doing her children 
a world of good. All in all, I would say 
we have a very happy family there. 


NOTE: For further information on 
the advantages of Puerto Rico as a 
plant site—and for details of the 
100% 


program—mail coupon below, or 


remarkable tax exemption 
call the nearest office of the Eco- 
nomic Development Administration 
(Commonwealth of Puerto Rico). 
New York ..MU 8-2960..579 Fifth Ave. 
Chicago ...AN 3-4887 ..79 W. Monroe 
LosAngeles .WE 1-1225..5525 Wilshire 


-—— New 75-page illustrated booklet— free to manufacturers ——-— 
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| Commonwealth of Puerto Rico, Economic Development Adm’n, 

| 579 Fifth Avenue, New York 17, N. Y., Dept. DR-72 

7 Please mail me your booklet “Facts for the Manufacturer’”— with information 
about my particular industry. 

Name 

| Title a 

Company a rT 

| Address ie Sal . 









made responsible for plans to im- 
prove the work of their units. This 
calls for specific assignments. One of 
the techniques we use with great 


MUELLER success at The Cleveland Electric 
CLIMATROL, [luminating Company is to require 


everyone who prepares an annual 
. oo budget (and budgets are developed 
mileage 4Q 7/0 with rather far down in our organization ) 
to turn in a planning section with 


RANSBURG his budget. In the planning section 
NO. 2 PROCESS each must list all of the specific plan- 


ning he proposes to do during the 


NO REASON WHY YOU CAN'T DO IT, TOO! | ire ree ce inct he 


Milwaukee, increases paint 





And, 10 men averaging coming year. This has stimulated a 
40 hours a week vast amount of short-term planning 


now do the work in every area in the company. 
formerly handled . 








Typical of the Mueller Climatrol 
ine is this summer air condi- ie — ae by 24 men 
tioner and gas-fired winter air i: ‘| = === averaging 
conditioner, now uniformly es ig - er . . 

« | & = —=s Whours! Separate long-term planning re- 


painted electrostatically with 


Long-Term Adjustment 


RANSBURG NO.2 PROCESS GRRE) b= f= ports are also required trom the same 


organizational units, but less often. 
Requests for these reports specifi- 
cally identify the period of time to 
be covered—five years, ten years, or 
more. This, too, has been effective. 


Painting used to be a bottleneck in the manu- It compels planning, and it puts the 
responsibility in the hands of the 


facture of heating and air conditioning equip- : | ' 
. people who are responsible for action 

ment at Mueller Climatrol. and have the most information about 
the things that affect action. It means 
that time must be set aside to get the 
When Mueller modernized its finishing de- planning done. To the extent that a 
partment—replacing hand spray with Ransburg specific periodicity is established, it 
No. 2 Process Electro-Spray—daily production brings about regular review so that 
was increased ... finishing costs were cut... the plans do not become obsolete. 


It works. 
and quality of the work was improved. The next step in a successful plan- 





But not any more! 


Annually, Mueller coats over 10 million square ning system is the provision of time 
feet of sheet metal, soa 40% increase in paint it} —— whee it. Lawrence Appley., 
: . ° ° "ES , { > + rics | } ave- 
mileage—translated into paint dollars saved—is president of the American Manag 
anand ment Association, once said that all 
a sizeable figure. Pointing up other savings, a | = | 
: management problems involve only 
typical run of 400 furnace casings used to take three things: first, the assignment of 
200 man hours to clean and hand spray. Mueller a job to a person; second, the provi- 


does it now in 60 hours! sion of time to do it: and third. the 


NO REASON WHY YOU CAN’T DO IT, TOO! _ 
Whatever your product, if your production jus- BUGGY wns | 
tifies conveyorized painting, chances are one of mmaey.- 
the Ransburg Electro-Coating Processes can do 
it better, for less, with improved uniformity and 
quality of the work. Write for our new brochure 
which includes numerous examples of both large 
and smal! manufacturers of a variety of products i; 
who are enjoying the many advantages of a hs tt ome * | nae 
Ransburg Electrostatic Spray Painting. . 


ELECTRO-COATING CORP. “Pve been thinking. Holgar—perhaps 


we ought to try another line and give 
indianapolis 7, Indiana up catering to the carriage trade.”’ 
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when it is done. 

One of the reasons why long-term 
planning is so difficult to achieve is 
that too little time is provided for it. 
Short-term tasks have a way of ex- 
hausting the work day. The seeming 
compulsion of the daily mail, the 
daily dictation, the daily meetings, 
and the incessant telephone tend to 
use up the time needed for long-term 
planning, and the projects remain in 
the upper left-hand drawer of the 
desk or the outer spaces of the mind, 
neatly pigeonholed. Thus, a planning 
system requires the specific provision 
of time—adequate time—to get the 
planning done. If this is not done, 
daily activity will choke it to death. 

Finally, a system of planning must 
provide for at least as much supervi- 
sion during the process of planning 





THE AUTHOR @ Ralph 
M. Besse joined The 
Cleveland Electric Illu- 
minating Company near- 
ly nine years ago and has 
been its executive vice 
president for the past 
four years. Previously he 
practiced law for 19 years 
as member of. a law firm 
in which he was partner for eight years. 
He holds a JD degree from the Law School 
of the University of Michigan and an AB 
degree, Magna Cum Laude, from Heidel- 
berg College. In addition to being director 
and president of the Ohio Electric Utility 
Institute and a director of the Cleveland 
Trust Company, he is currently active in 
judicial, educational, Army Ordnance, and 
religious organizations. 








as is accorded any other activity. 
Supervision of the execution of a 
plan is almost automatic in most or- 
ganizations. But supervision of the 
development of a plan tends to be 
neglected. The system must provide 
for timely target dates, for periodic 
review of the status and progress of 
planning, for access by the planners 
to those in control of policy, and for 
scheduled reporting. Reporting is 
important. Nobody likes reports; no- 
body likes to write them: nobody 
likes to read them. But without them 
nobody is informed of the progress 
of planning. 

Thus, the administration of the 
process of planning calls for ade- 
quate planning in and of itself. With- 
out planning for good administration 
of planning, the possibility of ade- 
quate planning in an organization is 
remote. 
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requirement that he report back 









Saves $22,000 a year 


Planet Pusher-Bar Conveyor 
Pays for Itself in Eleven Months 






At a leading automobile plant, loading scrap 
from trim presses on to railroad cars formerly re- 
quired a two-man crane and magnet operation. 


Now .. . two Planet conveyors move baled 
scrap to waiting railroad cars automatically .., 
saving $22,000 a year! 

The system, which now loads an average of 12 
cars a day, is engineered to handle a maximum of 
105 cars a day. The retractable conveyor permits 
easy movement of the railroad cars. 


If your plant has a scrap handling problem, 
get in touch with a Planet Engineer. Whatever 
your plant layout, he'll show you an efficient, 
compact, and economical way to minimize your 
handling costs, 
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want company 
teamwork? 


spark it with this 
prepared 


SUPERVISOR 
TRAINING 


MEETING 





Title: 


“Promoting Cooperation’ 


Here, in one package, is everything you need 
to stage an effective training meeting. So 
flexible you can use it as a_ 15-minute 
“quickie” or a stimulating 2-hour conference. 
Modern audio-visual techniques drive home 
important lessons in human relations and 
management procedure. Proved effective for 
any type of business. 


ALL FOR JUST $22.50 


LEADER'S MANUAL—ac detailed ‘blue- 
print’ of the meeting. Just follow it 
step by step. Contains instructions, 

| \ data for chart or blackboard work, 

e and commentary which you may 


read, edit or improvise upon. 


STRIPFILM—dramatic visual presentation 


> vividly demonstrates need for co- 
s operation... shows specific tech- 
niques for achieving it. 
ah q g 


SOUND RECORDING—<a teacher that never 
tires, never omits, never forgets. 
Narration by Harlow Wilcox puts 
the stripfilm'’s message across clear- 
ly and convincingly. 





FOLLOW-UP MATERIAL—text for a follow- 
up letter to send to each supervisor. 
For companies conducting the en- 

\ tire series of eight meetings, sugges- 
tions for certificates of completion 
are provided. 


ORDER NOW 


Send us your check for $22.50 now and save 
shipping costs (or we can bill you if you 
prefer). If material does not meet your need 
you may return it and pay only the small 
service charge of $10.00 to cover the cost 
of handling, plus postage both ways. 


ROCKET PICTURES, INC. 


6108 5 an! a Mont id Blvd... Lo Angel cs 38, altf. 


SALES & DISTRIBUTION ..... Marketing notes and comment 
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PREMIUMS ON THE INSTALLMENT PLAN 


Also: ‘‘Wheeling and Dealing” on 


the rise; a new survey of motorists 


THE PREMIUM CRAZE and the 
installment buying urge are being 
blended for the first time in the ciga- 
rette industry. Premiums on the in- 
stallment plan arent new: Jewel Tea 
Company has had such a plan for 
housewives for years. Larus & Broth- 
er Company is preparing to ofter 
smokers a plan by which they can 
take their premiums now and pay for 
them in coupons later. Results are 
not yet in from Portland, Me., and 
Worcester, Mass., where the plan 
was being tried out last month. If 
sales leap in these two test markets. 
you can expect the pay-as-you-smoke 
plan to be offered on a nationwide 
scale. 

Here's how it works: 
selects a premium trom the catalog 


The smoker 


that comes with a carton, signs an 
installment agreement (which is 
made to resemble a legal document 
but is not really enforceable ), makes 
a down payment of fifteen coupons 
(which also come with the carton), 
and gets his premium. For example, 
to get a bathroom scale the buyer 
wound promise to pay 25 coupons (or 
25 cents) a month for 28 months. 
One coupon comes with each pack, 

So the smoker would be promising 
to purchase almost a pack of Holi- 
day cigarettes a day for more than 
two years. The company would be 
able to project its production many 
months in advance and would be 
assured of a firm market for years 
ahead. 

But even if the tryout shows an 





How to stop traffic at a trade show 





By using this new electric display gadget, 
which somewhat resembles a pinball ma- 
chine, one manufacturer came away from a 
trade show with more than 2.000 registra- 
tions. Here’s how it worked: The prospect 
selected one of the 24 subjects on the light- 


DUN 





ed display board and pressed buttons to 
get the answers he wanted on such things 


as price, features, design, and so on. The 
unit, which is produced by the Visi-O- 
Matic Corp., 748 Standard Building, Cleve- 
land 13, O., also provides registration forms. 
Industry 
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Aluminum and other thin-gauge 
asurably Strength- 
asonite hardboard 


dense, it res; 
Sis 
-absorbs Shock. | ™ 


Core. Rigid and 
dents... 











Colorful, cleanable porcelainized 
steel gains strength and stability 
with, Masonite grainless panels for 
a core. They never split, splinter 





or crack. Resist moisture. 





Expensive, exotic woods, veneered 
to Masonite panels, now enrich the 
value of many home and office fur- 
nishings—efficiently and econom- 
ically. A designer’s delight! 


From metal to paper— Plastics to wood — 
_ Your best base for laminates 


Plastic laminates, in linen, wood 
grains and a variety of other finishes 
bonded to stable Masonite® panels, 


create new standards of beauty and 
usefulness. 





Many special laminates—vinyl, 
cloth, paper—may be bonded or 
fastened to these even-structured 
Masonite panels—the only complete 
line of hardboard...a type, thickness 
and size to meet your production 
requirements. 


MASONITE co 
D . 


Case send m “un; 
Designers.» | "YT “Guide fo 


RPORATION 
Ox 777, Chicago 90, Il. 


Corporation, Gatineay, Quebec 
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Robert Faegre tells how MANDO brings you more than... 


na ducts from 
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Robert Faegre, president, Minn Ontario Pape though the road to successful research is long and 
Compan) points thal Uf is constantly develop ng new produc ts that 
At Wvandotte. too, 

which help improve 

rroducts good, 


tedious, 

it at the present time, paper an MANDO insure 
paper-produ ‘consump! poul per person a year better |i research keynotes chemical 
and th mand conti manufacturing 


Drocesses, 


make 
tomorrow 's products better. 









a tr 


“We are in a cellulose age,” says Robert Faegre, “an 









age where there are no limits to the possibilities for 
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ee * oe Pf is .: 

MANDO'S loggers harvest more than six million 
trees vearly OWT pel 
Paper Company Is making over seventy-five prod- and cellulose production. Wyandotte, too, ow1 


" } i ’ ' 
resources — msuring uniorm qualit ol chemicais” trom 


development. 


“At the present time, Minnesota and Ontario ce the Death Maie taots 


ucts — more than fifty types of paper, including 


the start of processing to the completed product. 


specialty kraft, groundwood, sulphite, coated papers, 
and labels: and twenty Insulite fiber-board products. 
In addition, we produce and treat telephone poles, 
railroad ties, and other forest products. 


“We, at MANDO, are ever striving to fill the 
erowing demand for cellulose products. For example, 
to help meet the increasing need for newsprint, we 
have recently completed a $20 million project de- 
signed to boost daily production from 400 tons to 
700 tons. 


“Without a doubt, chemicals play a vital role in 





the production of paper and cellulose products . . 






from the time the trees become chips, until they are 






converted into the final product. 






“Experience has proved Wyandotte to be an 





excellent source for a number of chemicals basie to 








mahyv of our manufacturing operations. Typical end uses for MANDO paper include books, 
, . . ; Inagazines, and hewsprint; packaging ior a Varielyv ol 
\ A andotte produces al wide range ol quality raw - products, Wvandotte supplies chemicals to makers 
° ° e . . P aes a — . r . , ] . ) as 
material chemicals ... for practically every business many packaged products: foods, beverages. chewing gu 





medicinals. cosmetics. inks. dentifrices. to list a few. 





vou can name. How about vour business — may we 






serve vou? Talk over vour requirements with a 






Wvandotte representative today. Or write in detail 






about your product or processing problem. Wyan- 






dotte Chemicals Corporation, Wyandotte, Michigan. 






O flices in principal cities. 













4 To keep abreast of the ever-changing needs of 


dustry. Wvandotte maimtams one of the most ad- 





} } 
vanced, modern researe h centers in the che mical bus Hess, 


Wyandotte 


and one of the finest technical-service de partments Bot! 


Pacing progress with creative chemistry are staffed by skilled. experienced personnel 
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HERE to put a new plant 

y \ ... Warehouse .. . office? 
At the top of any list are ad- 
vantages which Buffalo, in Up- 
state, N. Y.’s Niagara Frontier 
area, has been offering for over 
a century. 

One is a sound “industrial 
state of mind”. Another is a 
large, highly-skilled and co- 
operative labor force, plus ex- 
cellent transportation, with 
swift, short hauls to rich mar- 
kets. Niagara Mohawk helps 
with a building program that 
assures its customers plentiful, 
low-cost power for future 
needs. 

Entire Upstate, N. Y. offers 
the necessary ingredients for 
success and expansion. It’s a 
great place to live, too, with 
fine vacationlands in your 
backyard. Learn more about 
the healthful business climate 
of the vigorous communities of 
Upstate, N. Y. Write Earle J. 
Machold, President, Niagara 
Mohawk Power Corporation, 
Syracuse, N. Y. 


Buffalo, Queen City of the Great Lakes, is the 
second largest city in New York State. It’s 
the western terminus of the New York State 
Thruway which runs through the heart of the 
Niagara Mohawk System 


powered by 
NIAGARA 
MOHAWK 


NIAGARA iad MOHAWK 

















initial acceptance of the plan Down 
East, this will certainly not prove 
smokers will stay with one brand for 
such a long period, particularly for 
the purpose of paying off a debt. 

Researchers have discovered that 
one of the obstacles to be overcome 
in selling cigarettes is the guilt feel- 
ings many people have about smok- 
ing. The urge to smoke is a sensuous 
one that scarcely combines with a 
sense of obligation. So perhaps Holi- 
day cigarettes are heading for trou- 
ble in creating an obligation in 
coupon-debts (and resultant guilt 
feelings ) as an incentive for smoking 
the brand. The current theme in cig- 
arette ads is “pure, real pleasure,” 
which the smoker is told he certainly 
deserves. 

Of course. smokers may and should 
feel no more uncomfortable about 
a debt in coupons than consumers do 


over the billions in installment debts. 


How to wheel and deal 


As goods become more plentiful 
and competition quickens, manufac- 
turers find that they have to resort 


increasingly to “wheeling and deal- 





ing” to get valuable shelf space for 
their products in the consumer mar- 
ket. The director of merchandising 
for Doyle, Dane, Bernbach, Inc., an 
ad ertising agency, has come up with 
a provocative study of trade deals. 

Judging by the examples that E. B. 
Weiss has collected for this study, 
manufacturer-dealer relations are be- 
coming a tug-of-war, with the pro- 
ducer on the slipping end. Says Mr. 
Weiss: “We have vet to see a truly 
complete list of the innumerable 
forms of concessions won by large 
retailers from their suppliers. Indeed. 
a complete list will never be com- 
piled—first. because so much of this 
is under the table’ and. secondly. be- 
cause a list compiled today would be 
outdated tomorrow. 

“But it 


mass retailers to win a considerable 


isnt unheard-of tor some 


part of new store and renovating 
construction costs, or check-out gates. 
paint jobs, and so on from suppliers. 

“The 50-50 advertising allowance 
has reached a point with one chain 
where certain categories and brands 
are thrown out unless the allowance 
is LOO per cent ot a not-too-accurate 


line rate; thus the suppliers wind up 





at the 125 per cent mark. Some re- 
tailers have also won ‘production 
costs as well as 50-50 on blown rates 
and, of course, production costs can 
be as variable as the winds. A large 
appliance chain is reported to earn a 
fabulous $2,000 a week profit on its 
television cooperative ad allowance. 

“Rates for shelt space and position 
and frontage are pretty well fixed 
in certain outlets. Ditto for rates on 
window displav—with no assurance 
that the space paid tor inside the 
window may not be covered Over 
with stickers on the plate glass, paid 
tor by another supplier. 

“Rates tor  shelt-extenders, tor 
dump displays, tor aisle displays are 
subject to negotiation, with the seller 
very much in the negotiating saddle. 


tol] 


calls to suppliers. Radio and televi- 


some large retailers charge all 


sion stations owned or controlled by 


retailers somehow come up with 
manufacturer sponsorship that other 
stations appear unable to duplicate. 

“In certain fields the manufacturer 
absorbs warehousing expenses and 
delivery costs to the individual stores. 
has his men maintain displays of 


merchandise. and check and even re- 











SANTEE RIVER WOOL COMBING CO., JAMESTOWN, S. C.—This 
plant, the second wool processing plant in the south, of 20 mil- 
lion pounds capacity per year, is planned for expansion to 80 
million pounds. This is the southern unit of the Branch River Wool 
Combing Co. of Rhode Island, owned by Ameédée Prouvost of 
Roubaix, France, one of the two largest wool processing firms 
in the world. 
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OVER A CENTURY OF INDUSTRIAL PLANT DESIGN EXPERIENCE 


Brochure available on request 
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plenish inventory. The manufacturer 
ee ae also pre-packs, pre-tickets, pre-prices, 
Extra Dependable | and his men may open the shipping 
machine _ cases. These same men will arrange 
for complete promotions, including 
related products not made by the 
company and, in some instances, the 
related products are the retailers’ 
POWER own controlled brands. 
“Manufacturers supply demonstra- 
for the | 
tors—put their own people on the 
food and meat industries retail floor by days during special 
promotions. They pay part of the sal- 
ary of retail sales people. They pay 
for coupon handling. .. . Some stores 
insist that suppliers pay postage on 
statement enclosures, although the 
envelope carries the store's state- 
ment. Some stores expect liberal re- 
turn privileges and not only in colors, 
sizes, and so on but to the point 
where merchandise is really out on 
consignment or memo. They expect 
liberal free samples and contribu- 
tions to their favorite charities. 
“Efforts have been made to get 
suppliers to underwrite the cost of 
lost, strayed, and stolen shopping 
carts. Cash discounts are taken when 
not earned. The burden of repairs is 
being shoved off onto the manufac- 
turer as fast as possible. 

“We can pass by the matter of en- 
tertainment, door prizes, and contests 
when buyers visit showrooms. The 
total payment made by manufactur- 
ers for retail fixtures will never be 
known but it must be enormous. 
Contests for sales people, window 
display contests, and  round-the- 
world trips for buyers all add a tidy 
sum to the mass retailers’ take. 











: tedeneet™ “Price concessions in innumerable 
It takes rugged power to move hun- - 4 | forms abound. The Robinson-Patman 
dreds of pounds of food and meat — . ; 
oe aie eallisesal Act has had little effect in controlling 
for processing and packaging...the tees : 5 
kind of power that Electro Dynamic this form of allowance. A list of 
standard and special motors furnish. concessions a yard long could easily 
The red E. D. “power spot” - be compiled. . . . It is entirely pos- 
is your assurance of ex- — sible that manufacturers will wind 
tra dependable Electro ns up underwriting the cost of the trad- 
‘mamic power...over lS \ Fe ; ‘ 
Dynamic powe “a ing stamp mania sweeping the na- 
75 years in developing on. TI pe ‘pt wh 
’ yours today at no ‘ “ , tion. The promotional allowance cov- 
extra cost! | “ ae - ers a multitude of services—most of 
| ££ | a them seldom rendered or rendered 
efficiently. The National Association 
of Retail Grocers has pointed out 
that the salary of the store buyer is 


paid tor. in some instances. by sup- 











pliers. It also commented on an “al- 

ED ELECTRO DYN AMIC _ most inexhaustible list’ of other al- 
f | lowances. 

6: DIVISION OF GENERAL DYNAMICS | “Yes, the list is endless. And in 

sal CORPORATION | this age of pre-sold brands, of self- 

BAYONNE, NEW JERSEY | service and self-selection made pos- 
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sible entirely by billions of dollars of 
advertising by manufacturers—in this 
age of pre-packaging, of self-pro- 
pelled merchandise movement—this 
list is far, far longer than it has ever 
been in the past. 


“Perhaps more advertising—better 


advertising—constitutes a sounder in- 


vestment than the trade deal under 


certain circumstances. Even in fields 
overrun by deals, there usually is at 
least one manufacturer who pre-sells 
as strongly as possible and offers no 
deals.” 

If youd like a free copy of this 
study, 130 Tested Trade Deal Strat- 
egies and Their Tactical Develop- 
ment, write to Doyle, Dane, Bern- 


bach, 20 West 43rd St., New York 36. 


Gasconade 


In recent years oil companies have 
been marketing their gasolines like 
vitamin preparations. Many impos- 
ing claims for varied ingredients la- 
beled with odd assortments of letters 
have been the main approach. 

However, now comes a survey in 
depth of 250 motorists, conducte d by 
University of Chicago psvchologist 
William He ‘ory, that challenges this 
approach. According to Dr. Henry's 
findings. most motorists feel there is 
little difference among gasolines and 
they are immensely unimpressed by 
technical claims for any pi articular 
brand. They realize that gasoline 
runs a car, but that is about as far as 
their knowledge goes. In fact, only 
one in five had any notion of the 
concept of combustion. Most said 
they thought ethyl and octane were 
good but had no idea why. 

They feel that good car perform- 
ance comes from the car itself and 
is not affected by the particular gas 
used. Brand loyalty is distressingly 
weak according to this survey. Only 
about one-third are loyal to a partic- 
ular brand, while nearly half had no 
preference whatsoever. 

When a brand preference is devel- 
oped, according to Dr. Henry, it is 
not for the product but -rather for 
the company. And the picture of the 
company that the motorist gets is the 
result of the personality of the at- 
tendant and the cleanliness and con- 
venience of the station. 

The survey was paid for by the 
Chicago Tribune so that it can he ‘Ip 
oil companies communicate more ef- 
fectively with their audiences. 

The moral for companies, in lines 
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The mark of an 
Extra Dependable 
machine 





POWER 
for the refrigeration 
and air-conditioning 
industries 
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It takes rugged power to 
keep refrigeration and air- 
conditioning equipment 
functioning quietly, efh- 
ciently and trouble-free 24 
hours a day... the kind of 
power that Electro Dy- 
namic standard and special 
motors furnish. 


The red E. D. “power spot” 
is yOur assurance of exira 
dependable Electro Dy- 
Mamic power...over 75 
years in developing...yours 
today at no extra cost! 


iva. 





ELECTRO DYNAMIC GD 


DIVISION OF GENERAL DYNAMICS .4: 
CORPORATION . 
BAYONNE, NEW JERSEY 


Good Warehousekeeping 
the “7 zvetcla@/e Nay 


means every item of your live storage 
is easily and quickly accessible 


KNOW where every item in your stock is located. 

Protect your stocks against damage. Speed and sim- 

plify inventory taking. American Racks are quality 

built .. built to withstand rough, tough usage year 

in and year out, in any industry. The American way 

has proven to be the most economical and efficient 

way of handling live storage. Make us prove this sss Gnesi 
tact. Distributors from coast to coast. Immediate serv- AMERICAN FEATURE 
ice. Write us today. Patent No. 2,654,487 


AMERICAN STORAGE RACK for every storage 








Adjustable Pallet Racks Skid Racks Coil Racks 





Tool & Die Racks Tiering Racks Drum & Barrel Racks 


AMERICAN METAL PRODUCTS CO. 


STORAGE RACK DIVISION 


5959 Linsdale Ave. q mi Detroit 4, Michigan 





other than gasoline: Research your 
advertising appeals carefully so that 
you dont talk over the heads of your 
prospects in terms that make sense 
only to your own technical people 
and those of your competitors. 


The pen is mighty 


When a market goes to pieces, do 
you face a Humpty-Dumpty situa- 
tion or can it be put back together 
again? The market for ball point 
pens slumped seriously after the 
early frantic rush to get on the 
bandwagon in the immediate post- 
war years. Just seven years ago, ball 
points were known as “the pens that 
make four carbons and no original”; 
you couldnt give them away. 

Then, in 1949, Paper Mate Com- 
pany, San Francisco, brought out a 
pen with an ink it claimed would 
not leak, smear, finger-stain, or re- 
main moist on the paper. Even so, no 
one wanted anything to do with it. 

So Paper Mate set out on a deter- 
mined selling procedure. Pens by the 
thousands went to bankers and edu- 
cators. Retailers were offered six 
pens free, told to order more if the 
first lot sold. More dubious retailers 
found themselves with writing on 
their shirtfronts and the offer of a 
$15 shirt free if the ink didn’t wash 
out. By 1953, Paper Mate’s sales had 
increased trom $15,000 the first year 
to $20 million. Today it outranks the 
next five manufacturers combined 
in dollar volume. 

The whole ball point pen industry 
was on its way back up. Industry 
sales were $35 million in 1949, moved 
up to $44 million by 1952. In 1953 
the sales figure was more than dou- 
bled, rising to $91 million. The fig- 
ures for 1956 are not yet available, 
but signs point to something over 
$111 million. Compared to fountain 
pens, the ball points took 86 per cent 
of the pen market in 1956. 

A good deal of this business comes 
from premiums. If, a few years ago, 
you couldnt give ball points away, 
today you have to fight them off. A 
New York City bank gives them to 
all new depositors. Chas. Pfizer & 
Company got word of mouth pub- 
licity for a new drug product with a 
pen inscribed: “This pen will write 
Cortril 4,210,170 times.” A movie ac- 
tress sent out 1,000 pens with her 
“Best Wishes.” And another pen was 
freely distributed by a New Jersey 


undertaker. — fh. he 
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OFFICE AVIARY 
continued from page 58 


Silvan -Tongued “Tru wpaten 


Something of a goose at times, he 
flies blind in the upper strata. The 
boss can do no wrong. The company 
can do no wrong. The product is a 
peerless acme of its kind. He is quick 
to see one side of everything. His 
enthusiasm soars when manage- 
ment’s ears are within hearing range. 
His stories are always subject to dis- 
count, and the discount rises when 
the hero of a story is himself. Out- 
side the office, he is a public rela- 
tions expert without portfolio. His 
motives are transparent to all, es- 
pecially to the shoeshine boy with 
whom he holds high-level manage- 
ment discussions. 


Scanlek Scavengar 


He has a nose for news. especially 
if there is a slight taint in the air. He 
is devoted to spreading the truth 
when the truth is damaging to a rep- 
utation, but he is pleased at any time 
to give momentum to rumors. He 
talks importantly of his community 
service and club memberships, but 
he is most eloquent when reporting 
the romantic interests of associates. 
Marital troubles are among his favor- 
ite tidbits. Every office has one of 
these birds tor a while, but he tends 
to drift on his own wind from job to 
job. Every pot: shot he takes hurts, 
but sooner or later the clay pigeon 
he smashes is himself. 








Nowdle.-tleaded Nuthateh 


He always says the right thing at 
the wrong time, and the wrong thing 
to the right person. He has an un- 
canny art for pronouncing names 
wrong, as well as getting his names, 
places, and products mixed. He loves 
to use impressive words which don't 
always mean what he thinks they 
mean. He could call a Parisian a par- 
asite and never bat an eye, and says 
trite when he means terse. Netted in 
flight in a personnel interview, the 
ladvbted of the species may admit a 
disparager between her real and 
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SAVE TIME and MONEY 


on price lists...parts lists... 


directories ...catalogs... 
Ti: (=>. 4-) See =) | 








VISIBLE 


A MI SAGE GIRS INR: 














the quick, easy way 









ROO ORNS ROSIE OOK 


to reproduce lists... 





Save time and expense of typesetting; 
JUST TYPE your typewriter is your compositor. 
Each line typed on individual card. 
Revisions quickly made, listings 
added or deleted, page arrangements 
changed and illustrations or headings 
added. 


Always available for instant reference 
or use, easily kept up to date in your 
office and under your control, con- 
veniently and compactly filed. 






PII OS 
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Reproductions can be made any 
proportionate size and printed by 
offset, planograph or other methods 
of commercial or office reproduction. 













POP EBOO NORA BNA 
Se 










DISTRICT OFFICES AND REPRESENTATIVES IN PRINCIPAL CITIES 
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REPRODUCE 
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ACME VISIBLE RECORDS, INC., Crozet, Virginia 


















[] Send us more information and literature on Photo Panels. B457 

[_] We are interested in Acme Visible equipment for records. 
KIND OF RECORI 

[] Have representative call. Date Time 




















Company Attention 
Address 
City Zone State 
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TEXAS POWER & LIGHT 
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is the 
right spot for 
your plant to GROW! 


Our plant location specialists are 
at your service! 


Whatever your needs for a new plant location, the 
Texas Power & Light Company’s industrial specialists can 
give you the full facts about locations in the Texas Bright 
Spot... the area served by TP&L. 


These men always have the facts up-to-date and read- 
ily available, because our business of supplying electric 
service takes them into factories, business offices, stores, 
homes and farms throughout our service area...a pro- 
gressive 47,000-square mile section of North, Central and 
East Texas, comprising 466 cities, towns and communities. 


Tell us about your needs for a new plant site. Your 
inquiry will be treated in strict confidence. 





Consider these advantages... 


e Center of a 27-billion dollar market 
e Excellent transportation, providing access to national and world markets 
e Favorable tax structure —no sales tax — No state income tax 
@ Reasonably priced, spacious sites with plenty of room to grow 
Ample, low-cost electric power 
Friendly, native-born workers 
Courteous, cooperative city and state officials 


Raw materials available from nearby sources 


AREA DEVELOPMENT DIVISION 
FIDELITY UNION LIFE BUILDING e DALLAS, TEXAS 
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stated age. Wild or caged, this inno- 
cent punster is a source of constant 
merriment to his fellow office work- 
io Ee tor he lets the chirps fall where 
they may. 


“— Duckls 


She married her job, and_ she’s 
making the best of it. If beauty 
passed her by, there is an awkward 
grace in her manner, and a rough- 
grained charm under the gravel 
voice. She had to fight to get a job, 
and it would take a tougher fight to 
get it away from her. She knows 
where shes going and what she’s 
doing every minute of the day. She 
may have a tart tongue, and even a 
command of brimstone epithets. The 
staff may love her and fear her, but 
they respect her for being the most 
dependable bird in the office. She 
flies as straight as a crow—but never 
off the handle. 


wi Bindu 


His feathers are always immacu- 
late and never ruffled. He alights at 
his desk early, and has all the mail 
sorted and his own answers planned 
by the time the punctual arrive. He 
watches late-comers like a hawk and 
disciplines the laggards under him 
with withering remarks. He listens 
in contempt to every excuse, justi- 
fied or not. He knows the product. 
the price list, the catalog, and the 
shipping schedule, but he doesnt 
know people. No man can grouse 
about this paragon, but somehow, 
nobody loves him—not even the boss 
when he has to give him a raise in 
recognition of the example set to 
flightier members of the office flock. 


Loqqenhuadad ating Bind 


He is sometimes mistaken tor the 
garden peacock or the house parrot, 
but his species 1s readily identifiable 
by those who share his habitat. He 
tries to be the boss's alter ego. Un- 
consciously, he imitates his superior s 
writing style and even speech man- 
nerisms. In following up an instruc- 
tion, he is tempted to overstep au- 
thority. He tends to be arrogant to 
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inferiors and pretentious to outsiders. 


As an imitator, he lacks the sense of 
fairness that a top executive would 
display in observing the spirit rather 
than the letter of the law. He mimics 
authority, but never understands it. 
Cocksure and bird-brained, he wears 
his boss's feather in his own cap. 





He regards himself as a born lead- 
er, a native of high places, and sym- 
bol of America’s growth. Descended 
from an ancient species of hawk, he 
is the most patriarchal of birds and 
flaunts his might in gloved talons. A 
bird of prey, he flies solo, raids com- 
panies, and makes feathers fly in a 
proxy fight. He delegates nothing 
and decides everything. He is almost 
extinct. 


Yorting Gractle 


He lives by vicarious thrill. The 
little man who drops big names in 
sales interviews or casual conversa- 
tion may be a fine producer or steady 
worker, but he is starved for excite- 
ment in his personal life. He wants 
to be around people who do things, 
who meet the world in large assign- 
ments, and get recognition for 
achievements. He is impressed by 
publicity, and is delighted to have 
his picture taken with a nationally 
known American bald eagle. He 
honks loudest in his home field 
among his smallest feathered friends. 


] 
Mos pic. 

He loves to hear himself chatter. 
and there's no stopping him. He can't 
be cured. but he may be interrupted 
bv artifice. The first step is to agree 
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The truck with 


‘hoarding house reach’’ 


INCREASES WAREHOUSE CAPACITY 


3000 Ib. 
CAPACITY 




















»-- as much as 50% 
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Reach Fork 


TRADE MARK 








WHY BUILD OR LEASE additional storage when 
there's space to be had right in your present ware- 
house? A Raymond Reach-Fork the truck with 
‘‘boarding-house reach’ . . . may increase your ware- 
house capacity up to 50%. 


THE REACH-FORK eliminates wasteful 10 to 12-ft. 
aisles . . . permits you to tier in space-saving 6-ft.* 
aisles. No special racks or pallets required because it 
operates from the aisle, without straddling bottom 
pallet. Its forks extend to pick up or deposit your 
load ... retract in seconds. 


IDEAL FOR LOADING and unloading. Stacks pallets 
closely on racks, in truck trailers, boxcars, bulk storage 
areas. Safe on elevators and low-capacity floors. 
Raymond power unit is highly accessible, opens up 
like a book for ease in servicing. Reach-Fork available 

















in 2,000 or 3,000 |b. capacities ... 
or purchased over 1 to 3-year periods if you wish. 


may be leased 
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@ AVERAGE } 
| 10-12 FT. AISLE | 


— - REACH-FORK TIERS 





MODEL  E3RT ~ Reach-Fork 
Electric Tiering Truck. Tele- 
scopic model, 3,000 Ib. cap. *For exact aisle width, ask Raymond representative to survey 

your operation. 


THE RAYMOND CORPORATION 
4631 Madison St., Greene, N.Y. 


Please send Bulletin on Raymond Reach-Fork. | am interested in: 
[} 2,000 ib. cap. Reach-Fork. 
[] 3,000 Ib. cap. Reach-Fork. 
[) Have o representative call. 





WITHOUT STRADDLING 
BOTTOM PALLET... 


MAIL 
COUPON 
TODAY 




















NAME TITLE stmenenes a 
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STREET 
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To executives 
who should be 
concerned with 
their company s 
INSURANCE 
PROTECTION 
PROGRAM 


Have you outgrown your coverages and 
the services that should go with them? 
Many executives in your position are 
finding previously unrecognized inadequacies 
and extravagances in their companies’ 
protection programs, created by business 
growth and by changing labor, tax and 
economic conditions. They are taking a new 
look at their new requirements—and 
at the facilities available to meet 
those requirements. 
In this situation, we invite you to take 
a good look at Marsh & McLennan. 
You will find facilities, experience and 
knowledge that are meeting the exacting 
requirements of both large and small 
industrial enterprises in virtually every field 
of business. You will find authorities tn all 
lines of insurance and a conception of 
performance that goes beyond the traditional 
services of a broker or agent to include 
engineering, loss adjusting, research and 
informed, impartial counsel. You will find 
us well equipped with a continuing service 
to meet a// your insurance requirements, 
There is no obligation in a preliminary 
discussion of your situation, and we 


invite your inquiry. 


Marsu & McLENNAN 


NIARSH & MCLENNAN - COSGROVE & CQO, 


Insurance Brokers 
CONSULTING ACTUARIES «- AVERAGE ADJUSTERS 


New York 
Pittsburgh Seattle 
Duluth Atlanta 

Washington Montreal 


Chicago 


San Francisco 
S/. Le uis 
New Orleans 


Los Angeles Boston 
Portland 


Phoenix 


Detrowt 
Indianapolis St. Paul Buffalo 
Tulsa Milwaukee Cleveland 


Calgary Havana Caracas London 


Minneapolis 


Vance uve? 


DUN 
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with him noncommittally. If he is 
your superior, you can “yes” him un- 
til there's nothing left for him to say 
but repeat it all over again, which he 
may do. If he’s bawling you out for 
a real or imagined error of judgment, 
listen penitently until he runs 
through the cycle of blame and sud- 
denly finds himself on your side. Of 
course, if he is a magpie junior grade, 
you can quietly wring his neck or 
you can tell him his ideas are for 
the birds. 


sos | Phaty pvs 


He may look like any other com- 
mon office bird in his gray pin-feath- 
ered suit, but his busy competence 
is a hoax. His nest is papered with 
unanswered letters, and he keeps 
them flowing into the “out” box with 
transmittal slips. He saves string, pa- 
per clips, and rubber bands, and is 
often seen by birdwatchers going 
through channels. He flits from task 
to task without finishing any. He 
likes to sit on a job, let his thoughts 
incubate, and clutter pigeon-holes. 
When he finally hatches an idea, he 
lays an egg. 


_ 


Grea - Backed Budseten 


His mission in life is to cut costs. 
He is so nearsighted that he often 
Hies backwards—or sometimes in cir- 
cles. He is more concerned about do- 
ing things more cheaply than doing 
them better, and would rather lose 
a big order than pay for a telegram 
to confirm it. He will spend weeks 
accumulating data on how to save 
postage, reduce phone calls, or slash 
overhead, but he forgets to report 
the cost of his own research. He 
shuffles between shakeups and shake- 
downs, and often gets his tail tangled 
in a net profit. His favorite nesting 
place is a slump. 

—KENNETH HENRY 





EAT, DRINK, 
AND KEEP TRACK OF IT 
Entertaining business clients 
Is a duty and a science, 
Full of pleasures ineluctable 
(Also income-tax-deductible ). 


RICHARD ARMOUR 
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invoice... 


WRITTEN JUST ONCE 











Just one writing —thats all you 
need to fill, ship and bill orders this new 
Ozalid Direct Copy way. 


You start with an order filled out by your 
salesman or clerk. Ozalid copies, turned out 
in seconds, serve at every succeeding step. 
From one writing, you get receipts, 


labels. invoice—in fact all your paper work. 


You save costly repetitious handcopying 
and retyping...eliminate copy errors 
and proofreading... get shipments and bills 


out sooner... improve customer service. 


Ozalid Direct Copying ends wastetul “repeat 
writing’ in every department. Cost? Less 
than a penny for a letter-size sheet of 
treated Ozalid paper—lowest cost per 

copy among all copying processes. 


For the full storv, call vour local Ozalid 
representative today. His number's in the 
phone book, or send coupon below 

for more information. 


OZALID" 
DIRECT Co tS aleleliaaae 


A Division of General Aniline & Film Corporation 
In Canada: Hughes Owens Company, Ltd., Montreal 




















Ozalid, Dept. C-4, Johnson City, N. Y. 


Please send hniore information QT) how Ozalid Direct 


Copying Can fie Ip us with our: 





Order-Invoicing | Purchasing Accounting 
Production ( ontrol Receiving I mvimcerime 
Name 
4 ye > ¥ 3 : ~ as 4 Position 
Firm 
Address — 
Citys Stat - 


tient ill ctl a2.) tae 
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(Advertisement) 


UST) GROWN 
100 FAST 


“Automating” your office procedures 


may provide one answer 


The rising cost of doing business can be met in 


many cases by “automating” certain ofhice processes. 


Moore Business Forms (the largest company in its 
field) has developed procedures with Automated 
Data Processing —or ADP—which have proved of 


value to both small businesses and large. 


ADP contributes importantly to holding down 
costs, thus increasing profits, by speeding work, re- 
ducing errors, making new employees unnecessary 


as business expands, improving employee morale. 


RE SINE = Hooks, 
Moo BU ss ORMS Wa 


Moore makes no machines—simply analyzes your 
problem... plans the proper ADP system for your 
business . designs and manufactures forms 
needed for maximum efficiency. 
° ° ° ° 

Call the Moore man (he’s in the telephone direc- 
tory). Over 300 ofhces and factories across the 
U.S... Canada, Mexico, Caribbean and Central 
America. Or write Moore Business Forms, Inc., at 
Niagara Falls, N. Y., Denton, Texas, or Emeryville, 
Cal. No obligation, of course. 
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COST-OF-DOING BUSINESS SURVEYS 








Retail Tools Which Also Aid Suppliers 


OPERATING RATIOS IN FIVE RETAIL LINES, 1955 


Number of Concerns..... 


Typical Net Sales per Concern.. 


Net Sales (“7)...... 
Cost of Goods Sold 
Gross Margin.... 


I xpenses: 


Owner's Compensation... ....006ee08. 
eee TED, «occas caaweods 


Occupancy Expense. . 
Advertising..... 


rn ee . on nk ee he teers 
Delivery Expense. . la eh eck Soak a etureere , 
Supplies... .. (huean wae ake wa 
Depreciation, Fixtures.....ccccsccsece 
License Fees.. ' Terrre var? 


1// Other Ff rpenses 
Total Expenses... 


Net Profit Before Taxes........... 
Net Profit on Net Worth (°7)........ 


Net Worth Turnover (annual).... 
Inventory Turnover (annual)... 


Lumber 
Dealers 


997 


$287,150 
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Package 
Liquor 
Stores 
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DESIGNED, 





RETAIL cost-of-doing 
business surveys have guided retail 
management in policing costs and 
protecting prohts for at least 40 
vears. The demand for them has 
grown as management has becom: 
increasingly aware of the need for 
operating ‘controls. These studies 
have also become popular with sup- 
pliers in their consumer relations 
® Many industrial concerns give 
their salesmen copies of retail cost- 
of-doing business surveys to hand 
out to customers, as a practical way 
to improve good-will. 
® More manufacturers are using 
these studies to help marginal ac- 
counts spot and solve their problems. 
thereby salvaging outlets that might 
otherwise be lost. 

Although designed primarily to 
help retailers find out where they 





ENGINEERED AND CONSTRUCTED BY 


Nigton-Abbott 


CORPORATION 








Research Laboratory designed and erected by Wigton-Abbott Corporation 
for the Gulf Research and Development Company at Harmarville, Pa. 





Development of New Processes and Equipment installation 


industrial Design and Construction and 
Conversion of Existing Facilities 


Economic Surveys, Reports and Analyses 








on-Abbott Corporation 


CON STRUCTORS 


Moin Office 










ENGINEERS & 


n. J. 
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are spending too much or _ not 
enough, cost-of-doing business stud- 


“ Ci if "J bad OU he Wf )3 OH UN ean: ies have also found other useful ap- 


plications in non-retail management. 





eo ; | 7 ® Manufacturers and_ wholesalers 
Is Economica eo ¢ @ ompact oe © use them in granting credit. A thor- 

‘ ~ | ough understanding of the custom- 
Standardized » | : ers financial condition is essential to 

Sit cin ad jj : . a sound appraisal of the credit risk. 
[f goods are sold to various lines of 
trade, the typical cost-of-doing busi- 
ness may vary in each and become 
significant to credit analysis. 
® Banks use these studies to calcu- 
late the strengths and potentials of 
companies before extending loans. 
® [nsurance companies find the stud- 
ies vaiuable in appraising risks and 
writing policies. 

To meet the growing demand, 
cost-of-doing business surveys for 
specific retail lines are being made 
and published by trade associations, 
trade magazines, newspapers, mar- 
keting research organizations, and 
even industrial concerns, which rec- 
| ognize that keeping retail outlets 
Basic Micromatic ‘150’ Machine, | healthy helps keep the production 
suitable for both internal and ex- , 
ternal Microhoning. lines healthy. 
| As a business service, Dun & 
BRADSTREET has prepared Cost-of- 
Doing Business Surveys on 27 differ- 
ent lines of retail trade since 1949. 
all its benefits including efficient stock removal, accurate geometry and controlled Typical figures for all concerns in 








Now, even manufacturers with limited capital can afford Microhoning . . . with 


surface finish. The new Micromatic 150" Hydrohoner is the answer! each of the five retail surveys con- 
ducted in 1956 are given on page 85. 
Because it is standardized and produced in quantity, this quality machine is —F pier SIVERTSEN 





economical. (Special engineering is limited to tooling and fixturing.) The design 


and quality of the "150" assures performance equal to more expensive honing | DUN & BRADSTREET 
RETAIL SURVEYS 





machines. It has a 12” stroke and Microhones diameters up to 1/2”... yet re- 


quires just 34” x 52” of floor space. Lines of Business 
Package Liquor Stores 
The Micromatic 150” is ideal for the manufacturer with limited capital, short Retail Lumber Dealers... . 
Auto Accessory and Parts Stores. . 
production runs or a need for standby equipment. Immediate delivery from stock Candy, Nut, Confectionery Stores 

. ‘ Retail Bakeries.. oe aes sa 
on basic machines. | Dest Markoate | 
Women’s Accessory, Specialty Stores 
Juvenile Furniture Stores. . 
16mm, sound movie, “Progress in Precision”... available at your request. Camera, Photographic Supply Stores. . . 
Floor Coverings Stores.... ry 
Women’s Ready-to-Wear Stores 
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The principles and application of Microhoning are explained in a 30-minute, 


["] Please send me “Progress in Precision” in time for . , NG ORG SAVORINGS osc kes dikes 
(date). Sporting Goods Stores.... 
Florists 
Jewelry Stores........... 
[ ] Please send Microhoning literature and case histories. e Men’s Furnishing Stores 
Cemocery SiOPes.. 6... ees 
Family Clothing Stores. . 
TITLE ae a es — eee: Gasoline Service Stations 5 
Gift, Novelty, Souvenir Stores. .. 
COMPANY eS eee — Farm Supply Stores... tee 
Children’s, Infants’ Wear Stores.......... 
STREET __ —- ~— He Retail Shoe Stores......... 
Grocery and Meat Stores. , a5 
—ZONE______STATE___ Lumber, Bldg. Material Dealers... 
mestaurant$S........s. ao 
Dry Goods, Gen’l Merchandise Stores.... 
i @ OMA Tl] C ONE OR pP Single copies available free on request from: 
as Public Relations and Advertising Dept. 
8100 SCHOOLCRAFT AVENUE + DETROIT 38, MICHIGAN mal ha aaa 


99 Church Street 
New York 8, New York 





showing on 
[] Please have a Micromatic Field Engineer call. 


NAME 
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SPOTLIGHT ON THE OFFICE 
continued from page 43 


tions and rates checked against those 
of other employers. “The office em- 
ploye e, he says, “wants to know that 
he is not forgotten, that he and his 
work are we we at regularly, that 
consideration is given to “what he has 
done. A good program displays his 
strengths—brings them to his super- 
visors attention—and also shows up 
his weaknesses so that he may be 
given help in improving his perform- 
ance. Work distribution must not be 
unreasonable. Fairness is the aim of 
this part of the program.” 

“It is also important,” he continues, 
“to expose the employees to oppor- 
tunities to improve themselves. They 
need to have an objective towards 
which they are heading. We try to 
develop everyone and _ bring them 
along for possible future promotion. 
Our he y people are imbued with the 
nece ssity of developing successors. 
This not only encourages the office 
employees, but it also uideen it pos- 
sible for the supervisor to be moved 
up, and it gives the company com- 
petent people to choose from. 

“The heart of our efforts lies in 
showing the employees that their 
company and their supervisors are 
really interested in what they are 
doing, and that they are considered 

» have a constructive part in the 
ane ’s activities.” 

This corporation's headquarters 
staff has no packaged programs to 
offer local plants and offices; it has, 
after all, a staff function, and it 
works through personnel and indus- 
trial relations staffs in the scattered 
units of the company. 


Participation Plus 


In communications, two of this 
company 's activities are worth not- 
ing. Through supervisory training, 
it encourages the holding of small 
group discussions on the immediate 
problems of the employees involved. 
It finds that these meetings increase 
interest in the work the employee is 
doing; they are one of the ways of 
granting more responsibility at lower 
love ls in the organization chart and 
of affording the individual personal 
satisfaction in accomplishment. 

Another kind of activity that the 
industrial relations chief says has 
been found to encourage employee 
identification with the enterprise is 
participation in industry-wide pro- 
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NE DY fied 1 sean Is WD BOD 1 BB 
Can Be Automated to Any Degree 2% 
Easily. . . Economically 


‘*Microsize’’ automatic sizing ‘*‘Microdial’’ automatic hydraulic feed 
‘‘package.’’ Furnished as Gage control and stone wear compensation 
Piug or Gage Ring. Ends cycle auto- **package."’ Eliminates manual teed 


matically when size is reached. and stone wear adjustment. 







Typical automatic work 
handling setup. Built by Mi- 
cromatic or engineered for 
the customer. 







The basic Model “150” Hydrohoner is a new, standardized and economical 
Microhoning machine ... priced for manufacturers with limited capital or 


relatively short production runs. 


The basic machine features automatic stroking and hydraulic initial tool expansion 
and collapse. Various degrees of automation can be easily added at any time to 
the basic machine as required by individual manufacturers’ needs. Micromatic 
“package units’ which provide specific automation functions are illustrated. 
Design of this basic horizontal machine and its stationary bridge facilitate 
addition of these ‘package units’. For complete automation of the “150” 
Hydrohoner, Micromatic will build automatic work handling devices or assist users 


in designing their own automation of work handling. 


Send coupon for complete information. 


10" THe 
oO, 














Learn how Microhoning will give efficient stock removol, o ¢ e*. 

closer tolerances, accurate alignment and functional surfaces. 2 - 
["] Please have a Micromatic Field Engineer call. -a =: 
a Please send Micromatic literature and case histories. p y ae : 
NAME wna 

TITLE 

COMPANY_ . 

STREET Site eeninadiinnmensibids 
CITY ZONE STATE E 








CORP. 


DETROIT 38, MICHIGAN 


MICROMATIC HONE 


8100 SCHOOLCRAFT AVENUE - 
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Office 


waker 


it gets the morning mail opened a 


lost waiting for mail; the whole of 


gets a head start on the day’s wor 


edge off envy elopes as fast as they 


upper! 


with a stiletto! Opens every SIZe 
and thickness of envelope, leaves 
contents intact. Safe, neat. quiet. 
Hand or electric models for every 
need. Even the smallest office can 
benefit from a MailOpener. 


PITNEY-BOWES e Free trial: The nearest PB office 


MAILOPENER 


Pitney-Bowes. INC. 

1563 Walnut Street. Stamford, Conn. 
ee Originators of the post meter. ou. 

offices in 101 cities in U.S. and Canada. 


WHY DONT 
| MIND MY 
QWN 

BUSINESS! 


= x 


| = 
s NSU _ 
TEN NG 


. maintenance, licensing, insurance, the other hundreds 


near? Then write for free booklet 


ie 


with parcel post map and zone finder. 





TRUCKS are OUR business! Put all your 
time, worries, capital into YOUR OWN 
business ! 

Your local NTLS member-company will 
handle all details . 
of headaches, and furnish capital! Full-service NILS truckleasing furnishes 
own 


everything but the driver. You your fleet of fully-maintained trucks 


with a single invoice. ReLEASE yourself from ‘truck trouble.” Write for folder. 


TRUCK LEASING 


SYSTEM 
SUITE D-4 

CHICAGO 4, ILLINOIS 
Wembenrs in principal cties 


23 E. JACKSON BLVD. 





That’s the MailOpener! Because 


distributed earlier. Result: less time 


eo APB MailOpener snips a hairline 


can be fed. Much faster than a ste 


will gladly put a MailOpener in your 


ofhce for a free trial. No PB ofhce 


FREE: ‘¢ nd fi rT handy de sh OT uU all { hart of Py stal Rate § 


nd 
Ice 


‘ 
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motion campaigns—in this particular 
companys case, Chemical Progress 
Week, which is being held the first 
of this month. Chemical Progress 
Week, sponsored by the Manufactur- 
ing Chemists Association, lays em- 
phasis not only on national publicity 
and company institutional advertis- 
ing, but on involving the industry’s 
$30,000 employees in boosting their 
own industry. They are encouraged 
to carry the industry's story into their 
social organizations and to spread it 
among their friends and neighbors. 
Annually, more and more rank-and- 
file employees participate, and in 
selling others on the value of the 
industry and its company compo- 
nents, they sell themselves, too. 


Easy Does It 


Although discipline in the office 
has undoubtedly been relaxed in the 
recent years of clerical-worker short- 
age, there appears to be no great 
concern about this fact among top 
personnel men. In fact, “excessively 
strict discipline is a killer,” says the 
employee relations manager of a 
New York headquarters office. “There 
is less emphasis on discipline because 
that is the flavor of the times.” His 
comment lends support to a point 
sometimes made by Professor Robert 
T. Livingston of Columbia Univer- 
sity s Industrial Engineering Depart- 
ment: that todays workforce is 
very different one from that of a 
quarter-century or so ago, because the 
trend in education these days is per- 
missive, whereas it used to be author. 
itarian. With workers brought up on 
new methods emphasizing the value 
of the individual, employers must 
adjust personnel policies to the new 
kind of men and women. And they 


seem to be doing so. 


cl 




















“It seems to me, Hotchkiss, our public 
relations leaves something to be desired” 
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Like these Great Companies, You, Too, Can 
Use Copyflex One-Writing Method to... 


Speed Paper Work, 
ash Clerical Costs! 


4 


Tans) \ 
ree 
\ gen MOON 
\ Koos 


Copyflex Desk Top 

Model 110 copies originals 11 

inches wide by any length. Only 
555. Other models available to 
copy originals up to 46 inches wide. 


Throughout America, progressive companies like those described 
here are simplifying and speeding business operations with the 


revolutionary one-writing method made possible by modern 


Copyflex copying machines. You surely can, too! 


With Copyflex, you write basic information only once—the 
entire series of copies needed to complete any systematized 
business operation are mechanically reproduced from the origi- 
nal. You eliminate the big cost and delay for retyping or rewriting 
constant information from one form to another. This frees per- 
sonnel for other important work, gives you tighter control of 


operations, saves thousands of dollars. 


Copyflex machines are clean, odorless, economical—letter- 
size copies cost less than a penny each for materials. Copyflex 
will fit readily into your present systems. Mail coupon today— 


it can mean important savings for you! 


Offices in 
37 Cities of 
the U.S. and 
Canada 
LE. 
Copies anyth.ag typed, (, 
written, printed, or drawn on 
Ordinary translucent paper YD (24 
—in seconds. 


CHARLES BRUNING COMPANY, INC., CHICAGO 








Charles Bruning Company, Inc., Dept. 41-DR 
4700 Montrose Ave., Chicago 41, Ilinois — 


Please send me information on the Copyflex process and 
machines. 
0 ee 
Company 
Address. 


The Borden Company— Now marking its 100th year, and one of the nation’s 
leading dairy, food, and chemical processors—uses Copyflex to get out impor- 
tant financial and accounting reports on a fast, one-writing basis. Operating 
and statistical statements, for example, are mechanically reproduced directly 
from the master work sheets. Copyflex eliminates any need for slow, costly 
manual transcription, assures fast and accurate processing of reports. 


American Can Company, America’s largest manufacturer of metal and fibre 
containers, uses Copyflex to reproduce customer invoices directly from order 
Originals prepared on receipt of customers’ orders. These order originals are 
utilized again and again for multiple shipments. All of this is done without 
any rewriting or retyping of constant information from one form to another 
Copyflex has speeded billing operations, reduced clerical costs and errors to 
a minimum. 

















City 
in Canada: Charles Bruning Company (Conada) Ltd. 
105 Church St., Toronto 1, Ontario 
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GOLD NUGGET 


WELDED 


PAT. PENDING 


Realizing the need for an improved heavy 

——— “ duty, open steel floor grating of greater strength and 

economy, The GLOBE Company presents GOLD NUGGET Welded Grating 

— the first grating to take advantage of modern engineering design. As a 

result of this improved design, the GOLD NUGGET primary load bar pro- 

vides 22% more strength with 14% less weight. The primary load bar is a 

miniature I-beam with all of the advantages of a true structural member. 

GOLD NUGGET Welded Grating is recommended for power houses, 

loading docks, oil refineries, fire escapes, drain grates, plating rooms, 
filtration rooms and for all types of heavy duty platforms. 


GOLD NUGGET 


%* 38" projection weld nugget for greater 
rigidity and strength 


% vertical alignment of the main load 
bars assured 





*® all bars are load carrying bars including 








secondary bars 
%* anti-skid pattern 





PROJECTION WELD 


Each secondary load bar (A), as projected welded 
to the primary load bar (B) has a shear strength of 
5,000 pounds per weld. There are 28 such projec- 
tion welds to a square foot of grating. This means 
that Go_tp Nuacet Welded Grating can sustain 
greater shock loads than other gratings. 








For the complete details of this revolutionary new grating, write 
for new catalog today. Distributors in all principal cities. Consult 
the yellow pages in your phone book under “GRATING.” 


Ti &S&LlOBeE Company MASINGE 1914 


SAFETY GRIP-STRUT GRATING * GOLD NUGGET WELDED GRATING * CABLE-STRUT AND GLOBETRAY CABLE RACEWAYS 
4046 SOUTH PRINCETON AVENUE + CHICAGO 9, ILLINOIS 





PATENTS AND PROGRESS 
continued from page 54 


Many improvement patents repre- 
sent only slight variations on a basic 
theme. 

As producing patentable inven- 
tions has become routine, with dif- 
ferent firms contributing bits of the 
jigsaw puzzle, massive conflicts have 
become inevitable over claims to 
processes that everyone in an indus- 
try is working on. Interference pro- 
ceedings in the Patent Office have 
been ic by titanic struggles in 
the courts. If it had been practical to 
define and isolate invention in an 
industrial age, these wasteful con- 
ficts could have been eliminated. 
But who was to say whether the 
Dubbs cracking patent anticipated 
Burton’s, or to what extent each in- 
fringed or was infringed by a 
Holmes-Manley, Tube and Tank, 
other processe 1? Major oil companies 
involved in the unbelievably compli- 
cated litigation spent millions of dol- 
lars before they arrived at a com- 
prehensive cross-licensing plan in 
1931, with Universal Oil Products 
acting as a kind of community-sup- 
ported research organization. Com- 
panies that were, in effect. pools to 
eliminate interminable and unsolv- 
able patent conflicts were also set up 
in electronics, where RCA was trus- 
tee for GE, Westinghouse, and 
AT&T, and in the glass container in- 
dustry, where  Hartford- Empire 
maintained an uneasy truce. The 
patent system had, in these areas, 
been self-defeating. Only by emascu- 
lating it was private industry able to 
continue to make technical progress. 


The Courts 

The courts in the early 1930's be- 
gan to react strongly against at- 
tempts by corporations to stake out 
broad patent claims on predictable 
and slight advances in the art. At 
about the same time, the Antitrust 
Division launched an attack on a 
wide front against the patent pools 
and single-firm patent factories that 
had appeared in the chemical, glass 
container, electric lamp, punch card 
machinery, and other industries. 

A gulf has widened between the 
rigor of the standards employed by 
an overworked Patent Office in issu- 
ing patents and those used by the 
courts in reviewing claims of in- 
fringement. The rise in judicial sus- 
picion of corporate patent claims can 
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be measured by a study of patent 
litigation in the U.S. Circuit Courts. 


In the vears 1925-1929. only 33.4 per 


cent of litigated patents were held 
invalid. From 1950-1954, 60.7 per 
cent were held invalid. In the U.S. 
Supreme Court for the same years, 
the corresponding percentages were 
29 and 100. What good was a patent 
if it could not Evi- 
dently it was only a chance to liti- 
gate, as Walton Hamilton said. 

Some courts explicitly held that 
the standards of patentability should 
be higher for inventions — that 
emerged from a corporate laboratory 
than for those of private individuals. 
They refused to find that patents 
were infringed if the defendants 
could show they had been misused, 


be sustained? 





PATENT CHAMPIONS 

Here are the 25 companies that ac- 
quired the largest number of patents 
in the seventeen years 1939 to 1955: 
General Electric Co.......... LOT 57 
Amer. Telephone & Telegraph. 8,539 
Radio Corp. of America....... 7,894 
Westinghouse Electric. ....... 7,567 
E. I. du Pont de Nemours..... 6,338 
Esso Standard Oil Co........ 4,899 
General Motors SO. Seereree 4 04] 
Fastman Kodak Co 3.184 
Bendix Aviation Corp eer e 3,113 
American Cyanamid Co...... 2,872 
United Shoe Machinery Dk ae aie 2 461 
Phillips Petroleum Co........ 2,424 
rem Gee GO. .. cc ska: ere 
Westinghouse Air Brake. 2.108 
Sperry Rand ee 2 O66 
General Aniline & Film ack i ae 
The Dow Chemical Co....... 1,884 
Minneapolis-Honeywe I] tee Boke | S13 
Monsanto Chemical Co....... 1,747 
Soconv Mobil Oil Co., Inc. ... 1,697 
Universal Oil Products Co.... 1.665 
Union Carbide and Carbon. . 1.645 
B. F. Goodrich Co besten Se 
United States Rubber Co..... 1,469 
International Business Machines 1,410 











or that the patentee did not intend 
to use them. Consequently the vol- 
ume of patent litigation dropped off. 
GE’s patent counsel, in an ingenious 
computation, — has that 
when a suit against an infringer has 


estimated 


only a one-in-four chance of success, 
a defendant risks much less by fight- 
ing a suit than does the plaintiff, 
who must count on recovering four 
times his litigation costs in each suc- 
cesstul suit. Such recoveries are un- 
likely; most victorious suits bring no 
recovery for past infringement. In 
the latest of such decisions, a Balti- 
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Beneficial 


Reports 
for 1956 














SYSTEM 














L000 CMe Year 


With the opening of an office in Garden Grove, California 
early in 1956, the Beneficial Finance Svstem became the first 
| OOO-oflice organization in the consumer finance field. 

In the Beneficial Finance System's 42-year history, 1956 was 


the best year ever . in number of families served .. . in 


area covered . in number of offices operated ... and in 
net earnings. 

Beneficial serves principally families by making loans in the 
small amounts they require and on repayment terms espec ially 
devised for them. In this wav. a constructive service is rendered 


to people living in thousands of communities. 


.4 BENEFICIAL loan is for a beneficial purpose. 

























HIGHLIGHTS 19oG I9o6 








Net Income $ 18,685,686 


Net Income per Common Share $1.91. 


Cash Dividends paid per 
Common Share $1.00 
$739,041,925 


1,857,772 


Amount of Loans Made 
Number of Loans Made 


instalment Notes Receivable 


—at year-end (after deducting 
Uneorned Discount) 


$442 ,283,634 








Number of Offices—at year-end 1,023 


lhe information contained herein should be read in conjunction th the 
financial statements and notes adppcaring i t fre 1956 Annual Report to 
Stockholders \ Copy Or 1ttl Rrerrporr: Wuiet 1 FiRNISHED UPON REOUES] 


$ 16,807,373 
$1.71 


$1.00 
$632,491,082 
1,783,979 


$384,902,281 
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inance Co: 


Beneficial Building, Wilmington, Del. 





MORE THAN 1,000 OFFICES IN THE UNITED STATES, CANADA, HAWAII AND ALASKA 
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Rub—rap—tap—scrape—this smooth- 
surfaced shuffleboard disk is made to 
take the daily “grind” with a sturdy 


never-mind. Plenco-developed phenolic 





molding compounds build a protective, 
extra hardness into the surface areas of 
your product or part. More than skin- 
deep, this special density extends in 
depth, toughening the molding through- 
out. For hardness... for ease of fabrica- 
tion... for economy of manufacture. . 


count on Plenco. PLENCO PHENOLICS 


PLASTICS ENGINEERING COMPANY 


Sheboygan, Wisconsin 


Serving the plastics industry in the manufacture of high grade phenolic molding compounds, 
industrial resins and coating resins. 
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more District Court invalidated 
Goodrich’s claim to the tubeless tire, 
saying the process was available to 
anyone. 

Spectacular successes in antitrust 
cases against patent pools have like- 
wise tended to diminish the value of 
patents. In the January 1956 settle- 
ment with AT&T and Western Elec- 
tric, 8,600 patents were dedicated to 
the public, royalty-free. These were 
the patents that had been cross-li- 
censed with GE, RCA, and Westing- 
house. IBM in the same month 
agreed to make its existing patents 
on tabulating cards and machinery 
available, royalty-free. These were 
only the latest in a long series of suc- 
cessful suits against concentrations 
of patent control. 


Research Expenditures Accelerate 


Almost coincidentally with the 
downgrading of patents, industry has 
been increasing its research expendi- 
tures at an astounding rate. Accord- 
ing to the National Science Founda- 
tion, private industry was spe nding, 
exclusive of Federal contracts, over 
$2 billion on research and develop- 
ment in 1953 the first year for which 
there is a wholly reliable figure. 
These expenditures were rising, on 
the average, by about 12 per cent a 
vear, but the rate of growth for the 
large companies that accounted for a 
third of all research and develop- 
ment expenditures was much higher. 

In 1941, the Federal Government 
was spending about $200 million for 
research. Today the Department of 
Defense, the Atomic Energy Com- 
mission, and other Governmental or- 
ganizations are spending directly on 
reedavel about $3.4 billion, including 
military pay and allowances and te st 
production costs. A rough estimate 
for 1956 by the Attorney General 
shows a total of $7 billion for Fed- 
eral, private, and non-profit research, 
including contracts with private in- 
dustry. Research expenditures have 
been climbing at the rate of $500 
million a year since 1953. 

That these gigantic expenditures 
on research must have given rise to 
inventions in the economic sense is 
obvious. The application of atomic 
energy to peace time uses is peraaps 
the ‘nod ‘st example. The successful ex- 
traction of shale oil, develoned by 
the Bureau of Mines research in co- 
operation with the oil industry, may 
prove to be of lesser but still stra- 
tegic importance. We are in no posi- 
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You'll have world-famous 


neighbors if you locate 


in this industrial corridor 
of OUTSTATE MICHIGAN 


ROYAL OAK 


J 
fee e@e, 











Your new plant will share an atmosphere of success 
in the dynamic 100-mile industrial corridor that 
runs through Royal Oak, Pontiac, Flint, Saginaw, 
Bay City and Midland. 

Your neighbors will include some of the most 
successful industrial enterprises ever established 
anywhere. Familiar names are Aladdin, Mercury, 
Bay City Shovels, Briggs Manutacturing, Chrysler, 
Baker Perkins, Buick, Chevrolet, Dow Chemical, 
DuPont, Eaton Manufacturing, Fisher Body, Ford, 
GMC Truck and Coach, Lufkin Rule, Ternstedt, 
Industrial Brownhoist, Studebaker-Packard, Pontiac 
Motor, Parke, Davis & Co., Reichhold Chemicals, 
Lincoln, AC Spark Plug, Saginaw Steering Gear, 





CONSUMERS POWER COMPANY 


Thompson Products, Rotary Electric Steel, Wickes 
Boiler and many others. 

At each end of this corridor are ports giving 
access to the Great Lakes and, via the St. Lawrence 
Waterway, to the Atlantic Ocean and the world. 

Beautiful inland lakes provide plenty of oppor- 
tunities for boating, swimming and fishing. 

And if you’re looking for research help or college 
graduates, remember that Michigan has four out- 
standing universities and many excellent colleges. 

Put your plant where business thrives and living 
is good. Let our Industrial Development Depart- 
ment supply you confidentially with plant site data 


tailored to your own particular needs, 


An Electric and Natural Gas Utility Company Serving 3,700,000 People in Outstate Michigan 


GENERAL OFFICES @ JACKSON, MICHIGAN 
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Staple Filled Cartons from the Outside! 


J|nternational 
AiR 
BOXER 


A real lightweight champ (weighs in 

at only 8 lbs., 12 ozs.) . . . staples 

cartons after they're filled . . . takes 

on all comers, including center-slotted, 

partial overlap, full overlap, or telescope- 

type carton closures . . . a winner in the clinches, 
too; adjustable penetration control regulates staple 


depth for full or blind clinching. 


WRITE for itllustrated literature 


Shae" International fiz plers 


ERNATIONAL STAPLE 
MACHINE COMPANY 


Originators of Closing Staplers 


, € 
4n Ss 


$800 E. HERRIN STREET @ HERRIN, ILLINOTS 





You Can't Shoot Par With ONE CLUB but 
\ ONE MACHINE does all your Photo-Copying Work 


hunter CUB, 


HeccoKwik photo-copyists 


Copy Any Mark on Any Paper 


Theres no limit to what you can 
copy with the Hunter Cub photo- 
copyist. Print it—type it — hand- 
write it — blue print it — and the Cub 
will copy it a t the same. 

I’acsimiles are clear, sharp, perfectly 
defined. You get a finished, dry copy 
in 30 seconds. The Cub works any- 
where — no darkroom needed. With 
20 minutes instruction, any girl can 


operate it. And Hunters new Auto- This new low-priced Hunter model makes photo-copy- 
ie ytional) gives Te" - ing a profitable investment for even the medium-sized 
Feed (opti nal ives ¥i u a prac office. All-metal, all-electric, built by the company 
tically self running machine. Both that pioneered photo-copying in the U.S.A. 


the Cub and its papers are American 
made — ho depend: nee on imports, 


Priced at only $195, the Cub will CLIP TO YOUR LETTERHEAD: 


ee 


pay for itself almost before you 
know you have it. It saves the time 
wasted when copies are typed — the 
money wasted when work is sent 


! 
Hunter Photo-Copyist, Inc. ' 
out. A demonstration will prove that seoPuctso7 | Gentlemen: | 


44 Spencer St., Syracuse, N. Y. 


you need this one-machine photo- | | want a Hunter Cub dem- 
copy department in your office now. 


Cl ” onstration in my office. 
ip the coupon today! PHOTO-COPYING 


ane Gm aus aus Gas ams ae aw aos aul 





tion to say what may come out of the 
military research because so much 
of it is secret, although the man- 
made earth satellite is undoubtedly 
a foretaste of things to come. Out of 
the military research in the last war 
came sonar and radar and many oth- 
er advances, as well as the funda- 
mental invention involved in_ pro- 
ducing atomic power. 

It seems sate to conclude that un- 
der this forced draft, important in- 
ventions are being — more rapid- 
ly than ever before in history. It is 
true that there are sce atlan who con- 
clude, from analysis of total inputs 
and outputs of our economy, that the 
rate of growth has leveled off; they 
find the maximum technical ch: inge 
in the two periods 1874-1888 and 
1919-1933. When the full potentiali- 
ties of atomic power and problem- 
solving machines are utilized, how- 
ever, it is difficult to believe that our 
rate of growth will not exceed that 
of these earlier periods. 


Stagnation of Activity 


What is most remarkable about the 
patent system in this era of unparal- 
leled inventive activity is its relative, 
indeed its absolute, stagnation. 
When new patent applications are 
measured against the population, 
gross national product, research ex- 
penditures, or invention indexes, 
they exhibit a dismal slide. The num- 
ber of patent applications per 10,000 
population dropped trom 8.6 in 1921 
to 4.2 in 1951. More striking, from 
the economic standpoint, is the de- 
cline of invention patent applications 
in relation to each $100 million of 
GNP (in stable dollars ). In the dec- 
ade preceding the 1929 crash, the 
ratio was 65. In the comparable ten 
years after World War II, 1946- 
1955, the total number of patent ap- 
plications was about 100.000 less, 
and the ratio fell to 26. A rise in the 
number of new applications in 1956, 
from 75.000 to 80,000. has been 
greeted by members of the patent 
bar as the turning of the tide, though 
it still leaves new applications below 
the 1931 level. A prominent sociolo- 
gist has concluded that today per- 
haps 15 per cent of American inven- 
tions are patent-motivated. 

Within the stagnation, however, 
there are eddies of activity. More 
and more, the taking out of patents 
has come to be concentrated in a few 
industries, notably chemicals, elec- 
tronics, and drugs. These are popu- 
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larly supposed to be the dynamic in- 
dustries, and perhaps they are, but 
it may well be that in other indus- 
tries advances come too rapidly to be 
worth patenting. It must be remem- 
bered that the cost of the basic re- 
search and important advances in 
modern electronics have been and 
are paid for by the Government; that 
Flemming disdained to patent the 
basic step in antibiotics; and that 
chemical firms, following a live-and- 
let-live philosophy, rarely challenge 
each others’ claims. 


Business Interests 

It is clear that the patent system 
has come pretty much, as far as its 
commercial usefulness is concerned, 
to be the preserve of the chemical 
and electrical industries. If the Na- 
tional Science Foundation sample is 
representative, the chemical firms 
account for close to 19 per cent of 
pending patents; petroleum products 
(now closely allied with chemicals ), 
12 per cent; electrical equipment 
firms, 13 per cent; and machinery 
(including a wide variety of firms, 
especially automotive parts manufac- 
turers motivated to an indeterminate 
extent by defensive psychology ), 17 
per cent. 

The decline in the number of pat- 
ents could be partly accounted for, 
deductively, by the changed attitude 
of the courts and the Antitrust Divi- 
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How to win friends and affluent people — 


Give new RONSON | 
prestige business gifts! 


from $3.95 to $200.00° 




















*-etail value 























All-New RONSON “66” with “Super 

I 
ryt ** ‘ . 
Trim”! Get closer to your business 
friends with Ronson’s exclusive “5-Wav” 
shave! Shaves closest — trims neatest — 
cleans itself! $28.50* 




















New! LADY RONSON Electric 
Shaver! The glamour-gift of the year! 
In fabulous fashion colors, with a spar- 
kling make-believe diamond. With gift- 


case, $14.95" 
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RONSON Capri — 
Engraved design, tor- 
toise enamel finish. Ex- 
clusive “Swivel Base” 


RONSON Windlite — 
World’s greatest wind- 
proof lighter puts your 
name and best wishes in 


RONSON Sport—Hand- 
somely styled, ruggedly 
built! In bright woven 
mesh, smartly 





for easy fueling! $9.95* 





styled for 


‘ ‘ > « — he , ~* 
influential pockets! $3.95 men and women! $6.95" 
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i | 

y RONSON Corporation DRS § 

§ Special Sales Division | 

| g 31 Fulton Street, Newark 2, N. J. j 

ale 1. , ; I [ ] Send complete information on Ronson Jf 

RONSON Regal—Classic table ' Pocket & Table Lighters and Electric J 

lighter — for home or office. Jn Shavers for business gifts. , 
brilliant chrome plate. $14.50 i- 

gp Have your representative call on me. | 

f Firm Name ae 

P Address — , 

§ City and State j 

maker of the world’s greatest awn 1 

lighters and electric shavers My Name \ 
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sion. Increased complexity and cost 
of research per patent may also be 
responsible. 

[tt was possible to draw on inform- 
al expressions of opinion by some 50 
large and five small companies re- 
garding the patent decline. These 
companies had been requested to 
comment on the relation between re- 
search and patenting; in so doing, 
they usually gave their views on 
causes of the prevailing trend in pat- 
ent applications. 


Company Attitudes 


Many corporate managers remark 
that the only good patents belong to 
Some say that thn re- 
search expenditures of their com- 
panies would continue unreduced in 
the absence of a patent syste m. Fre- 
quently they find a company's pat- 
ents of an improvement nature are 
no sooner obtained than they become 
obsolete by reason of subsequent, 
and op pp patentable, improve- 
i competitor. As pointed 
out earlier, GE’s general patent coun- 
sel called attention to the riskiness 
of patent litigation. On the other 
hand, Westinghouse believes that en- 
gineers and scientists place tremen- 
dous emphasis on having their con- 
tributions recognized, through being 
awarded patents on their inventions. 

Some firms, while admitting that 
they themselves had relatively little 
interest in patents, assumed that a 
high concern with patents was asso- 
ciated with a young and dynamic in- 
dustry. It is clear, however, from 
other replies that old industries or 
firms are not necessarily unprogres- 
sive. 

The president of a leading ma- 
chine tool company stated — “I the 
hypothesis that a decline in patent 
activity is accompanied by increased 
emphasis on research] is certainly 
corroborated by our own experience. 
We seem to be putting increased ef- 
fort on being fast on our feet with 
new developments, and decreased 
effort into attempting to protect what 
we develop. The technique, these 
days, seems to be toward selt-protec- 
tion by Hooding on still further de- 
velopments.” 

A manufacturer of heavy machin- 
ery felt that patent protection was of 
little value in a field where “we are 
searching and developing new ideas 
and new applications every day in 
the perform: ince of our regul: ir busi- 


SOTMmeone Ce ‘Ise. 


ments of 


ness activities. 


Industry 








A toy manufacturer also stressed 
the importance of fast development 
as against patents: “Now the trend 
is toward very close coordination be- 
tween marketing and creative engi- 
neering so that new items when they 
will stand a 
and 


are good 
chance of selling quickly in 
quantity. The emphasis in our com- 
pany is now far less on product re- 
search and much more on market 
research. I think you will find this 
typical of most consumer goods man- 


designed 


ufacturers. We would have been out 
of business long ago had we just sat 
around waiting for someone to dream 
up that so-called better mouse trap.” 

Two executives in a supposedly 
and dynamic industry—air- 
craft—minimized the value of pat- 
ents, one with regret, the other with 
indifference. The latter was frank to 
say that his principal reason for pat- 
enting was to protect himself against 


young 


infringement suits. 


Value Held High 


The majority of the firms, however, 
were strongly of the opinion that, 
though it might no longer pay to 
take out improvement _ patents, 
though competitors might conceiv- 
ably catch up while a patent was 










dawdling in the Patent Office, and 
though the courts were imposing 
higher standards of invention, the 





importance of patents had neverthe- 
The chief patent 
com- 





less not declined. 





counsel for a large machinery 
pany, drawing on experience with 
“several hundred corporations” had 
noticed no change during his years 
of practice. It seemed to him that 
small companies were more likely to 
be interested in patent prote ction for 
research and development than large. 
The director large 
primary metals firm had no doubts 
about the importance of the patent 
system. “Quite frankly, it is the only 
basis of which increasing expendi- 
industrial research can be 









of research of 







tures for 
justified.” 
None of the firms had attempted 
to correlate its own research expen- 
ditures with patent applications. Al- 
most without exception, proof of the 
importance ot patents was supported 
by reference to statistics issued by 
the U.S. Patent Office. 
Why Patents Are Concentrated 
It seems likely that patents, 
ventions, and research remain close- 
in step in industries where, be- 


in- 
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system. 
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‘‘Know how’’ may 
seem expensive... 
but, would you call 
in a plumber to do 
the job of a consult- 
ing engineer? 

Profit by doing the 
job right 


From the Rhine to the 
Mississippi... 
from Canton to Boise... 


RAnney 


METHOD 
has put their vast store 
of water wisdom to work for 
cities and industries. For nearly 
a quarter of a century. Ranney 
Method Water Supply has 
solved difficult problems of 
water supply and acquired 
knowledge that is unequalled 
in the industry today. 

Ranney will investigate, de- 
velop, and perfect a water 
program to meet specific de- 
mands and budget. 


Before you invest... 
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RANNEY METHOD WATER SUPPLIES, INC. 
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cause ol the processes used. it 1S Casy 
to classify and define the prior art. 
It is easy, theretore. tor purposes of 
patenting and patent litigation, to 
define an “invention.” Chemical 
firms, then, continue to rely heavily 
on the patent system, as do electri- 
cal, scientific instrument, and phar- 
maceutical firms, not only because 
they are “dy namic, but also because 


what they do is so easily patented. 


Little Change Required 

What patent 
called for, in the light of these trends 
in research and invention? If our ad- 


law changes seem 


mittedly unrepresentative sample is 
at all trustworthy. business itself is 
not greatly interested in a change in 
the rules. The higher standards of in- 
vention entorced by the courts are not 
resented. Nor is there much hostility 


| to antitrust action. One company, pres- 
| ently cited for violation of Section 7 


of the Clayton Act. attached to its 
statement. with approval, a photo- 
stat of a speech by Congressman 


| Cellar, defending the AT&T consent 
' decree! Nevertheless, business satis- 


faction with the system does not re- 
lieve us of the responsibility for ap- 
praising the reforms that have been 
suggested: 

!. Antitrust policy should not be 
changed. There is no evidence that 
the antitrust decrees have been fol- 
lowed by any decline in experimen- 
tal activity or research expenditures. 
Thanks to the Antitrust Division, 
there is probably very little inten- 
tional misuse of patents today to 
control unpatented areas or scare 
off small competitors. Healthy com- 
petition is encouraged. 

2. Small business should be treat- 
ed equitably. The reforms in the pat- 
ent system that do seem desirable 
are those that would aid the small 
business or individual inventor. 
When the bulk of 
funds is channeled to large corpo- 
rations, thus enabling them to carry 
on the unprofitable preliminary work 
and to build up the “know-how” that 
has to precede arrival at a commer- 
cially successtul invention, the small 


Federal research 


business man is left in an even more 
unfavorable position than he once 


| occupied. Attorney General Brownell 


found that 15 companies accounted 
for 52 per cent of the patents result- 
ing from Government contracts dur- 
ing the most recent five-year period. 
Some more equitable division of Fed- 
eral research money could help small 
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firms to get more patentable inven- 
tions, and put them on the road to 
growth. 

3. Delays in the Patent Office 
should be reduced. Certain admin- 
istrative changes are called for. If 
Congress or the Budget Bureau 
could be induced to raise the Patent 
Office appropriation, delays in issu- 
ing patents could be cut down, and 
if patent examiners could devote 
more time to research on the "prior 
art” it might also be possible to raise 
the standards for patent issuance 
close to those of the courts. This 
would help small business by making 
it easier to challenge bigger com- 
petitors who might be otherwise in- 
clined to steal its inventions. 


How Much Change? 


On the whole, little revision in 
the patent law itself seerns called for 
at the present time. In spite of its 
antiquity it has proved sufficiently 
malleable in the hands of the judi- 
ciary to keep it serviceable and func- 
tioning in the public interest. The 
proposal to substitute technically 
trained arbiters for run-of-the-mill 
judges in trying patent cases has little 
to recommend it. Experts in elec- 
tronics and petroleum chemistry 
have been notoriously unable to 
agree in the lengthy cases heard by 
the “untrained” bench. If the change 
resulted in relaxing the present 
standards of invention, it could onlv 
retard progress by permitting the 
reestablishment of patent empires. If 
it tightened standards, nobody would 
be interested in promoting it. 

Compulsory licensing of all pat- 
ents would undoubtedly reduce in- 
centives to invent, and hurt small 
business more than large business. 
Present remedies assume that, where 
necessary, antitrust pressure will 
force licensing. 

For better or for worse. we have 
moved into a stage of industrial his- 
torv where the Government. rather 
than private enterprise, Is seeing in- 
vention through the lengthy and un 
profitable years between the idea 
and the commercial application. It 
is to be expected that invention and 
technical progress will be subject to 
a substantial speed-up; the lapse of 
time between conception and usable 
product will be small. This will re- 
quire profound adjustments in our 
societv; we must learn to be flexible. 
or suffer. However, it is not a prob- 


lem the patent system has to solve. 
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TORNADO cUTS MAINTENANCE COSTS 
IN THE PAPER INDUSTRY TOO! 


Industry after industry has found the Tornado Series 80 Vacuum 
Cleaner will save them maintenance time and money. 

For example, in the photo above, Series 80 motor unit is used 
as a Jumbo Conversion unit to clean paper machine dryers. 
Using 48 feet of hose, this powerful (325 m.p.h.), and versatile 
unit makes short work of a tedious cleaning operation—helps 
maintain top quality paper, too! 

Do you have a tough cleaning job? Or maybe youd like to 
cut costs. Whatever it is, the Series 80 Vacuum Cleaner can solve 
your cleaning problems. Whether you're picking up dirt, water, 
oil or chips you'll do it better, faster with a Tornado Series 80. 
And it converts quickly to six different cleaners. Have an on- 
the-job demonstration today! 
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the flow of ores 

from Nickel mine to smelter 


From one of the mines of Inco-Canada, ore moves to a 
concentrating plant in lumps as big as those on the 
conveyor belt below. It comes out in two “streams’’: 
(1) rich concentrates of ore; and (2) waste rock. 
Both are finely ground; both are well mixed 

with water. And both must be moved along, fast. 
The ore concentrates go 74 miles to the reduction 
works. The waste to a disposal area. Both are pumped 
through pipelines. 

Modern methods of mining... of concentrating... of 
processing... of high-speed transport... modern 
methods at every step... they all add up to 
continuing top-level production of Inco Nickel. 


“Milling and Smeliting’’ 

is a 54-minute color film describing Inco-Canada 
reduction processes. Loaned to technical societies, 
universities, industry. Write to Dept. 16f, : 
The international Nickel Company, inc. Ps 


New York 5S, N.Y. 


Pry. 
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GETTING MORE FROM THE ORE led to pipeline transport from concentrator to smelter. With every mine pro- 
ducing at capacity, and modern equipment keeping ore on the move, Inco-Canada keeps Nickel output at top levels. 
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Nickel 


The International Nickel Company, Inc., 
is the U.S. affiliate of The International 
Nickel Company of Canada, Limited 
(Inco-Canada)—producer of Inco Nickel, 
% Copper, Cobalt, Iron Ore, Tellurium, 
| : Selenium and Platinum, Palladium and 
EVERY DAY IS MOVING DAY — Auto- GET IT OUT— GET IT UP—Automatic ies Dicsions Bhatale 
matic loaders and conveyor belts hurry hoists lift ore from the depths of mines ; aie 
Nickel ore on its way. at 50 feet per second. 
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Automation a big labor 


problem, say supervisors 


CoRPORATIONS preparing proj- 
ects to allay production and _ office 
workers’ concern about the growth 
of automation will do well to discuss 
the situation thoroughly with first- 
line supervisors and middle manage- 
ment people, a survey of supervisory 
opinion made by the National Man- 
agement Association demonstrates. 

Asked what effect they thought 
automation will have on manage- 
ment-labor relations, only 6 per cent 
of a representative sample answered 
that there would be “very few new 
problems.” Some new problems re- 
quiring special attention,’ were fore- 
seen by 42 per cent, and a majority 
—52 per cent—said they expected 
“many new problems, requiring care- 
ful management consideration.” 

The answers came from 404 of the 
NMA’s 70.000 members. 
ing 387 companies 34 states and 
Canada. The respondents’ job titles 
closely corresponded with the break- 
down of the organization's member- 
ship: 96 per cent first-line 
vision, 34 per cent middle manage- 
ment and staff, 10 per cent higher- 
level management. 

The survey, conducted by NMA 
Research Director Norman George, 
also gave a supervisor’s-eye view of 
how well management in general is 
doing in its effort to upgrade super- 
visors and make them more a part of 
company management. The super- 
visors pay and authority were re- 
ported as generally satisfactory, in- 
dicating management has gone far to 
liquidate two complaints of foremen 
that were considered No. 1 problems 
a decade or less ago. 

Less satisfaction was expressed 
with the amount of training supervi- 
sors are given, but surprisingly, in 
view of the emphasis that has been 
put on two-way communications and 
delegation of authority in recent 
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vears. the areas in which the 


re sponde nts felt that the oreatest 1m- 


Sil rey 


provement could be made by their 
were in them 
“more and quicker information on 
policies and decisions,” and in creat- 
“better of just 
what is expected of the supervisor,” 
and participation [by 
visors | 


companies o1lVving 


ing understanding 


“more supe r- 
in management decisions. 

The survey stated, “Below are list- 
ed six things that might be 
improve the supervisors job. Rank 
them what you think their order 
of importance is in accomplishing 
that objective.” Here their re- 
sponses, the first number indicating 
the percentage of NMA men who 
ranked the item first on their list; the 
second number, the percentage who 
ranked it either first or second: 

“More and quicker information 
from top management on policies 
and decisions’ —36, 69. 

“Better understanding of just what 
is expected of the supervisor —26, 
53. 


done to 


are 


“More participation by the super- 
visor in management decisions”—18. 
36. 

“More training —15, 31. 

“More authority” —2, 8. 

“More pay —3, 8. 

Research Director George said the 
responses did not necessarily mean 
a lack of interest in pay, authority, 
or training ( there appears to be some 
overlapping of content, in any case, 
between the “more authority’ 
“more participation in management 
decisions’ items). Rather, 
“The answers do reflect a deeper 
concern for inter-management rela- 
tionships, at least for the present.” 

Answers to two other 
should be of interest to 
Asked. “In vour observa- 
tion, how well do top executives un- 
derstand the problems of the super- 


and 


he Says, 


questions 
industrial 
executives. 
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visors job?” only 34 per cent consid- 


E ered that their top management men 
' A & Ay “understood most” problems; 59 per 


\ ! cent checked, “understand some but 
SS" Awa KR, Wy ft not all’; and 7 per cent had little 
pou ay = esteem for their bosses’ understand- 
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Nasieen Praducte The results of the first question 


Powdered Metal Products [on executive understanding] seem 
and components 


consistent, George said, “with the 
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zant of supervisory problems indi- 
cates that there is a feeling that there 
is ample room for improvement of 
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only 24 per cent who dismissed 3 
as of “no particular value.” 

Whether retirement should be 
compulsory at 65 gman the respond- 
ents badly split: 22 per cent thought 
it should be an pert ible rule; 54 
per cent favored it as a general rule, 
but with exceptions possible; and 24 
per cent said it should not be re- 
quired at all. 

Cross-tabulation of the responses 
based on job title, geographic area, 
and size and nature of industry re- 
vealed no considerable difference in 
the pattern of attitudes, the research 
director said. 

NMA Executive Vice President 
Marion N. Kershner, summing up 
the survey results, saw them as proof 
that supervisors are “keenly intro- 
spective about how their roles in 
management affairs are being ac- 
cepted by top management.” 


3.5 million to get look 
at this annual report 


When Chas. Pfizer & Co., Inc., 
sent out its annual report last month, 
it did not limit distribution to its 22.- 
000 shareholders. It decided to pass 
the report out to more than 3.5 mil- 
lion newspaper readers, too, in the 
form of a 16-page illustrated supple- 
ment to the Sunday editions of three 
newspapers in the nation’s three larg- 
est cities. 

Embedded in the Sunday-maga- 
zine-size supplement are the usual 
annual-report statistics, but more 
evident is the slick-magazine treat- 
ment of news and features about 
Pfizer products and their impact on 
people, agriculture, and industry. 
Half of the offset magazine is in four 
with illustrations by well- 
known. artists. 

The supplement was to go out 
with the March 31 issue of the New 
York Times and the April 14 issues 
of the Chicago Tribune and the Los 
Angeles Times. 

New York Stock Exchange Presi- 
dent Keith Funston is quoted in the 
report on the Exchange's philosophy 
on corporate reporting: “Full dis- 
closure is an ingredient essential to 
the growth of a ‘tise economy. 

Pfizer President John E. McKeen, 
while stating the outsize report was 
“prepared primarily to furnish stock- 
holders with information on which 
they can intelligently exercise their 
judgment as investors,” also men- 


colors. 


tions the broader purpose: to enable 
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“If Company X employing 300 


workers located in lowa, 





alone would total 


Payroll Savings 


265,363 Annually’ 


from the FANTUS area 


research study of IOWA 


This Iowa “Industrial Resources” 
study lists the industries which can 
profit most from an Iowa location. It 
shows in detail how and why they can 
gain through an Iowa location. By 
industry classification the study makes 
a thorough evaluation of factors such 
aS: proximity to consumer and in- 
dustrial markets and their potentials; 
proximity to raw materials and parts 
supplies; quality, aptitude and supply 
of labor; wage rates; transportation, 
and power facilities. 


Among those industrial classifications 
with a unique ‘economic fit’ in lowa 
are: chemical processing, packaging 
materials, non-durables, metal work- 


(aha clk ne 
vi 








ing and machinery, electrical and 
electronic equipment. Possible annual 
Savings in payroll, shipping, and other 
types of costs amount to many 
thousands of dollars. 


The Fantus study of Iowa digs deep, 
is objective, examines every aspect of 
every factor which would be involved 
in locating various types of manu- 
facturing facilities in the state. Seldom, 
if ever, has a study so helpful to in- 
dustrial planners been prepared. 


This information will be made avail- 
able to companies considering new 
plant location now or in the future. 
Contact the lowa Development Com- 
mission. 


IOWA DEVELOPMENT COMMISSION 


365 Jewett Building e 


Des Moines 9, lowa 
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Self-Dumping Hoppers permit fast scrap handling 


sal job is no headache for 
Press Co., Chicago. They 
convert an inefficient 
alvage operation into a fast, economical scrap 
disposal dure. Forty-one Roura Self- 
Dumping Hoppers, mounted on casters, are 
ghout their plant serving as 
When the scrap-laden Hop- 


pers are ready to be emptied, easily 


The scrap disps 
Goss Printing 


covered a Way LO 


| 
proce 
located throu 
scrap containers. 
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Self Dumping 


* SS 














How’s your 
business card? 


Get your FREE copy of our useful folder 
Business Card Then turn 
to the handy check business 
eard effecti how 


your business 


Buyers’ Guide. 
list to gauge 
See for yourself 
card rates. If the tests show 
HILL’s 43 years of 
at your disposal. 


Vveness 
room for ImMpr vement, 
specialized experience Is 
Learn how Hill craftsn 
for you a business card you'll be 
. one that makes a fa 


anship can create 
proud of 
impression 
truly 

and 
com- 


vorable 
one that 
rsonality 
and your 
yours at 


on your 
reflects the cha 


prospects 
racter pe 
prestige of your salesmen 
All of thi 


’ } 
an youd expect. 


pany ean be prices 
much lower th 
Bu »ynese Card Ru {@) containing 


San ple Ss. | free without obli- 


’ Guide. 
impressive 
gation—to users of 5,000 or more business 


how 
send 


tell us 
Please 


ecards a 


year. 
earas you u » | Veal 


many 
sent « ard, 


a sample of yo 


If its worth seeing. put itona Hill 


r.o.H. HELL, inc. 


70(D-29) Lafayette Stree 
New York 12, New York 


Please send a free INESS CARD BUYERS’ 
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pushed into an 
carries them to 
with a flip of 
itself .. 
is quickly returned to its station, 


are cutting costs throughout industry, 


dling hot or cold, wet or dry bulky materials. 


aisle. 


a latch, 


. rights itself... locks itself... 


Versatile 


WANT MORE DETAILS? Attach this coupon to your 


letterhead and mail to 


ROURA IRON WORKS, INC, 


1404 Woodland Ave., Detroit, Michigan 


A standard lift truck 
a waiting freight car. There, 
each Hopper dumps 
and 


Roura Self-Dumping Hoppers 
han- 
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Need Pressure AND Volume? 


these GRAYMILLS = 


————— Co = 
COOLANT PUMPS ® Ems 


give you BOTH! ° 


compact, dependable coolant 
pumps can vive vou up to 10 GPM at 
65 ft. head. Thev abundant 
flow even through a maze of pipes 


These 


provide 


Even if don't need this “high 
head” performance, vou'll find Stand- 
ard Superflos for every normal need 
from ‘5 to 1's HP. Sold by leading 


Industrial Distributors. 


Vou 


Pumps only or complete pumping units with 
tanks. Sold by leading Industrial Distributors 
everywhere. Graymills representatives near you 
are ready to help with special problems. 


GRAYMILLS CORPORATION 
3767 N. Lincoln Ave., Chicago 13, Ill. 


WRITE FOR BULLETIN 56JH 





readers 
cor- 


several million new spaper 


“to see just how an American 
poration reports to its owners.’ 

McKeen also stressed the report's 
personnel recruiting activ- 
ities and in aiding the company’s 
over-all public relations program. 
One interesting set of personnel fig- 
ures: The company's outlay for group 
health and life insurance, pensions, 
and other benefits in 1956 was oo" 
equivalent of an extra paycheck o 
$22 weekly or $1,144 annually he 

each of its 10,000 employees, the ma- 

jority of whom are also stockholders 
under a stock option plan. 

The fact that company net earn- 
ings were up 19 per cent on a sales 
increase of 9 per cent, in a year when 
many companies earned less de ‘spite 
ore ater sales. puts no obstacles in — 
of broadcasting the annual 1 


value 


Wav 
port far and wide. 


Want to be an executive? 
A dollar does it 


Executives and promoters of exec- 
utive development programs may 
need soon to be looking around for a 
new  prestige-word to distinguish 
themselves or their clientele from the 
mass of human beings, if folks don't 
quit belittling the word “executive.” 

The fact is that it’s getting too 

easy to be an executive, if the Trade 
Bank and Trust C jompany of New 
York City has the astinguishing 
characteristics down right. One of : 
recent series of eye-ci itching new spa- 
per advertiseme nts for the bank Says: 

Act and feel like an executive. $1 
opens a special checking account. 
No minimum balance required. Your 
name printed on every check. 

If this is all that is required, prom- 
ising prospects may 
ask: why go to the Harvard Gradu- 
ate School of Business, or enroll in a 
Management Asso- 


management 


\merican 
clation seminar? 

Public relations have 
come-uppance, from 
“Public relations peo- 
ple newspaper men with 
shoeshines, Dean Sims, in a 
booklet on public relations written 
supervisors who are 
members of the National Manage- 
ment Association. Sims is no doubt 
trying to build up newspapermen in 
the public eve, for he used to be one 
but presumably with 
both shoes shined. 1S the able Mi<cill- 


ager of Public Relations for NMA. 


_- 


costly 


had 


cill- 


men 
their too. 
other source. 
are just 


Says 


for industrial 


himself. now. 


try 


Indus 








Stainless steel acid carboys that carry and 
stack easily. Hackney builds a complete line 
of crack-free drums and barrels widely used 
to cut shipping costs in the chemical, paint, 
food and other processing fields, 








Towers for refineries and chemical plants such as this 42-ton, 133-foot stripper. Pre- 
cision-welded towers and vessels are custom-made by the experienced engineers at 
the Downingtown Iron Works, Inc. Division, in Downingtown, Pennsylvania. 


Pressed Steel 


7 


~ 
» 
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Compressed gas cylinders that help lower 
shipping costs of both high- and low-pres- 
sure gases. Built strong without excess 
weight, these smooth cylinders are available 
in many sizes to meet user requirements. 
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Downingtown 





Most modern industries shape up 
with industry’s most modern shapes 





Deep drawn shapes for lighter, stronger products 
that reduce production time, lower unit costs for 
manufacturers of air conditioning, refrigeration, 
pneumatic, hydraulic and pressurized equipment. 





Tank trucks for faster LP-gas distribution. Designed 
with twin tanks for bigger pay loads, better sta- 
bility, the Hackney tank truck features practical 
styling,advanced piping and pumping engineering. 





LP-gas systems for industry, home and the 
farm... featuring better design for easier fill- 
ing. Hackney produces most types of LP-gas 
containers. Pressed Steel Tank Company, 
1465 South 66th Street, Milwaukee 14, Wis. 


Manufacturer of Hackney Containers 
for Gases, Liquids and Solids 





Heat Transfer Equipment 
Steel and Alloy Plate Fabrication 
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EMPLOYEE COMMUNICATION 


MOVING YOUR PLANT a continued from page 45 
or BUILDING A NEW QNE? | ployees. irate over delays in adjust- 


ment of grievances. disturbed because 
they had been “taken tor suckers’ the 


Get th f t year before, jolted the management 
PENNSYLVANIA, sieeatnen with an emphatic “no” when _ the 


l ADELP ; ) ; da watt ee ee 
aa ‘ TON LEWISTOWN (PA.)! ae The oar a followed, while of 
| é 


— 
— 








on. 
short duration, hit when it hurt. 


LEWISTOWN DO YOU NEED: A Short-Term View 
- - One company found, to its delight 
on MAIN STREET, U. c. A. = LOCATION , , th: it the le tters 


and astonishment. 
WATER SUPPLY 

~ were drawing out constructive com- 

Scores 100% UTILITIES —* hie sonia 

— INDUSTRIAL SITES ment and sugge stions trom employ- 

7 — — a — you're in LABOR POOL ees. The manageme nt found itse It 
tne arthe the vreat : 

maith te genre i ere —_ TRANSPORTATION with an amazing avenue to e mploye e 

7 ; | 1 GOOD LIVING 

YOUR INQUIRY WILL BE = HOUSING 


SHOPPING FACILITIES - 2 
TREATED CONFIDENTIALLY — NATURAL BEAUTY readily ease the pressure of griev- 


RESEARCH FACILITIES ances. This company was building, 
FINANCIAL ASSISTANCE without having realized it, that 


opinion, something which—if used in- 
telligently and  consistentlyv—might 


Phone. write or wire to: 
Rodgers, President “bridge of understanding” too many 

am | , . : . - 

concerns talk so glibly about. But ~ 


tee FIRST NATIONAL BANK of Lewistown company let the medium die; once it 


*had acc omplishe d its purpose, it was 
Lewistown 3, Pennsylvania 
‘s “ jettisoned. And slowly but surely the 
grievances started to mount again. 
Productivity began to slide. Quality 
commenced to decline. 

The error was not in poor commu- 
nication. tor the communication was 
good. The error lay in abandoning 


THIS COUPON TELLS good communication once it had 


| served its initial purpose. 
HOW CONTROLLED CREDIT DISTRIBUTION’ sacininacaeens 
WILL INCREASE YOUR SALES There is also the "mo mes is good 


news school of thought. Its advo- 
WITHOUT CREDIT RISK 


.* 











cates take the stand that they will 
avoid trouble by saying nothing 
whatever. They sit grimly by while 
the grapevine whips rumors around 
their heads. They contront a union 
charge at the community level with 
ing adequate stocks at peak seasons, let us show you the “no comment.” They seek to evade 
CONTROLLED CREDIT DISTRIBUTION Plan now used by difficulty by ignoring it. 

many leading manufacturers It permits you to retain legal Adhe ‘rents of the “silence is gold- 
title to the merchandise, doubles the distributor's credit with- en’ principle, for example, keep 
out additional risk to your company, acts as a collection con- financial information in the strong 


lf credit limitations are keeping your distributors from carry- 


trol and supplies accurate 30-day inventory records. box so far as employees are con- 
cerned. They are compelled, of 
course, to issue it to stockholders. 
There is a curious belief in such con- 
cerns that, if the stockholder re port 
isnt made available to employees in 
any form, there is no likelihood of 
the figures getting into the unfriendly 
hands of the union. The fact of the 
matter is that some employees are 
stockholders as well as members of 
the bargaining unit. Unions them- 


SCHHSHSHSSHSSSSHHSHEHHSHSHHSHSEHEHTESESESEEEHEE® selves are known to hold blocks of 


NEW YORK TERMINAL WAREHOUSE 


25 South William Street 
New York 4, New York 


Clip and mail coupon for 
complete information. 
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Techniplan is Globe-Wernicke’s answer to the de- 
mands of modern businessmen for inexpensive, quickly- 
erected semi-private offices. Techniplan’s space-engi- 
peered modular units of sturdy steel can be installed 
overnight . . . without alteration of your lighting, air-con- 
ditioning or other existing facilities. Partitions in varying 
widths and heights, plus a complete line of desk and 
auxiliary top components, allow Techniplan to meet your 
space limitations and fill your specific job requirements. 

Why not make business a pleasure for all your em- 
ployees? With Techniplan offices, you begin immediately 
to reap the benefits of improved morale, increased work 


a 
a 


TO promote them 


to TECHNIPLAN 


Surveys prove that you work better in 
an office of your own . away from 


unnecessary distractions. The same is true of 


your office force, but do you give them the privacy 


they need for top productivity? You can 


with Techniplan! 





output, and lowered clerical costs. Your Globe-Wernicke 
‘dealer will be happy to show you how Techniplan can be 
adapted to your office working needs. Call him today * 


or write us direct. 






i ee ee oe ee Se 


CINCINNATI 12, OHIO 


*Dealers listed in Yellow Pages under “‘Office Furniture’. 


FOR /) YEARS, MANUFACTURERS OF THE WORLD'S FINEST BUSINESS EQUIPMENT, SYSTEMS, AND FILING SUPPLIES 
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Commercial Credit reports 


NMONSOLIDATED net income of the finance companies, insurance 
“— compan ind manutacturing companies from current operations, 


exceeded $26,400,000, the largest in COMMERCIAL 


olume f receivables acquired by the finance 


87,087,994, compared with 


| 
if) 


ibles of the finance companies of $1,296,831,241 
were larger than for any previous comparable date. 


of the insurance companies, prior to reinsurance, 


with $47,056,317 for the 


ets. 


106,362, compared 


ig companies during 1956 were $118,976,584, 


» during 1955. 
5.26 on the number of shares out 
previous year in the Company's 


22 per share during 1955 
ommon shares has increased $12.78 during the 


1d on December 31, 1956 was $40.28. During this five 


year period the Company paid cash dividends of $61,758,361 on its 
common shares, and retained $58,796,311 in the business. Capital funds 
1956 exceeded $200,000 .000 whic h, 


of the Company on December 31, 
including $25,000,000 


with $80,000,000 of subordinated unsecured notes 
due 9/1/57) and $25,000,000 Junior subordinated notes, provided a 
base of credit for borrowing purposes of $305,000,000. The Company 


held reserves of $126.874.798 available for credit to future operations 
expenses, credit losses and earnings. 

We are grateful for the continued use of our facilities by manufacturers, 
wholesalers, retailers and customers, and the continued support of our 
stockholders, institutions and others who have provided our operating 
funds. We appreciate the intelligent cooperation and enthusiasm of the 


officers and employes in the handling of the Company's operations, 


which made 1956 the largest earnings year in the history of the Company. 
The outlook for 1957 for the Company and its subsidiaries appears 
satisfactory. 
EK. C. Wareheim, Chairman of the Board 

A. E. Duncan, Founder Chairman 
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Condensed consolidated balance sheet as of December 31, 1956 and 1955 


ASSETS 


1955 





CASH AND MARKETABLE 
SECURITIES 
RECEIVABLES 


Motor and otner retail 


190 532 645 
816 989 402 


Motor and other wholesale 166 677 5 225 590 720 


Direct loan receivables 
Commercial and other 
eivables 450 891 

659 468 


unearned income 488 898 
reserve for losses 385 073 


Total recely ibles. net 


42] 


923 


OTHER CURRENT ASSETS 
FIXED AND OTHER ASSETS 27 915 2 449 
£<D CHARGES 995 844 


LIABILITIES 


1956 1955 





NOTES PAYABLE, 
SHORT TERM 


698 810 ¢ $ 790 319 


ACCOUNTS PAYABLE AND 


ACCRUALS 49 047 254 


U.S. AND CANADIAN 

INCOME TAXES 240 17 30 175 468 
RESERVES 015 74: 7 122 671 
LONG-TERM NOTES 000 000 5 000 


SUBORDINATED LONG- 


TERM NOTES 000 000 


000 000 


NET WORTH: 
Common stock 
Capital surplus 


Earned surplus 


Total net worth 


ry HOOD OOO U nse r ured Subordin ited Notes due Septe mber i. 1957. 











A few facts as of December 31, 1956 and 1955 


1956 1955 





187 O87 994 $3 241 749 


insurance 
= . ry ro 
0 »b 31% 


o reinsurane 


992 005 


124 940 


Total expens 


A 


and reser\ 


Interest 





Net income before U.S. and 
Canadian taxes 
Less U.S. and Canadian taxes 
on income 
Net income of 
Finance companies 
Insurance companies ei 
Manufacturing companies .. 
Total credited to 
earned surplus... 
Common shares outstanding, 
end of period 
Common stock per share 
Net income eee 
U.S. and Canadian tax on 
income 
Dividends 
300k value 


Interest and discount charges— 
times earned 








Offering services through subsidiaries in more than 400 
offices in the United States and the Dominion of Canada. 


COMMERCIAL CREDIT COMPANY Boltimore 2, Maryland 


Copies of our 45th Annual Report available upon request. 
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Muscle Savers 


for Handling Sheet Metal, 
Heavy Dies or Parts... 





Weld-Bilt 


HYDRAULIC 
LIFT TABLES 














Easily lifts loads up to 10 tons — to heights 
from 26” to 42” — for production handling. 
Hydraulically operated through foot pump or 
electric operation controlled by foot switch, or 
push button. With or without wheels. Write 
for prices and bulletins. For information on 
our complete line write us or our nearby repre- 
sentative. 

Hydraulic Lift and Pallet 


~y Trucks — Automatic and 
y Weld Bilt" Portable Elevators — 
POE TA% cree es Conveyors — Drum 





Elevators — Skids — 
Special Equipment. 


WEST BEND EQUIPMENT CORP. 


MATERIALS HANDLING ENGINEERS 





303 WEST WATER STREET ©@ WEST BEND, WIS. 
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ASK THE MAN WHO 
ROLLS ONE $ 





...if you can catch up with him! 
He travels faster now with a Magliner 
magnesium platform truck—moving 
more loads in less time .. . doing more 
work at lower cost. Moving loads is 
easier because Magliners are magnes- 
ium light—/ighter by 75%! They start 
easier ... push easier .. . handle better. 
They’re rugged and strong—engineered 
and built for dependable, long life 
service. Do you use platform trucks of 
any kind in your operation? Then 
investigate the cost savings to be had 
with Magliners on the job. You'll get 
more payload per payroll dollar! 


Write today for 
Bulletin No. 151 


to Magline inc., 
oe. Mich., MAGNESIUM 


_ Box 144. PLATFORM TRUCKS 


Canadian Factory: Magline of Canada, Ltd., Renfrew, Ontario 
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stock in concerns whose employees 
they re nie sent. 

The ostrich principle may prevail 
also where new products are con- 
cerned. The word of the new prod- 
uct has already been passed along on 
the street corners, in the barber shops 
and the union hall, and in Dinny’s 
Tap across from the plant. But the 
followers of the “silence is golden” 
principle believe they are sitting on 
a secret and will say nothing to any- 
one, particularly to employees. 


It Can Be Expensive 


But the principle, when followed 
as meticulously as some companies 
do follow it, is a costly little rack to 
hang a hat on. One company heard, 
but ignored, a local rumor that a 
merger was in the offing, that the 
plant was to be closed down follow- 
ing the consolidation. It had no in- 
formation for the press, no word for 
the employees. There was no quiet- 
ing rumor to offset the wild ones. 
The company awoke one morning to 
find itself faced with a mass exodus 
of its engineers, a team it had taken 
time and money to build. While the 
officials sat mum on _ the merger 
(which never materialized ), a com- 
petitor s recruiting expert moved into 
the rumor-ridden community and 
nailed down the top engineering 
talent. 

Another company permitted indict- 
ments of its benefits program to be 
spread around the plant. With bar- 
gaining only a few months away, the 
local union was able to lather up the 
membership to the extent that it had 
solid support for all its demands at 
the bargaining table. The rumors 
fanned into the community. The 
word was aired around that the 
company wasnt so good a place to 
work as the trusting 
thought. Yet, by actual measurement, 
the benefits program at this company 
equalled or surpassed any program 


neighbors had 


in a company of comparable size in 
the area. When the chips were down, 
management came off second at the 
bargaining table and won for itself 
a shabby reputation in the commu- 
nity, 

So concerned was a third com- 
pany over the distribution of its 
stockholder report that only top of- 
ficials were given copies in the offices. 
and they were asked to sign for 
them! The company treasurer, it was 
authoritatively learned. said he must 
at all costs prevent any copy get- 




















THERE'S MORE 
TO A SOUND SYSTEM 


THAN SIMPLY GETTING ATTENTION! 


Modern Industry Across America 
DEPENDS UPON 


DuKane 


SOUND SYSTEMS 


Here are some of the benefits that companies 
such as FORD MOTOR, PARKER PEN and 
CONVAIR get from DuKane: 


VOICE PAGING 
EVACUATION ALARM 
PLANT PROTECTION 
CIVIL DEFENSE 

e WORK MUSIC 


Alert management throughout industry is 
depending more and more upon DuKane 
central sound systems for greater efficien- 
cy in office and plant operation! DuKane 
systems may be engineered to any re 

quirement regardless of size 

and scope of the plant. Sold 

and serviced by a nation- 

wide organization of 

experienced engineering 

distributors. For 

the cost-saving details 

fill in and send the 

coupon today! 





Control Console at Parker 
Pen that operates a mul- 
tiple bank of high power 
amplifiers. 


Write for the facts 








Please send full information on DuKane Cen- | 
tral Sound Systems for industry and office | 
| DuKane Corporation, Dept. DR-47 | 
| St. Charles, Illinois 
| 
NAME vr - 
ADDRESS —_— | 
| CITY STATE | 
| FIRM_ | 
ee en 
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EARLY TELETYPEWRITER 
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TELETYPE MODEL 28 PRINTER 


50 YEARS THAT CHANGED THE PICTURE 


The need for a reliable printing telegraph instrument 
that would provide a typed record of the message 
for both sender and receiver brought the company 
now known as the Teletype Corporation into the pic- 
ture in 1907. From the halting performance of the 
original page printer to the smooth 100 words per 
minute of today’s precision equipment has been a 
major step in communications. 


But today Teletype equipment is often far more than 
a communication instrument. It is a basic element in 
production control systems ...its ability to transmit 
and reproduce text and punched tape is harnessed to 
office automation... it provides a “conveyor system” 
for channeling complex raw data to a computing cen- 
ter thousands of miles away—and getting the answers 
back in a twinkling. 


Indeed, Teletype machines have made many of the 
dreams of 1907 a daily part of today’s business world. 
And the horizons widen daily as new dreams occupy 
our engineers and keep our laboratories humming. 


If you would like a copy of our booklet, “The ABC’s 
of Teletype Equipment,” write to Teletype Corpora- 
tion, Dept. D-4, 4100 Fullerton Ave., Chicago 39, 
[linois. 








TID7 Qlden Arriversary. Yry 


TELETYPE CORPORATION 


Western Electric Company 








ting into the hands of the union. Yet 
betore the distribution was effected 
in the offices, two complete copies 
were in the hands of the union and 
open pages had been spread on the 
bulletin board in the union hall. The 
union newspaper that same week 
carried the highlights of the re- 
port and its own somewhat preju- 
diced analysis. 

The seasoned practitioners in em- 
ployee communication have a maxim: 
When it's in print in any form, it’s in 
the public domain. 


“One-Way Street” 


Sometimes management does all 
the talking and assigns the employ- 
ees the role of auditors. What hap- 
pens then is perhaps best illustrated 
by the plight of Company X, which 
became perturbed by the communi- 
cation bogdown between manage- 
ment and the hourly employees. The 
mounting grievances, the occasional 
work stoppages, the annoying evi- 
dences otf slowdowns—these were 
typical of the irritants. It occurred to 
one executive that the supervisors, 
referred to euphemistically in this 
plant as the “key men of manage- 
ment, might have the answer. 

They had the answer all right. 
Encouraged to speak freely, the su- 
pervisors laid it on the table for man- 
agement to see. And it boiled down 
essentially to this: Management had 
done all of the talking and none of 
the listening. It was presumed to 
be the job of supervision to get im- 
portant information through to the 
plant people, but it wasnt being 
done. Why not? Simply because the 
supervisors themselves had never 
been invited to relay the questions 
and problems on their own minds or 
the views of those below them. 


Don’t Lose Your Friends 

The supervisors found themselves 
ineffective with their own subordi- 
nates, and one by one they decided 
not to be the carriers of information. 
Mentally they were no longer on 
management's side; they had allied 
themselves with the hourly-paid peo- 
ple as foes of management. 

A review of the supervisory meet- 
ing procedures provided some clues. 
These were cut-and-dried conter- 
ences at which management person- 
nel acted as spokesmen, and super- 
visors acted as auditors. It was a 
pertect one-way street of Communi- 
cation. There was no effort on man- 
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agement's part to draw into the open 
the things supervisors wanted to dis- 
cuss. There were no question-and- 
answer periods. A supervisor en- 
tered his conference, joined the 
moody captive audience, had his ear 
talked off, and walked out. 

These alarming discoveries result- 
ed in a complete overhaul of the 
supervisory communication system. 
The communication street was wid- 
ened so that information could travel 
both ways. Supervisors were encour- 
aged to bring questions to the meet- 
ings for solution and to suggest reme- 
dies for irritating situations. Manage- 
ment abdicated the chair and let the 
supervisors take over. The word got 
around the plant, because the hourly 
employees gripes began to get at- 
tention. 


Unhappy Ending 

Not all one-way street situations 
have the same happy ending. In an- 
other company, neglect of the super- 
visor as a channel of communication 
has resulted in a downgrading of his 
standing with his own people. In- 
stead of being regarded as a depend- 
able mouthpiece for management, 
from whom the hourly employee can 
get the “score,” he is considered (in 
the chilling argot of the shop) a 
“nitwit who doesnt know the time of 
day.” The result is that supervisory 
jobs are going begging. The eligible 
hourly employee doesnt want the 
job, feels he can make more where 
he is, feels the heartaches and abuse 
of supervision arent worth the glory 
the title reportedly bestows. 

In the employee handbook of a 
third company there appears the 
statement: “If you have any ques- 
tions regarding any of the material in 
this manual, ask your supervisor. He 
is your friend and will be glad to 
help you.” By actual check in this 
concern, these are among the things 
the typical supervisor does not know: 
the major provisions of the union 
contract; how to answer the simplest 
questions regarding group insurance; 
how to handle a grievance. You can 
duplicate this high-powered igno- 
rance all over the country. 


“All-the-Eggs-in-One-Basket” 
Company Q recently decided to 
broaden the editorial scope of its 
communication with employees. The 
decision was prompted, not by a 
recognition of communication needs, 
but by the sudden realization that 
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ACCOUNTS 





RECEIVABLE 





With profit added and goods shipped, 
title passes, and working capital 
is exposed to great risk 


When a shipment is made—title passes—and you create an account 
receivable. You are more certain of the end result—PROFIT—when 
you protect accounts receivable with Credit Insurance. That’s why an 
increasing number of executives have decided that NO cycle of protec- 
tion is complete unless capital invested in accounts receivable is insured 
by ACI. To learn more about Credit Insurance, call our office in your 
city, or write AMERICAN CREDIT INDEMNITY COMPANY Of New York, 
Dept. 50, 300 St. Paul Place, Baltimore 2, Maryland. 


Liquidity of capital is the 
prime responsibility of management. 
Protect your working capital 


invested in accounts receivable 


ith 
“" American 
Credit 
Insurance 











WHICH (104% IS BEST FOR YoU ? 





Compartment Type 
for Offices 


Combination High Explosion Proof 


and Low Level 


Stainless Steel 


Cabinet Cooler 














Here are just some of the many types of coolers you'll find in the new 
Halsey Taylor line. For office or plant use, for hazardous locations, for 
factory cafeterias and dining rooms, for any of today’s vital needs, 
Halsey Taylor makes the right cooler for the purpose. Each has the 
extra advantages of up-to-the-minute engineering, built-in dependa- 
bility, freedom from maintenance. Get our latest catalog or see Sweet's. 





Cafeteria Cooler 
for Restaurants 


The Halsey W. Taylor Co., 
Warren, Ohio 
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FILE INDIGESTION ? 


CAUSE: 
A diet of the same old filing 


systems, warmed over. 


Oxford PENDAFLEX 


‘* INTEGRATED NAME FILE ”’ 
first NEW filing method in 50 years.) 


CURE: 


paper (The 
X-ray —_ every 
DOCTOR: veupertect order. 


; Only ONE pre-filing sort, not 4 or 5. 
1. Then why am 


All papers of one customer filed in one 

place. 

Space positively reduced. 

Paper flow spe ‘eded 50% or more. 
et All this and PENDAFLEX 

folders too. 


For information about I.N.F. 


Oxford —FIRST IN FILING SYSTEMS AND SUPPLIES. 
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Oxford Filing Supply Co., Inc. 
45 Clinton Road, Garden City, N. Y. 
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the company was spending upwards 
of $100,000 a vear tor its employee 
magazine and that perhaps a multi- 
ple-device program might serve its 
needs better. This program is still in 
the discussion stage, but the blue- 
prints indicate that, for approximate- 
ly the $100.000 the company now 
spends, it may readily have four good 
devices for communication with em- 
ployees: (a) a quarterly rather than 
a monthly publication—smaller and 
less elaborate than the present 
monthly—tor distribution to all em- 
ployees in the multiple-plant con- 
cern; (b) a local monthly newsletter. 
cheaply reproduced on local plant 
equipment, tor each of the several 
factory locations; (c) a modest bul- 
letin board program originating at 
headquarters and supplemented with 
local plant material; and (d) an em- 
ployee annual report. The editor of 
the employee mi igazine, the victim ot 
the “all-the-e cos” 
self faced with the prospect of a big- 
ger job with new challenges, and the 


doctrine, finds him- 


company has tour strings to its com- 
munications fiddle rather than one. 
“Two Targets—One Bullet’ 

Too many companies build a hori- 
zontal rather than vertical program 
of communication. There are pitfalls 
in asking any one medium to carry 
too great a load. | 

One company decided last year to 
enlarge the readership of the em- 
ployee magazine to include the stock- 
holder group. This procedure in- 
volves targets somewhat far 
apart; it is not easy to hit both with 
the same bullet. 

The company unconsciously placed 
its editorial emphasis on the stock- 
holder reader rather than on the 
employee reader. The publication 
grew plush and colorful. Its layouts 
became modern and dramatic. 

The editor, delighted with the 
significance of his editing 
chore, shifted his rhetorical gears 
from the simple to the complex. Sud- 
denly, instead of producing a publi- 
cation for the Main 
Street, he found himself writing tor 
the students of Wall Street. His basic 
readership—the plant employees—be- 
gan to grow uncomfortable with the 
English, to 


two 


deeper 


residents of 


editor's awesome new 
grow uneasy with words they didnt 
understand and with the economic 
protundities that went way over 
their heads. The employees said the 


heck with it. In a tew months the 
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major part of the audience was gone 
or going. Backfire No. 1. 

Meanwhile the company took a 
routine check of its stockholder read- 
ership, to see how large and impres- 
sive a segment the revised magazine 
had corralled. Results showed that 
about one stockholder in 100 was 
paying any attention to it. Most of 
the stockholders said bluntly that 
they would prefer to see the publica- 
tion budget detoured into the divi- 
dend checks. Backfire No. 2. 


Miscellaneous Bobbles 


Communications people who strive 
to keep the industrial scene serene 
get the shivers at some additional 
bobbles of management. One of the 
older practices of some managements 





THE AUTHORS 

Robert Newcomb and Marg Sammons 
have pioneered in industrial editing. He 
originated and was the first editor of Stet, 
Champion Paper Company's publication 





for house organ editors. He organized the 
Ilouse Magazine Institute in New York 
City and later brought all existing editing 
groups together to form the National Coun- 
cil of Industrial Editors, now ICIE. For the 
pust eight vears he has taught industrial 
editing at the Medill School of Journalism, 
Northwestern University. ; 

She is a former assistant editor of Pure 
Oil News, vice pre sident of the Industrial 
Editors Association of Chicago and of the 
Employee Publications Section of the Na- 
tional Safety Council. She was the first 
secretary as well aS a vice president ot the 
present ICIE and the general chairman of 
that group s first national convention. 

This man-and-wite partnership comprises 
the consulting firm of Newcomb and Sam- 
mons, Chicago. They own and publish Th 
Score, monthly management report on de- 
velopments and trends in employer-em- 
plovee communication, and are the authors 
of Speak Up, Management, a Movern In- 
DUSTRY book On the techniques ot COMMU- 
nication with emplovees. 





is the so-called “open door policy,” 
enunciated when the boss, in a flush 
ot nobility, decides to get close to 
his people. He may not have been 
close for years, and he seeks re- 
demption. 

The typical open door policy cre- 
ates havoc in most of the concerns 
where it is tried, because a company 
cannot build respect for the chain of 
command with one policy and tear 
it down with the next. It took one 
company nearly four years to de- 
velop a dependable relationship with 
supervisors, and it took the company 
president four minutes to destroy it. 
Seeking something to say in_ his 
monthly messageless message in the 
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Kinnear Steel 
Rolling Doors 


Speed Service at SsW Fine Foods — 


x 


BE SE RS RRR oS oy 
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: 


The huge new San Francisco ware- 
house of S & W Fine Foods, Inc., is 
a monument to functional efficiency. 
And here are some of the ways in 
which 44 Kinnear Rolling Doors* 
play an important part in this up-to- 
the-minute operation: 

They open straight upward . . . coil 
smoothly out of the way above the 
opening ... clear the entire door- 
way quickly — from jamb to jamb 
and from floor to lintel. 

They stay out of reach of damage 
by wind or vehicles. 

All floor and wall areas around the 
doorway are always fully usable. 
Ceiling space around openings re- 
mains clear at all times. There's 
never any interference with cranes, 
hoists, conveyors, lighting, or other 
overhead equipment. Goods can be 
stacked “‘clear to the rafters’ inside 
or outside the opening. 

The tough, flexible, all-steel curtain 
of interlocking slats assures long 


ROLLING DOORS 











service, /ow maintenance costs, and 
extra protection against fire, wind, 
intrusion, and vandalism. 

Heavy galvanizing—1.25 ounces of 
pure zinc per square foot of metal 
(ASTM Standards) — gives added 
resistance to weather, wear, and 
corrosion. 

Kinnear Rolling Doors are built 
any size, for old or new buildings, 
with motor or manual control. 
Write for information, or for rec- 
ommendations on your door needs. 


*33 Kinnear Steel Rolling Doors 


18'9" wide by 10’ high, ten doors 
10’ wide and 10’ high, and one 
door 6’ wide by 7° high. 


The KINNEAR Mfg. Co. 


FACTORIES: 
1500-20 Fields Ave., Columbus, Ohio 


1742 Yosemite Ave., San Francisco 24, Calif. 
Offices and Agents in All Principal Cities 
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PHOTO COURTESY OF ALUMINUM COMPANY OF 


World’s Largest Die 


MILLED EASILY, ACCURATELY ON A P&W 
KELLER MACHINE .. . Consisting of two halves, each weigh- 


ing 30 tons, this is the world’s largest closed die block. Designed 
to forge aluminum backbones of fuselage and wing structures 
for the new multi-jet Martin SeaMaster, this giant die was 
produced by “Kellering” at the U. S. Air Force Heavy Press 
Plant operated by Aluminum Company of America. 


You may not require a 30-ton worksize capacity, 
sa P&W Keller Machine just right for every 
job requirement... ideally suited to handle 
your dies, molds, prototype work and produc 
tion milling faster, easier, more profitably. 


but there 


Write for complete information. 
Pratt & Whitney Company, Incorporated, 
4? Charter Oak Blvd., West Hartford, Conn. 
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PRATT & WHITNEY 


FIRST CHOICE FOR ACCURACY 
MACHINE TOOLS GAGES + CUTTING TOOLS 


AMERICA 


TOOLROOM 
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employee paper, he suddenly de- 
cided on an open door policy. He 
invited each and all to drop in and 
squawk. He didnt suggest that an 
employee see his supervisor first. He 
paid no heed to established proce- 
dures tor the handling of grievances. 
He ignored the fact that an 
door policy can, and usually does, pit 


open 


man against man and group against 
Most of all, he failed to an- 
ticipate that he himself would weary 


group. 


of his own policy after a half dozen 
mourntul interviews with e mplovees. 
‘Dollars for Loy- 
method of communication are 
a dozen. These are the man- 
agement people who, by self-indict- 
to be 
with communication devices. so they 
talk- 


instead of locally 


Followers of the * 
alty” 
a dime 
ment, are too busy bothered 
invite outsiders in to do their 
ing tor them. Thus, 
conceived material built for local in- 
terest, companies depend on mass 
syndicated posters and other litera- 
ture. principally on economics. What 
the boss tells the help that day de- 
what material 


Sam delivers in the mail. 


pends on canned 


Uncle 
You Must Be Believed 


Insincere policies otten result in 
poor communication; if the shop peo- 
ple dont believe what you say, your 
communications cannot but be poor. 

One of the best examples of in- 
sincere policy is the “promotion from 


within doctrine. This pronounce- 


ment, which generally appears in the 
employee handbook, is acceptable if 
true but quite otten it isnt true. Last 
year a Company announced the pro- 


f 


motion of three men to the post ot 





Yen =P Sa 


¢ CURCE + ¢ and be sure! 


No syndicated posters here! At Hamisch- 
teger Corporation, Milwaukee, Wis., post- 
locally created, deal exclusively 
with local events. Posters talk quality, com- 
petition, and productivity —in local terms. 
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superintendent: One had moved 
logically from the ranks through su- 
pervision to his new job. The other 
two—new to the company—made the 
grade through the happy circum- 
stance of being related to members 
of upper management. 

An essential ingredient of a smooth 
communication program is_ top- 
drawer approval. If you havent got 
it, forget the whole thing. But the big 
man in the front office can’t do the 
job alone. He needs help and sympa- 
thetic support from his own associ- 
ates, and often he receives neither. 
Too frequently he meets a solid wall 
own con- 
committee. 


of resistance among. his 
freres on the executive 

It may not be open resistance, but it’s 
mighty solid. The program fails be- 
cause the president of the company 
hasn't been able first to “sell” those 
immediately around him. 


The Dead Loss 


What the skeptics require in order 
to approve good communication is to 
learn the cost of poor communica- 
tion. Last vear a company picked up 
the check for an unauthorized walk- 
in order to save 
having failed to inform. its 
visors of a policy shift. The 


out. its own face for 
super- 
bobble 
cost management, by its own admis- 
sion, $12,820. 

Last vear a second company sharp- 
ly improved its pension fund plan, 
failed to inform its emplovees suffi- 
ciently, and paid out an unantici- 
pi ated $66,000 ade litional (according 
to the companys own estimate ) be- 
cause of a hard bargain driven by 
the unions alert representatives. 

Last bought a 
smaller began to 


year a COMpPany 


concern, slowly 
move its own personnel into kev po- 
sitions. there by elbowing aside those 
in the smaller company who felt they 
had earned promotion to these posts. 
Resignations followed; it was neces- 
sary to recruit quickly 
quately, and a member of the parent 
company management put the cost at 
$75.000. 

By the ' 
concerns it is clear that they shared 
a dead loss of more than $150,000. 
For $50,000, each could have had an 
effective employee communications 
program, geared to meet the 
each faced. Instead the money went 
down the drain. 

What is happening to your pro- 
gram—and your money? 


and inade- 


testimony of these three 


CrISIS 
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HERTZ 
car leasing 


solve automobile 


personnel problems! 


Do you supply your executives, 
field men or salesmen with cars? 
If you do, undoubtedly you’ve 
got some headaches. 
nance itself is a big job. And too, 
every car means frozen company 
or salesmen’s capital. These are 


Mainte- 


sibilities. 


just a few of the problems you 
can end with Hertz Car Leasing. 

Whether your company needs 
five cars or a fleet, leasing gives 
you every advantage of owner- 
ship— without any of the respon- 


Check these advantages of Hertz Car Leasing: 


@ New cars at regular inter- 
vals—Brand new cars supplied 
at mutually convenient times 
and places. 


@ All repairs—And Hertz pays 
all the bills. 

e Towing and lubrication— 
Hertz pays for all of it. 

e Tires repaired and replaced 
Hertz assures you top quality 


More people by far 


HERTZ 


Rent a car 




















tires On every car year ‘round 


e Complete winter servicing — 
Again, Hertz pays everything. 


e State license plates—Hertz 
furnishes them. 


e Insurance —- Fire, theft, $50 
deductible collision protection, 
plus prompt replacement of 
out-of-service cars. 


Gentlemen: 
Leasing. 


Name 


e Destroyed cars replaced — 
Promptly, minimum time loss. 


@ Unrestricted mileage — For 
both business and pleasure 


e@ All these plus... No book- 
keeping problems, no capital 
tied up in automobiles, greater 
goodwill for your business, hap- 
pier personnel driving sparkling 
new cars. 


Please rush information on Hertz Car 





Company 





Address 





City 


Zone State 





ee 


Number of cars we operate 
































SEND THIS COUPON TODAY FOR FULL DETAILS 


THE HERTZ CORPORATION 


Car Leasing Division 
218 South Wabash Avenue, Chicago 4, Illinois 
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Facts to consider when you’re buying 


Chromate Conversion Coatings 


for Corrosion Protection, Paint Base, Decorative Finishing 








® 
WHAT IS IRIDITE? 


Briefly, Iridite is the tradename for a specialized line of chromate conversion finishes. 
They are generally applied by dip, some by brush or spray, at or near room temperature, 
with automatic equipment or manual finishing facilities. During application, a chemical 
reaction occurs that produces a thin (.00002” max.) gel-like, complex chromate film of a 
nonporous nature on the surface of the metal. This film is an integral part of the metal 
itself, thus cannot flake, chip or peel. No special equipment, exhaust systems or specially 
trained personnel are required. 








If your company is manufacturing or 
buying parts or complete assemblies 
made from or plated with any of the 
more common non-ferrous metals— 
zinc, cadmium, aluminum, magnesium, 
silver, copper, brass or bronze—you’ve 
probably already run up against the 
question of finishing these surfaces with 
a chromate conversion coating. These 
coatings are used to protect against 
corrosion, or to provide a base for paint 
or to provide a decorative finish for 
sales appeal or shelf life. Since chromate 
conversion coatings represent a rela- 
tively new means of obtaining these 
finishes, this digest of facts to consider 
may be of value to you. 


1. THE COATINGS THEMSELVES. 
There are many brands on the market. 
All are similar in many ways. Each, of 
course, offers its own specific advantages 
and these may relate to operating 
techniques, performance under actual 
use conditions, cost, availability, etc. 
Naturally, you'll want to choose a 
coating that is widely known and 
accepted under both military and 
civilian specifications. 


2. THE COMPANY BEHIND THE 
PRODUCT. Is it a reliable, established 
organization? Does it offer experienced 
technical service, both from the field- 
engineering organization as well as the 
home office and laboratories? The man 
who sells and services your installation 
should be thoroughly familiar with not 
only chromate conversion coatings and 
their applications, but also with the 
characteristics and performance of re- 
lated finishing operations such as pre- 
cleaning, electroplating, painting, etc. 
This is most important since all steps of 
the finishing cycle must be functioning 
properly for the satisfactory perform- 
ance of the ultimate finish produced. 


3. AVAILABILITY OF THE PRODUCT. 
Ideally, of course, the material should 
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be readily available to you from nearby 
warehouses to avoid time loss in long 
distance shipping and to. provide 
emergency service, should the need 
arise. 


4. COST. Naturally, the initial price 
of the material is important to you. 
However, just as you consider ultimate 
cost when you are buying mechanical 
equipment, ultimate cost must be con- 
sidered for these finishing chemicals. 
So, it will pay you to investigate con- 
sumption costs, labor costs and the 
other factors which go into the deter- 
mination of ultimate cost. Further, 
cost alone gives no indication of product 
performance, so careful attention must 
be given to the purpose the finish must 
serve and the value that finish will add 
to your product. 


5. FACILITIES FOR RESEARCH AND 
DEVELOPMENT. Perhaps the existing 
types of chromate conversion coatings 
do not include a compound that will 
accomplish exactly what you _ wish. 
Then, it is important to deal with a 
supplier who has adequate research 
and development facilities available to 
work with you to produce a material to 
meet your needs. Naturally, such a 
project is seldom completed overnight. 
But, with complete cooperation and 
confidence from both you and your 
supplier, chances are a_ satisfactory 
program can be completed. 


These are the concepts of sales and 
service on which we, Allied Research 





Products, Incorporated, have developed 
and marketed the line of Iridite chro- 
mate conversion coatings... superior 
product performance, complete sales 
and technical service, easy product 
availability, economical cost, extensive 
research and development facilities. 
No doubt you are familiar with our 
line and have seen this trademark— 


® 


—in our advertising, technical litera~ 
ture or on shipping containers in your 
plant. Remember this trademark when 
you’re buying or investigating chro- 
mate conversion coatings for your 
company. It’s your assurance of quality, 
economical products from a reliable 
and established company, skilled sales 
and technical service from both our 
home office and a national network of 
representatives, immediate availability 
from warehouses in strategic industrial 
areas and our willingness to work with 
you to develop new finishes to meet 
your needs, should the present line fall 
short. 


For complete information on Inridite 
chromate conversion coatings, write 
today for your free copy of our technical 
data file. Or, for immediate advice, call 
in your Allied Field Engineer. He’s 
listed under ‘“‘Plating Supplies’”’ in your 
classified telephone book. 


Aico Restarcu Propucts 


INCORPORATED 
4004-06 E. MONUMENT STREET © BALTIMORE 5, MD. 


Manufacturers of Iridite chromate conversion coatings for corrosion resistance, paint systems, final finishing 
of non-ferrous metals; ARP Plating Brightener & Chemicals. West Coast Licensee—L. H. Butcher Co. 


DUNN'S REVIEW and Modern 


Industry 























NEW METHODS and MATERIALS 








New components, materials, design ideas 
put Spring in production, sales 


Babies that spark 
new products 


A baby boom is under way—in the 
electrical battery field. New mite- 
sized units, no bigger than a tube 
cap, promise to extend the benefits 
of electricity and miniaturization to 
a host of products. Some of the new 
batteries are fairly conventional in 
design, while others employ new 
principles like radioisotope activa- 
tion; but all are tiny, light in weight, 
and apparently suitable for commer- 
cial use. 

Not surprisingly, research on these 
new miniature devices is _ being 
spurred by makers of wrist watches, 
hearing aids, military instruments, 
and other products in which small 
size and long life are qualities that 
can command a premium in price. 

For instance, Sonotone Corpora- 
tion is using a miniaturized mercury- 
type battery (a zinc-mercuric oxide 
cell) in its new all-in-the-ear hearing 
aid. The cell itself weighs less than 
two grams; the entire hearing aid 
barely half an ounce. 

Another baby battery is a carbon- 
zinc cell, dey eloped by National Car- 


onotone Corp. 





S 
Hearing aid battery weighs less than two 
grams, but has surprisingly high capacity. 
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bon Company for the new Hamilton 
self-powered electric wrist watch. 
This cell, too, is basically conven- 
tional in construction, though it 
weighs but 1/20 of an ounce (about 
a gram and a half). 

The “atomic” (radioisotope-acti- 
vated ) batteries, on the other hand, 
utilize new  materials—phosphors, 
semiconductors, and radioactive iso- 
topes—and new principles of opera- 
tion. Several different types have al- 
ready been developed, among them, 
the batteries used in the Paterson- 
Moos power packs pictured below. 

In most “atomic” batteries intro- 
duced so far, a radioisotope is used 
to activate a semiconductor, stimu- 
lating the flow of current. 

The new button-sized unit pic- 
tured below, developed for Elgin 
National Watch Company by Walter 
Kidde Nuclear Laboratories, differs 
from these in that the isotope’s radia- 
tion does not strike the semicon- 
ductor directly. Instead, the isotope 
is used to activate a phosphor which, 
in turn, gives off light that plays on 
the semiconducting material. This 
way, Kidde says, the danger of radia- 
tion damage to the semiconductor is 


W alter Kidde Nuclear Corp. 
Wrist watch battery is designed to use 
a radioactive isotope as its power source. 


minimized, and the battery's life is 
lengthened considerably. 

The Kidde battery is not yet in 
production. Right now, it would be 
pretty expensive because the isotope 
it uses (Promethium 147) is costly. 
However, new AEC isotope-process- 
ing facilities, scheduled for comple- 
tion this year, promise to bring the 
isotopes price way down and then. 
Kidde says, the complete battery 
should cost less than $5. Not cheap, 
of course, but batteries of this type 
should last a long time—several years 
at least. 

Long life is, as a matter of fact. 
one of the big attractions of all these 
new devices; and this, coupled with 
small size and adequate output, en- 
titles them to serious consideration. 


Materials in brief 


Another “new metal” is looming on 
the structural horizon. Its 
familiar, but, until recently, it was 
used mainly as an alloying element. 
In pure form, it was, to say the least. 
hard to handle. Then it turned out to 
have unusual nuclear properties, and 
researchers set out to tame it. The 


name is 





Paterson-Moos Division, Universal Winding Corp. 


Power package for airborne instruments 
uses atomic batteries of still another type. 
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Here a self-propelled Walkie-Worklifter is 
stacking pallets weighing 1000 to 1500 Ibs. 
And working in a 5’-5” aisle, too narrow 
for large lift trucks. There are thirty-nine 
Walkie-Worklifter models priced from $1250 
to $2500 complete with battery and charger. 
Lifting range up to 120’’. Ideal for light load 
elevators and floors. Write today for com- 
plete information. 

Economy Engineering Company (Est. 1901), 
4516 West Lake Street, Chicago 24, Illinois. 








Authoritative 
determination of 


PROPERTY WORTH 


Land, Buildings, Equipment, 
Intangibles, Going Concern Values 


The Purpose of 
Marshali and Stevens 
Appraisals 
Fair Market Value, 
Insurance, Accounting, — 
Tax, Merger, Refinancing, 
Condemnation, Property 
Records, incorporation 
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Our informative brochure explains 
“What Every Property Owner 
Should Know About Appraisals” 
and is an invaluable aid in 
property management. To receive it 
write: Marshall and Stevens, 

420 Lexington Ave., 1631A, N.Y. 17, N.Y. 


MARSHALL ana STEVENS 


CHICAGO © CINCINNATI ® DALLAS © DENVER ® DETROIT 
HOUSTON e LOS ANGELES ° MINNEAPOL e NEW YORK 
PHILADELPHIA e PHOENIX © RICHMOND ® ST. LOUIS 
SAN FRANCISCO ® VANCOUVER ® HONOLULU, T.H. 











job is not an easy one. But, in addi- 
tion to its nuclear properties, this 
metal, beryllium, is nearly as strong 
as steel yet weighs barely a fifth as 
much. No wonder General Clyde H. 
Mitchell of the Air Material Com- 
mand ' considerable 
promise for the future in aircraft 
and missile structural applications 
[if] its third-dimensional brittle- 
ness can be overcome.” 
That's still a big “if,” of course, 
but, with several government agen- 


savs it “ofters 


cies pushing research on it, there's a 
real chance for success. 


Elevated temperature drawing un- 
der closely controlled conditions is 
the key to the unusual qualities of 
its Fatigue-proof hot-finished steel 
bars, La Salle Steel Company now 
reports. 

Introduced about a year ago, the 


Fatigue-proof “e.t.d.” steels are said 
to “offer the strength, dimensional 
accuracy, surface finish, and machin- 
ability normally associated with heat- 
treated cold-finished bars.” This. 
LaSalle points out, can permit elimi- 
nation of heat treatment, and _ its 
subsequent operations, reduce finish- 
ing costs, and may even lessen de- 
pendence on strategically scarce al- 
loving elements. 

The bar stock, now supplied in 
rounds % to 2% inches in diameter, 
has a guaranteed Rockwell C hard- 
ness of 30, a tensile strength of 140.- 
000 p.s.i., and a yield strength of 
125,000. 


Expanded tantalum sheet, in thick- 
nesses from 0.003 to 0.075 inch and 
widths to 54 inches, can now be had 
from Fansteel Metallurgical Corpo- 
ration. Suggested uses: anode _ bas- 





The better to serve you, sir 


Good news for metal fabricators are the 
new facilities being installed at both mills 
and warehouses for supplying bigger and 
better shapes and forms. Westinghouse- 
built roller hearth furnace at Kaiser Alumi- 
num’s Halethorp, Mad... plant is equipped to 
100-foot-long reduces 


handle extrusions, 


DUN'S 


processing time, improves mechanical prop- 
erties. New disc-cutting unit installed in 
Ryerson steel distribution plant holds close 
tolerances in cutting stainless steel plates up 
to 12 by 25 feet in size, turns them out with 
smooth, square edges. Equipment can also 
be used for aluminum and carbon steel. 
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Beat the high cost of construction 
with a modern Armco Steel Building 


Get the space you want at lower cost in less time 


High-quality, factory-produced Armco Steel Buildings are 
available in thousands of sizes from 28 to more than 
100,000 sq. ft., and clear span widths up to 100 feet. There's 
a size that will meet your exact requirements at lower cost 
than conventional construction. You ll get under roof faster, 
too, in an attractive, weathertight, noncombustible structure 
that requires minimum maintenance. 


Here’s why. Factory-engineered parts made to exacting 
standards are delivered to your site, ready for assembly. 
Basic Armco plans save preliminary design and engineering 
costs. Fast assembly slashes construction costs and time. 

Attractive in themselves, Armco Steel Buildings can 
also be given architectural treatment outside. decorative 
finish inside. Armco Drainage & Metal Products. Ine.. 
Middletown, Ohio, Subsidiary of Armco Steel Corporation. 


For more information, call Western Union and ask 
for Operator 25 or mail coupon 
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Armco Drainage & Metal Products, Inc. 
697-B Curtis Street, Middletown, Ohio 


| | am interested in a building; size 


Send me descriptive folder on Armco Steel Buildings. 


Nome 
Company 


Street 





ARMCO STEEL BUILDINGS 
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kets in electroplating baths. packing 
supports in fractionation towers, 
backing for filter cloths, and catalyst 
carriers. The tantalum mesh could, 
tor instance, be coated with platinum 


neenah says: 


and used as a catalyst screen—thus 
saving platinum as well as promot- 
ing efficiency of the catalytic. re- 


action. 


Titanium and copper strip are being 
held to unusually fine dimensions by 
\merican Silver Company. Titanium 
as thin as 0.001 inch, one-eighth to 
six inches wide, is being offered with 
a tolerance of plus or minus one ten- 
thousandth tor use in honeycomb 
structures. Copper may be obtained 
in commercial quantities at 0.00025 
inch, and in pilot amounts down to 
0.00015 inch in thickness. 


- 
» 
” 


people:-who read your ietters 


é feel; persulfate instead of the convention- 
(this paper gives me a feeling... al acid pickle. According to Becco 


“ Chemical Division of Food Machin- 
always read between the lines ery Company, which developed the 
process. cleaning can be done in half 
this letter is important) a minute at room temperature, and 
“surface films are completely re- 
moved, a slight etch is imparted to 


New cleaning process for copper 
uses a water solution of ammonium 


the surface, and re-tarnishing is con- 
A subtle reason siderably retarded.” Adhesion of coat- 
for using an ings to treated surtaces is also excel- 
; lent, Becco reports. —A. R. G. 
impressive more news on page 122 
cotton fiber bond 
by Neenah 

for your 


business letterheads. 


You can help create a 
letterhead that helps your 
company succeed. The 
first step is to ask your 
printer for a free copy of 
the second series of **The 


Right Letterhead for You.”’ 


(GAlTS ts This strong, weather-resistant cover keeps 
rain out, but lets light in. It’s made Ly 

HAE BUSIAESS PAPERS Herculite Protective Fabrics of translucent 
S\ACE \873 


vinvl film reintorced with Celanese Fortisan 
varn. Easy to handle because it weighs only 
half as much as conventional tarpaulins. the 
neenah paper company fabric stores compactly, wont rot or mil- 
dew. Here made into a hatch cover, the 
A DIVISION OF KIMBERLY-CLARK CORPORATION fabric should prove useful fo) such indus- 


neenah. wisconsin trial jobs as cleaning processing equipment 





that is set up outside the plant. 
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Announcing: A new’ Thermo-Fax Copying Machine for 


4-second copying speed 


..at a new low cost! 
























The terms THERMO-FAX and SECRETARY are trademarks of Minnesota 


Mining & Mfg. Co.. 


New York 16, N. Y. 
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Thermo: -Fax 


COPYING PRODUCTS 


New simplicity! New handling ease! 


...and still no chemicals or negatives. 


Just plug the machine into any outlet. Place the written, printed, drawn or 


typed original you need copied on one of our 5 color-coded papers. Then 
let this amazing new machine slide the sheets gently from your hands 
Now, the only All-Electric, dry process copy method takes over, and, 
while you say, “It eliminates chemicals and negatives,”’ this newly styled 
THERMO-FAX “‘Secretary’’ Copying Machine hands you a finished ¢ copy 
made in just 4 seconds. Copies cost as little as 5¢ each. And now you get 
these exclusive time and money-saving features atanew low cost of $299.00.* 
Try this modern office copying miracle on your monthly statements, let- 
ters, orders or other business data. Your nearby dealer is listed under 
“Duplicating Machines and Supplies” in the yellow pages of your tele- 
phone directory. Call for a demonstration or send coupon for details. 


*Suggested retail price. 








in Canada: P. O. Box 757, London, Ontario 


i Oe. Oe. Oe Oe Oe Oe Oe 7 
Minnesota Mining & Manufacturing Company | 
Dept. HQ-47, St. Paul 6, Minnesota 
Send complete information on the cost-cutting new All- 
Electric THERMO-FAX ‘Secretary’ Copying Machine. | 
Name : — 
" Company — | 
| Address — | 
St. Paul 6, Minn. General Export: 99 Park Ave. | City — Zone State ee | 
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FASIEST 
WALKIE-TRUCKH 
TO OPERATE ANO 





FLO : STEERS EASILY 

AND WORKS IN LESS SPACE 
BECAUSE OF THE 
DUAL WHEELS S 
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HOW ABC 
MAINTENANCE 2 





REVOLVATOR CO. 


8 TONNELE AVE., NORTH BERGEN. WN. J. 











If your files are a ‘“‘mess” 
—papers jumbled in 
bulging, dog-eared fold- 


ers. records lost or mis- 


filed if you're losing 
minutes and dollars, 
wearing downyour 
nerves every time you 
want to file or find a let- 
ter, order, invoice, Here’s 
Peace! ACCO-filing will 
stop this war of nerves— 
keep all your papers 


neatly, correctly filed, | 


safely bound, where you 

want them when you 

want them. 
ACCOPRESS Binders and ACCOBIND 
Folders solve your file problems—are avail- 
able in most any size, any capacity, with or 
without tabs—and at transfer time you just 
slip the contents, still bound, from Accobind 
Folders, saving the covers for year after year 
of more filing. 


Ask your stationer about Acco-binding. 
ACCO PRODUCTS 
{ Division of NATSER Corporation 
Ogdensburg, N.Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 











NEW DESIGNS 





is made of cork 
granules and wood bound to- 
gether by Goodyear Chemigum nitrile 


GASKETING MATERIAL 
fibers 


rubber latex. It’s said to have good com- 
pressive and tear strength, may be used 
to cushion rough flange surfaces and 
sharp-edged housings, may eliminate 
the need for machining, permit use of 
bolts. F. D. Farnum Company, 
Chicago, supplies the material, called 
Kaokork, in sheets and cut shapes. 


tewer 


TRANSPARENT MODEL helps Westing- 
house study stresses in shell for nuclear 
reactor. Special photoelastic resin 1S 
used in model’s construction. After the 
model is built, but before it is cured, it 
is placed under stresses similar to those 
that will be encountered by the full- 
scale metal shell. Then curing “freezes” 
the stress pattern in place. It becomes 
visible when the sections are placed in 
polarized light. 
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Eight ways to 


FLEXIBLE MAGNETS can mean greater 
design freedom. Polymer Corporation 
of Pennsylvania makes these in rod and 
tape form by incorporating iron powder 
in a special binder. (The tape is the 
same material as the rod—not a powder 
deposited on a tape backing.) Polymer 
Corp. says the magnets can stand tem- 
peratures to 400° F, and exhibit con- 
stant permeability over a wide range of 
frequencies (up to about 3,000 mc). 


ASSEMBLIES are cheaper than unitized 
parts, in some cases at least. There are 
exceptions to every design rule—even 
the one that combined parts are cheaper 
Armco Steel re- 
ports that the oil burner vaporizer cup 


(see Opposite page). 


(right), made of punched, drawn, and 
machined stainless steel parts, costs 60 
cents less than the cast iron unit (left) 
it replaces; and it weighs but a tenth 
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Heavy Duty Bench Type 





improve your products 


PLATINUM BONDED TUNGSTEN CARBIDE 
can now be had for parts that must 
stand unusually tough abrasive and cor- 
rosive conditions. Kennemetal, Inc., the 
supplier, says the material has a “cor- 
rosion resistance equaling that of the 
noble metals,” though it’s less expensive 
and more resistant to wear. Applica- 
tions include seal rings and metering 
such 


orifices for equipment handli 
materials as fuming nitric acid. 


eo) 
iS 





COMBINING SEPARATE PARTS into a 
single casting is a well-recognized way 
to cut production costs, though there 
are exceptions, as the photograph on 
the opposite page shows. The American 
Die Casting Institute says this fluores- 
cent lighting fixture bracket was a lot 
more expensive in both labor and mate- 
rials when the (left) 
were used. Now, it's designed for pro- 


separate parts 


duction as an aluminum die casting. 











NEW WALL COVERING also has cork as 
its basic material (note gaskets on op- 
posite page), is said to feel as well as 
look like brick. It’s made in interlock- 
ing panels that can be cut with a razor, 
attached to walls with standard adhe- 
sives. Corkbrik Company, Ridgefield 
Park, N.J., supplies the material in sev- 
eral colors, claims it is fire-resistant, will 
provide both acoustical and thermal 
insulation. 





PLASTIC MOCK-UP gives General Elec- 
tric and its customers a preview of new 
aircraft engine, makes it possible to 
plan clearances and connections long 
before the first production model rolls 
off the assembly line. Atkins & Merrill, 
Inc. built the model of fiber-reinforced 
epoxy resin, says new molding and tab- 
ricating techniques make this type of 
construction faster and less costly than 
wood and metal. 





ALLEN 


PUNCH PRESSES 


POWERFUL 
DEPENDABLE 
ECONOMICAL 


Many Popular Models 








Model B-2-A vase 
2 ton half press 1 to 5 ton capacities 
$94.50 fob- Moderate in price 









Fully 
Guaranteed 


See Your Supply Dealer 
or 
Write for FREE Catalog 
showing all models with 
descriptions and prices. 
J } } 


Model 8-5 
5 ton—$199.50 
less motor - fob 









« * of! 






Model 8-2 
2 ton—$97.50 0, 
pecial Duty 1 ton 
— Model LTX—$89.50 





P - less motor—fob 


ALVA ALLEN INDUSTRIES 
Dept. DR, Clinton, Missouri 
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THE OLDER WE GROW, the more we know. 
This is not only true of people, but of com- 
panies, too... for a company is only as wise 
as the knowledge of its combined staff. 

FOR 60 YEARS, PANAMA-BEAVER has 
matured steadily in its program to provide 
an “easier office-worker life.’’ Since 1896, the 
company has learned to anticipate the needs 
of the commercial world before they arose. 
Among the first to recognize the important 
role of Vision-Engineered products, 
PANAMA-BEAVER's research department 
developed the easy-on-the-eyes Hypoint 
colored carbon papers plus Lustra Colorful 
Inked Typewriter Ribbons—especially created 
to harmonize with all paper stocks and letter- 
heads. Another achievement—the Evyesaver, 
Parma Pearl and the NEW Ebony Uni- 
masters (for spirit duplicating) with tinted 
jackets to avoid glare, relax the eyes, relieve 
harsh contrast and permit faster work. 

EXCITING THINGS have already been charted 
for PANAMA-BEAVER’s next 60 vears... 
as you will find out when you call your 
PANAMA-BEAVER man, “always a live 


 DAWAMA-BEAVER 
7 “CAMO 


Ye 


Coast to Coast Distribution 


Since 1896—''The LINE that can't be motched."’ 
MANIFOLD SUPPLIES CO. 
188 Third Ave., Brooklyn 17,N. Y. 
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Royal McBee serves 


thousands of growing businesses 


the world over with... 


... /ypewriters 


Royal—world’s largest selling typewriter by far— 
in greater demand than ever...quality leader in 
electrics, standards, portables —and now the auto- 
matic Robotyper multiplying output up to 16 times 


... Data Processing 
Methods, Equipment 


McBee Keysort punched cards, machines, equip- 
ment and supplies — used by organizations of all 
sizes to keep management’s operating information 
and control up to the minute... . and coming soon, 
new automatic tabulating keypunch equipment 


























... Electronic — Summary of Results 
Computers — Six Months Ended January 31st 1957 1956 

Mobile, compact, economical | — Income from Sales of Products, Services, etc. $52,808,554 

machines for high-speed compu- Net Profit after Depreciation but before 

tation, with mass assembly and SS Federal Taxes on Income $ 6,456,973 $ 6,398,823 

storage of data... the new LGP-30 = Provision for Federal Taxes on Income 3,322,976 3,213,324 

Computer, meeting the complex : Net Profit after Depreciation and Provision 

needs of smaller as well as the EE for Federal Taxes on Income $ 3,133,997  $ 3,185,499 

largest companies—adding a new “Y : = 

dimension to Royal McBee’s tra- _ === Earned per Share — Common Stock $1.96* 


dition of service to the world of “includes non-recurring income equal to 14 cents per common share, resulting 
business for over half a century ram Sh auneTe te Tirgetion. 


(Subject to year-end adjustments and audit) 


























ROYAL McBEE Corporation 


General Offices, Port Chester, N.Y. Plants in Hartford, Conn./Athens,O./St. Louis, Mo./ Ogden, Utah/ Toronto, Ont./ Montreal, Que. 
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The Kreuger crash 


THe INCREDIBLE Ivan Kreucer by Allen 
Churchill. Rinehart & Co., Inc., 232 Madi- 
Ave., New York, 301 pages, $3.95. 
When Ivar Kreuger shot himself 
on March 12, 1932, his death shook 
the stock markets of the world. The 
Swedish “Match King,” 
newspaper had termed “a Puritan of 


son 


whom one 
finance,’ whose companies had con- 
tinued to pay pre-1929 dividends 
during the darkest days of the great 
depression, turned out to be a vigan- 
tic fraud. His vast financial empire 
had been bolstered by forgery: lia- 
bilities than $1 billion: 
American investors of all sizes were 


were more 


among those who suffered. 

This biography attempts less to ex- 
plore what Kreuger actually did— 
that was disclosed by subsequent in- 
examine 


vestigations—than to his 





One of Kreuger’s last great moments came 


in 1930 when Syracuse University 


him a Doctor of Business Administration. 


character and motives. In this the au- 
thor has not been entirely successful, 
for the very good reason that Kreu- 
ger had no confidants, apparently 
few ordinary human emotions at all. 

The biggest mystery is how this 
man. who was known to his school- 
mates as “The Sneak,” later assumed 
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made 


an aspect of such probity that top 
American business men were willing 
to accept his claims without investi- 
gation. Partly. of course, he traded on 
the fact that nothing succeeds like 
success. The highly respected Amer- 
ican auditors who once went over 
his records, the author reports, were 
puzzled by vouchers. 
statements, but 
eventually decided that there could 
be nothing wrong with a man who 


absence. of 


and agreements, 


had won such confidence from top 
financiers. 

The Kreuger crash now seems as 
distant as the Mississippi Bubble. 
Still, the too gullible may profit from 
reading this book, and others will 
find it interesting. 


How to be a forecaster 


FORECASTING Business TRENDs by Leon- 
ard §S. Silk and M. Louise Curley. McGraw- 
Hill Book Co., Inc., 330 West 42nd St., 
New York, 157 spage s, $15 ($12.50 for sub- 


scribers fo McGraw-Hill Consultant Re- 
ports). 
BUSINESS FORECASTING IN Practice: PRIN- 


CIPLES AND Cases. edited by Adolph G. 
Abramson and Russell H. Mack. John 
Wiley & Sons, Inc., 440 Fourth Ave., New 
York, 275 pages, $6.50. 

These two books cover much the 
same ground: the theories protes- 
sional economic forecasters follow in 
working out their predictions and 
the data they use. 

Forecasting Business Trends, one 
of a series of McGraw-Hill “Consul- 
tant Reports.” presupposes no_pre- 
vious knowledge on the reader's part. 
lt explains the subject from the 
ground up and lists all the sources of 
statistics, their publishers, and prices. 
It is an excellent book for the busi- 
would like to 
what the science of business 


ness executive who 
know 
forecasting is all about, and perhaps 
try his own hand at it. 

Business Forecasting in Practice is 
made up of papers by a number of 
authors, most of whom are serving 
as economists for large companies. 
\lthough it is a 


somewhat more 











You Get Things Done With 
Boardmaster Visual Control 


~~ 
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gre 


Gives Graphic Picture of Your Operations— 
Spotlighted by Color 

Facts at a glance—Saves Time, Saves Money, 
Prevents Errors 


Simple to operate — Type or Write on 
Cards, Snap in Grooves 

Ideal for Production, Traffic, Inventory, 
Scheduling, Sales, Etc. 

Made of Metal. Compact and Attractive. 


Over 100,000 in use. 


C let ice 
price acy $4950 including cards 


| FREE | 24-PAGE BOOKLET NO. D-500 
Without Obligation 


Write for Your Copy Today 


GRAPHIC SYSTEMS 


55 West 42nd Street © New York 36, N. Y. 














Ordinary Brushes y/ 


240 ' 





27 Styles and sizes to choose 
from— fully guaranteed. Write today. 


Se 


7M MILWAUKEE DUSTLESS BRUSH CO. 





5 Dj 530 N. 22nd St., Milwaukee 3, Wis 
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Send for FREE ILLUSTRATED CATA- 
LOG, containing seven large scale 
maps showing in color the oree 
covered by ovr 400 large scale 
street mops. Absolutely no obli- 
gotion, neo salesman will call. 
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MEANDERING DELIVERIES 


Route your trucks the SHORTEST WAY every trip. The time 
ond gas used by your drivers looking for unknown streets 


will buy a hundred maps like Hearne’s Street 
Mop of your city and county area. 

Printed in six colors; street names are in big, 
block type, and instantly spotted with Hearne's 
patented, ovtomatic Street Finder. (See border) 

Over 100,000 truck owners use Hearne mops 
every day to give customers better service and 
cut truck mileage. Many users claim they save 
the cost of the mop in a single day's use. 


HEARNE BROTHERS 


America’s Largest Manufacturers of Commercial 
and Schoo! Maps 


25th Floor National Bank Bidg., Detroit 26, Mich. 


44” by 65° wall maps of any American city, $52.50 each 
F.0.B. your office. 
44” by 65” wall maps of any American county, $52.50 each 
F.0.B. your office. 
44” by 65” wall maps of any state in the Union, $52.50 each 
F.0.B. your office 


If in your operation you use salesmen, our city-county street maps might save your men 
considerable time. Test after test conclusively proves that this type personnel will make 
more calls more often if you make it convenient. Our city-county street maps locate 
instantly and mechanically for your salesmen, any street address in any American city. 
We will promptly mail one of your secretaries a brochure. 





technical exposition, the non-techni- 
cal business man should find much 
of the material interesting, especially 
the case studies of actual forecasts. 


How train an administrator? 
FAcTorS IN EFFECTIVE ADMINISTRATION 
by Charles E. Summer, Jr. Graduate School 
of Business, Columbia University, Neu 
York 27, 286 pages, $3.25 

Administration and related sub- 
jects are now a well-recognized part 
of college curricula. This book, based 
on a study conducted with funds 
from the Samuel Bronfman Founda- 
tion, presents the views of the edu- 
cators on the abilities, attitudes, and 
knowledge needed for success in the 
field. More than half of it is devoted 
to a listing of representative courses 
with detailed descriptions of content 
and aims supplied by the teachers. 
It is interesting to note that there is 
little unanimity among the educators 
except on the opinion that no for- 
mula for solving management prob- 
lems exists. 


Getting the new graduates 
CAREER: THE ANNUAL GuIpE To BUSINESS 
Opportunities. Careers Incorporated, 15 
West 45th St., New York 36, 256 pages, 
$1.95. 

Designed as a guide for the job- 
seeking senior, this seventh edition 
shows how strenuously companies 
are competing with ¢ ‘ach other for 
new college graduates. Nearly 150 
concerns have taken space to prom- 
ise interesting werk, liberal salaries 
and benefits, promotion from within, 
management training, for the young 
and inexperienced. 


Facts and figures 

STATISTICS FOR MANAGEMENT by B. J. 
Mandel. Dangary Publishing Co., 2807 
West Belvedere Ave., Baltimore 15, Md., 
408 pages, $6. 

Statistics are used so much today 
—in business, in government, even 

private argument—that a rounded 
education requires at least an ele- 
mentary training in the field. As one 
enthusiastic statistician, quoted in 
this book, observed: “The statistical 
method is more than an array of 
techniques. . . [It] is a mode of 
thought; it is sharpened thinking; it 
is power. 

Mr. Mandel has provided an excel- 
lent introduction to the subject, com- 
plete with problems and answers. 
Those who merely want to sharpen 
their thinking and acquire some ot 
the power—or protect themselves 
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against the misuse of it by others 
will find his book sufficient for their 
needs. Those who want to go more 
deeply into the subject will find it a 
helpful beginning text. 


For the salesman 


Testep Ways To CLose tTrHe SALe by 
Elmer Wheeler. Harper © Brothers, 19 
Fast 33rd St., New York, 226 pages, $3.95. 

Elmer Wheeler, the author of a 
number of books on salesmanship, 
makes a practice of setting down 
“tested sentences —the exact words 
that have been tound most eftective 
in the selling field. His book includes 
many of them. plus Information on 
helpful approaches and techniques 
drawn from his own and others’ ex- 


perience, 


SECRETS OF SUCCESSFUL SELLING edited 
by John D. Murphy. Prentice-Hall, Inc., 
Englewood Cliffs, N.J., 238 pages, $4.95. 

Billed by the publishers as “The 
Best of the Best,” this book offers the 
selling “secrets” of five top authori- 
ties in the field: Charles B. Roth. 
sales counselor to leading corpora- 
tions; Frank Bettger, author of How 
! Raised Myself from Failure to Suc- 
cess in Selling; Earl Prevette who 
sold more than $10 million worth of 
Insurance policies over the telephone; 
Bert H. Schlain, author of Big 
League Salesmanship; and Elmer 
Wheeler. 


Pushing personality 


Business Success HANnpBook by Harry 
Simmons. Harper ¢> Brothers, 49 East 33rd 
St., New York, 322 pages, $4.95, 

Some sociologists may: deplore the 
plight of the rootless white collar 
worker, forever condemned to “sell” 
his “personality,” but there are those 
who accept the situation joyfully, 
and Mr. Simmons is one of them. His 
book is almost entirely concerned 
with development ot a personality 
that will prove acceptable to every- 
one; even the “inner spirit.” it ap- 
pears, should be cultivated to that 
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“It says we've got a sure thing if the 
track isn’t muddy.” 





























Put your sales story 
in their fingertips 
for keeps! 
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FINGERTIpg¢ SELL 


. 
ee NG 
PUT YOUR SALES STORY On genuine Scripto i 
pens and mechanical pencils, the ones folks want the most! 
ADGIF offers you 40 fabulous models—ball pens with famed 
Rx* ink, pencils, sets—a complete line! Eleven sparkling 
barrel colors... two-tones ...9 contrasting sales message 
inks! Use as calling cards...door openers...in grand 
openings ...at conventions...in sales campaigns... to 
win jobber salesman and retail clerk cooperation... as 
gifts to plant visitors. Whether you can spend a few cents or 
a dollar or more per item, you can afford to use SCRIPTO. 
Send coupon now— ee 











MAIL TODAY 
. f ADGIF COMPANY 4 oision oF scripto, inc. 
vi™ Post Office Box 4847, Atianta 2, Georgia 
< Nw Rush Facts about using Scripto pens and pencils in my sales pro- 
motion activities. Please include prices. | understand there is no 
obligation. 57-32 
NAME 
TITLE 





COMPANY NAME 
COMPANY ADDRESS 
CITY STATE 


Secupis { THE WORLD'S LARGEST SELLING LINE! 














OVER 70 MILLION PENS, PENCILS SOLD IN 1956! 


Advertising Specialty Salesmen! A few U.S. territories are still available. Direct sales 
only (no jobbing)... protected accounts... firm selling prices...80% repeat business. 
Write in confidence to box number in coupon above. 
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Through The Slough. This 75-ton gasoline “splitter” was made by U. S. Steel's 
Consolidated Western Steel Division in San Francisco. It was so huge that it had to be 
shipped on a sea-going barge through an old slough (tidal creek) that hadn’t been used for 
50 vears and was specially dredged out for the journey. 


12-Ton Stainless Steel Propeller. a 
typical Great Lakes ore boat will de- 
velop about 4,000 horsepower. But 
newer models turn out 7,000 hp., and 
need stronger propellers to harness this 
extra energy. These blades were made 
from Stainless Steel: it casts easily. 
resists fatigue, and is easy to weld. 


The Mysterious Bends. This “sucker rod” was 
pulled from an oil well in which the casing had 
collapsed. This 14-foot sucker rod had _ been 
twisted into an 18-inch pretzel, yet it didn’t break 
or even crack! The rod was made by the Oil Well 


Supply Division of U. S. Steel. 


D STATES STEEL 


AMERICAN BRIDGE AMERICAN STEEL & WIRE and CYCLONE FENCE . . COLUMBIA-GENEVA STEEL 
CONSOLIDATED WESTERN STEEL . . GERRARD STEEL STRAPPING. . NATIONAL TUBE... OIL WELL SUPPLY 
TENNESSEE COAL & IRON . . UNITED STATES STEEL HOMES . . UNITED STATES STEEL PRODUCTS 
UNITED STATES STEEL SUPPLY. | Divisions of UNITED STATES STEEL CORPORATION, PITTSBURGH 
UNION SUPPLY COMPANY + UNITED STATES STEEL EXPORT COMPANY + UNIVERSAL ATLAS CEMENT COMPANY 


SEE THE UNITED STATES STEEL HOUR. It’s a full-hour TV program presented every other 
Wednesday evening by United States Steel. Consult your local newspaper for time and station. 


DUN’'S REVIEW and Modern Industry 

















ALEXANDER O. STANLEY, Fditor 
MARION L. WEAVER, Staff Assistant 








THE VANISHING AMERICAN 
IN OVERSEAS PLANTS 


MILTON M. MANDELL and ALEXANDER O. STANLEY 


Getting a job overseas will be more difficult for Americans in the 


future. Companies with operations abroad are planning to hire for- 


eign nationals in greater numbers. A DR&MI survey reveals why 


this trend has developed; what companies look for in people they 


send abroad; and why some Americans fail in their overseas jobs. 


ODAY in U.S. branch plants over- 
seas, the ranks of American mana- 
gers and technicians are thinning. In 
Europe, Latin America, the Far or 
Middle East, Africa—the story is the 
same: It's the foreign national over 
the American import by a score of 
125 to 1. 

And this ratio is going to become 
even greater in the future, according 
to the findings of a survey just com- 
pleted by DR&MI among 93 compa- 
nies that have a thumping $3.8 bil- 
lion invested in plants throughout 
the world. Out of a total overseas 
payroll of 614,973 in 70 countries, 
only a small cadre of 4,955 Ameri- 
cans are employed. 

This startling fact supports the 
idea that mental and mechanical 
skills are a universal commodity. 
Equally, it refutes the Communist- 
inspired propaganda that American 
investments abroad are a subtle form 
of economic imperialism. As new 
jobs and new opportunities are cre- 
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ated for foreign nationals, the reali- 
ties and benefits of our system of free 
enterprise are demonstrated, perhaps 
more convincingly than they could 
be through other forms of communi- 
cation. True, foreign laws and the 
hard economics of payroll loads have 
exerted a powerful pressure for use 
of the hands and heads of nationals, 
but the fact remains that American 
management has skilfully employed 
its training techniques—and has had 
the courage to back its judgment 
with an investment of well over $20 
billion in overseas plant operations. 


Returns on Investment 

Has this calculated risk paid off? 
The answer is found in studying the 
percentage share of total net profits 
derived from overseas operations (see 
detailed tables on page 130). And 
well over two-thirds of the reporting 
companies have been established 
abroad for more than 20 years! 

Latin America, Canada, and Eu- 


To Net PrRorit 


rope have benefited by the lion’s 
share of investments—accounting for 
two-thirds of the total. Significantly, 
the figure for the Middle East is only 
6.3 per cent. Obviously poor politics 
make for poor investments. 

The industrial pattern cuts across 
the board; the companies covered by 
the survey represent 59 different ma 
jor or secondary industries; it is in- 
teresting to note that the personnel 
and profit patterns are not dissimilar 
in the eight service groups reporting. 


Why Fewer Americans? 

Why are companies using fewer 
Americans? Aside from the obvious 
deterrent in foreign 
spondents gave these cogent reasons: 


laws. the re- 


1. Foreign personnel is less costly. 
Salary rates are lower; there are no 
cost-of-living allowances; no moving 
expenses and other special fringe 
benefits, such as paid vacations in 


PERCENTAGE OF 
RESPONDEN1 
COMPANIES 


OVERSEAS 
(CONTRIBUTION 





L— 10% 41.5 
ll-— 20% 13.2 
21-— 30% Q./ 
31-— 40% 9.4 
41-— 50% 7.9 
dl-— 75% D1 
76— 100% 17.0 









SUMMARY OF DATA FROM DR&MI SURVEY ON OVERSEAS PERSONNEL 


industrial ¢ dltCLOry 


Italicized references are dup- 
lications of the reports of 

those companies that listed 
their total activities undet 
more than one ifdustrial 

category. They are not tn- 
cluded in the Grand Total 


to avoid distortion. 


Heavy Construction 

Food & Kindred Products 
Food & Kindred Products 
Meat Products 


Candy & Confectionery Prod. 


Chewing Gum 


Textile Vill Produc fs 


Textile Fibres | 
Furniture & Fixtures | 
Paper & Allied Products | 


Converted Paper Products 


Chemicals & Allied Products | 
Allied Products 
Materials | 
i «plosives | 


Chemical & 
Plastii 


Pharmaceutical Preparations | 
Cleaning & Polishing Prep. | 
Paints & Varnishes | 

Natural Dyeing Materials | 

C osmet?tics | 


Chemical Products. General | 
Petroleum Products | 
Petroleum Refining | 


lires & Tubes 


Stone, Clay & Glass Prod. | 


Vitreous Plumbing Fixtures 
Porcelain Electrical Supplies 
Concrete Products 


Abrasive Products | 


Asbestos Products 


Refractory Products 
Refractory Products 
Steel Products 


Nonferrous Products | 
Nonferrous Castings | 
4 


Iron & Steel Forgings | 
Cutlery | 

Machinery (Except Electrical) | 
Tractors | 

Construction & Min. Mach. | 
+ 


Construction & Mining Mach. | 
Oil Field Machinery & Tools | 
Precision | 


Machine Tools 
Special Industry Machinery 


Pumping Equipment | 
t 


Industrial 
Computers & Cash Registers 


Sewing Machines | 


Electrical Appliances 
Electrical Appliances 


lelephone & Tel. Equipment 
\-Ray & Therap. Apparatus 
Motor Vehicles 
Vehicle Parts 1ccess 


Aircralt 


Viotor 


Aircraft Parts & Equipment 
Railroad & Street Cars 

Lah. Engineering Instruments 
Mech. Meas. & Con. Instrs, 
Surg. & Orth. Appl. Sup 


Silverware & Plated Ware 


Mechanical Pens & Pencils 


Toothbrushes 


Steamship Lines (Overseas) 
Airlines (Overseas) 

Foreign Forwarding 
*Insurance 

Banks 

Factors 


Advertising Agencies 


Electric Light & Power 
Department Stores 


Mail Order Houses 


Grand Total (units) 
Percentage Analysis 


Trucks & Tractors | 


—_ 


eee PD ed ee PD ee 


— ND 


93 
100 


12 7) 
13.5 10.] 


7? 


Overseas 
Longevity 


0 |; 
11.2 4 


*Includes responses from one group representing 22 insurance 
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Areas of | 
Act l\ ity 


ment 


21.300! 
2.500 


— 


2,500 
28.100 
100,000 
850 
28.000 
875 
108,700 
28.000 
34.500 
148,900 


10,200 


| 





1,500,000 
5,000 
10,000 





} 
43,000] 


2,700) 
2,500) 
1.670) 
: 
6,000 
2.500 
125 
i50 
670 


20.000 
8,000 
1,650 

64.000 
2,000 


34,500 


7,500 
300 
20,000 


1,500 
$5,000 
105,000 
1,000 





301,000 | 
300,000 
244,000 
20.000 
100 


20,000 


300,000 
2,600 
26,000 
400| 
800} 
26,000 | 


8,400) 





2,500} 
7,300 | 


1,000,000 | 


40,000 | 


39 $3,807,620) 22 
20.3 | 


DUN’ 


100'41.5 


Invest- | 


| 


13.2 
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©) of profits from 
Overseas Operalions 
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105 
100 
344 
g 
44 
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QO 
100 
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i 
| 
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675 
30 
116 


+ 


Overseas 


J 


stall 


34.000 
15.000 
110 


1,050 
34,106 
1.000 
116 
34,000 


226 
1,550 
34.000 
3,500 
4,924 


18,948 
876 
1,079 

| 

87 


876 
53,942 
450 
35,800 
| ,000 


10,000 
220 
1,269 
9 988 
14 


3,400 
9,988 
3 


3,000 
1,273 
430 
30,886 
100 


4,924 
118 
2,545 
200 
3,113 


175 
19,494 
43,857 

22 


3,500 


100,189 
100,000 
124,805 


3,000 
2 


3,000 
3,500 


100,000 


750 
5,449 


60 
200 
5,449 


1,647 

378 
4,650 
5,321 
1,804 
1,022 

950 


66,650 
120 
8,984 


4.955 614.973 
yl og 


99.2 


Industry 











TO BUY 
BELGIUM 


0168 Wish to purchase direct or obtain agency from 
U.S. manufacturer of toilet articles, rubber and 





metal—for pharmacies, household and hardware 
stores. OFFICE BELGE DE VULGARISA- 
TION PHARMACEUTIQUE, S.A., 47 Rue 


Francois Bossaerts, Brussels 3. 


COLOMBIA 

0169 Wish to purchase direct machinery to manufac- 
ture screen wire for cement. Price quotations de- 
sired. FERRETERIA ARGENTINA, MEJIA, 
HORMAZA & CIA, LTDA. Aptdo. Aereo 556, 
Popayan, Cauca 


GERMANY 

0170 INSTANT COFFEE—WILL PURCHASE 
DIRECT IN 60-lb. DRUMS. 
HEINRICH PAAS, 
97 Bruckmann-Strasse, Essen 


HONGKONG 

0171 Buy, sell, seek agencies, general merchandise and 
new products between U.S. or other countries 
and Hongkong—S.E. Asia. KING’S INTER- 
NATIONAL TRADING CO., Room 306, 14 
Des Voeus Rd., C. 


INDONESIA 

O1l7ta WISH TO PURCHASE DIRECT 250 
METRIC TONS OF CAUSTIC SODA, 
BERNINA, Kali Besar Timur 2, 
Diakarta 


NEW ZEALAND 


0172 Wish to purchase direct or establish an agency 
with U.S. manutacturer of motor accessories 
P.E. CLARK & CO., LTD 
603 Colombo St.. Christchurch 

SWEDEN 

0173 Wish to purchase direct or obtain agency for 
good-quality and modern equipment for snack 
bars, including grills, juice dispensers, and drink 
mixers. Descriptive literature and price lists de- 
sired as soon as possible. HENNING R. JO- 
HANSSON AB., 33 Stora Nygatan, Goteborg C. 

THAILAND 

0174 ELECTRIC IRONS AND FANS. 

WILL PURCHASE DIRECT. 
SIN HUA HUAT, LTD. 
S—9 Chakrawad Rd., Bangkok 
0175 Wish to purchase direct and agency sought for 


knitted wear and vests; first- or second-quality 
men’s shirts. P. R. CHAILYABOON & CO., 
18 Behind Bank of Canton, Bangkok 


TO SELL 
DENMARK 


0176 Wish to export direct 40,000 annually of true-to- 





life scale models of domestic, wild, and prehtis- 
toric toy animals made of plastic composite ma- 
terial. 200 different specimens; hand-painted in 
true (non-poison) colors. Can be used as toys or 
for educational purposes. Price list, photographs 
and samples available. NEO FORM EXPORT 
DIVISION, 57 

0176a Wish to export direct or through agent pleasure 
boats including motor boats and yachts. 


S9 Veilemosevej, Holte. 
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(ADVERTISEMENT) 


As a service to its readers. Dun’s REVIEW 


AND MoperN INpustry prints the following listings which are 


submitted without recommendation or commitment on its part. 


Rates for listings on application. 


NYBORG Baadevaerft og Savvaerk, 
Baadehavnen, Nyborg. 


GERMANY 
0177 SCISSORS OF ALL KINDS—600 DOZEN 
WEEKLY DIRECT. ILLUSTRATED BRO- 


CHURE, WERNER PEINIGER, I1 Fuerker- 
Strasse, Solingen-Ohligs. 


0178 LAMPS AND LIGHTING FIXTURES—ALL 
KINDS FOR EXPORT DIRECT OR 
THROUGH AGENTS. CATALOG. 
THEODOR MUELLER & CO., 

Temdestrasse, Detmold Lippe. 

0179 Wish to export direct or through regional agents 
$500,000 or more silver table flatware (sterling, 
solid, plated). Illustrated and descriptive pam- 
phlets available. BREMER SILVER-WAREN- 
FABRIK AG, 176 Sebaldsbruecker Heerstrasse, 
Bremen-Sebaldsbrueck 

O180 Wish to export direct or through agent, tower 
and other types of clocks, faces, chimes, and ac- 
cessories. [llustrated leaflets available. TUR- 
MUHRENFABRIK BERNARD VORT- 
MANN, 4—6 H1-Geist-Strasse, Recklinghausen 
Westf. 

INDIA 

O18i ELITE JEWELLERS, P.O. BOX 393, New 
Delhi. We offer a variety of novelties, curios, 
gifts: embroidery, silver filigree, ivoryware, wood- 
enware, jewellery boxes. Samples at cost 

O182 Wish to export direct or through agent all kinds 
of jute products, including burlap, bags, web- 
bing, twine, and canvas fair average quality. 
R. N. JHUNJHUNWALA & CO., 9 Ezra St., 
Calcutta. 

ITALY 

0183 Glassware for direct export: green and yellow 
artistic glassware including table settings, ash 
trays, vases, etc. demijohns, flasks and bottles. 
VETRERIA ETRUSCA, S.P.A., Empoll, 
Florence. 

0184 ELECTRIC TABLE AND PINUP LAMPS 
AND SHADES FOR DIRECT EXPORT. 
LAINPE DI SILVIO GRANDONI, 39, via 
Faliere, Vezzani, Florence. 

JAPAN 

O185S Ceramic wall tiles—200,000 sq. ft. monthly; 
mosaic tiles— 150,000 sq. ft. monthly, for direct 
export. SHINK YO SHOJI CO... LTD. No. 3-3- 
chome, Sonoi-cho, Naka-ku, Nagoya. 

MEXICO 

O186 Onyx blocks (unpolished) for direct export tin 


quantities desired: Aztec green, Mexican white, 
white with wine, and rainbow. Send for price in- 
formation. MORENO ONIX, Esq. Morelos y 


5 de Mayo, Oaxaca. 


NEW ZEALAND 


QO187 Carpets and rugs direct or through agent. Good 
quality lamb’s wool floor rugs, carpets, and skins. 
DISTINCTIVE PRODUCTIONS, LTD. 

10 Woodward St., Wellington. 
PORTUGAL 
O188 Can supply 300 tons monthly of sisal baler twine; 


and 150 tons monthly of binder and wrapping 
twines and sisal ropes. Made exclusively trom 
African sisal fibres. Catalog avatlable. MANUEI 
DE OLIVEIRA VIOLAS, Silvalde, Espinho. 


TO REPRESENT 


BELGIAN CONGO 





O189 Agency sought for synthetic yarns, such as 
dynel, and terylene 
G. VAN HASONBROEK 
B. P., 835 Elisabethville 

0190 Agency sought for plain cotton mater! 
shirts and printed cotton materials—tor Africa 
Market. CONGOCOM MERCIAL AGENCIES 
(Noorali M. Kassam) 

CANADA 


O191 AGENCY SOUGHT FOR AUTOMOTIVE 
PARTS AND ACCESSORIES 
ROLLAND A. GIBSON, 
940 LaPointe St... Montreal! 9. 


COLOMBIA 

0192 AGENCY SOUGHT FOR AUTOMOBILI 
SPARE PARTS. EMANUEL RODRIQUEZ. 
Edificio Edmond Zaccour 
Call. 

COSTA RICA 

0193 Agency sought from U.S. manufacturers of con- 


Struction materials 
AGUILAR-BRENES CO 
P. O. Box 71. San Jose 


ENGLAND 
0194 Agents required for Laminated Rubber V-Link 
belting. Prices and deliveries are known to be 


extremely competitive. Only firms with Power 
Iransmission experience and employing tech 
nical salesmen should apply. T. WHITTLE & 
SONS, LTD., Rose & Crown St., Warrinet 
0194a Wish to act as buying agent and shipper of an- 
tiques on behalf of U.S. tmporters 
F.S. ORAM. 
21 North End House, London W.14. 


FRANCE 
O} 95 


Wish to obtain agency for good-quality hearing 


aids: optical goods and instruments. Please send 





price lists and descriptive literature. ETABLIS- 
SEMENTS SERPO, 7 Rue Chaudrier La 
Rochelle, Charente-Maritime 

ITALY 

0196 Exclusive agency sought for natural and sugared 
fruit juices, and canned fruits preserved tn svrur 
LORENZO LA ROCCA, 59 VIA Archimede, 
Rome 

NEW ZEALAND 

0196a Wish to establish a sales agency with U.S 
manufacturers Of artistS materials, or purchase 
direct EXCELSIOR SUPPLY CO hits 
SO—S52 Victoria St., Wellington 

SWEDEN 

0197 AGENCY SOUGHT FOR COTTON AND 
NYLON MEN’S SHIRTS 
WENNBERG & WALLIN, 
Norrlandsgatan, Stockholm C., 

CORRECTION: Inquiry No. 0113, February 1957 

issue, A variety of curios handmade trom loca 

wood for export direct or through agent { 

samples 32.8U0° should have read Assorted s 

$28.00" MOLOO BROTHERS & CO., LID., P.O 

Box 53, Dar es Salaam, Tanganyika. 


131 





SVA/7/2O/4 Vacuum Process the United States and rotation; there 


is lower turnover. 
2. There has been a tremendous 


increase in the pool of experienced 
and qualified local employees, partly 


because of training programs con- 
ducted by American companies. 

3. Employment of nationals fosters 
consumer good-will and foreign gov- 





ernment cooperation. 

!. There is a dearth of qualified 
Americans because of full domestic 
employment and domestic expansion. 

5. Few Americans know local cus- 
toms and languages. 

6. Companies want to de-empha- 
size the foreign character of their 
overseas enterprises and weld them 
more firmly into the local commu- 
nities. 


Transient Executives 


Finally, modern methods of com- 
munication and transportation make 
it possible to station relatively fewer 
Americans abroad, even in top man- 
agement jobs. In this day of rapid 
international telephone and _ airline 
facilities, it is no longer necessary 
for many Americans to be physically 


present to insure contormity with 


Designers and Engineers appreciate company: policy or to provide tech- 


their performance proven dependability nical know-how. There has arisen a 
large new group of “transient execu- 
Syntron’s unique vapor deposit process and quality tives —Americans who operate from 
control methods provide rectifiers of extreme uni- headquarters in the United States, 
formity. but travel frequently to overseas lo- 
Low forward voltage drop means longer life and cations and provide over-all supervi- 
lower operating temperature. sion for them. The adjustments these 
High short circuit surge-current ability to 300 times Americans must make are mainly 
‘normal rating. ; business adjustments since they do 
Withstand high transient conditions without damage. not have to live ina foreign culture. 
Largest range of cell sizes in the world. This permits They will, however, be better super- 
Syntron to build rectifier stacks to any specification visors because of the exposure to 
or size. the problems of living and working 


Our applications engineers will gladly submit recom- overseas. 


mendations on request. The Case for Transfer 
: . Americans interested in overseas 
Other SYNTRON Equipment of n Dependable Qua 
er S Equ p e prove De ble lity employ ment face another bar: More 
than one-third of the companies 


HOPPER LEVEL SHAFT FLOW CONTROL 4 . we 
studied do not hire Americans di- 

SWITCHES SEALS VALVES . 

. rectly for overseas employment—they 

~| transfer employees from domestic 
operations; others both hire directly 
and transfer. 

There are a number of good rea- 
sons why transter from domestic op- 
erations is desirable. Because more 
than 80 per cent of the training pro- 
Write for complete Syntron Equipment catalogue — FREE grams now being run tor overseas 


service are devoted to orientation to 
gS y N T oT O N : O Mi PA Ay » the company, its products, its poli- 

: cies, its methods of operation, part of 

774 Lexington Avenue Homer City, Penna. this training time—often of several 
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Training in Tokyo: Northwest Airlines 


teaches modern maintenance procedures. 


months duration—can be saved _ if 
present employees are used. Em- 
ployees are also more likely to be 
loyal to their employers if service 
overseas 1S part of an integrate d ca- 
reer with the company. Fin: lly, ob- 
servation of the trainee while he is 
working in the United States can, if 
properly used, be one useful method 
of determining his _ effectiveness 
overseas. 


No Jobs Barred to Nationals 

As to the range of jobs open to 
foreign nationals there seems to be 
no limit. They are being used as 
managers, salesmen, clerks, skilled 
tradesmen, and lawyers. If one were 
to attempt to summarize the attitude 
of American business on this whole 
question, it would be that a company 
should use the minimum number of 
Americans necessary to protect the 
interests of the owners and hire the 
maximum number of foreign nation- 
als. And if qualified local candidates 
are not available, training programs 
should be conducted. 


Prior Experience Preferred 


But, while the number may be 
minuscule, almost every company 
with investments overseas is sooner 
or later faced with the need to se- 
lect Americans for assignment to an 
overseas post. For this reason a ma- 
jor part of this survey was devoted 
to determining the f factors that need 
to be evaluated in selecting Ameri- 
cans for overseas assignments. The 
companies were asked to identify the 
special qualifications they seek. Next 
to technical competence and knowl- 
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1956 Was the Greatest 
Year in History for 


the Port of New Orleans 






Ship Arrivals ........ Up 5.6% 
Export Car Unloadings . up 7.0%* 
General Cargo (Tons) . . up 5.0%* 
Coffee (Bags)........ up 5.9% 
Bananas (Tons) ...... up 7.0%' 





































*Qver 1955. Figures are for public facilities, which handle 75% of Port tonnage. 


New Orleans is one of only two 
U. S. ports handling more than 
$1 billion of world cargo annually 


and here’s why: 


Each year, more and more shippers learn of the time-saving, 
money-saving advantages of the Port of New Orleans. Why 
not turn these advantages to your company’s benefit? 


Lower inland freight rates to or from Mid-Continent U.S.A, 

Regular sailings to all world ports; nearly 4,000 last year. 

Fast, safe handling—lowest insurance rates in America, 

Shipside delivery from 8 major rail lines, 46 truck lines, 
50 barge lines. 

Savings up to 50% on freight forwarding charges. 

Quick dispatch—no terminal delays. 

Foreign Trade Zone #2. 

Mild weather—year ’round operations. 


AXAN VAN 


For full particulars about the competitive advantage New 
Orleans offers you, write: Director of Commerce, Board 
of Commissioners of the Port of New Orleans, 2 Canal 
Street, New Orleans, U.S.A. 





Ship via 


PORT OF 
NEW ORLEANS 
U.S.A. 











These blue chip companies 
discovered Southern New Jersey... 
why haven’t YOU checked the area? 





Purity and yield of 
ground water helped 
decide large chemical 
company. (U.S. Geo- 
detic Survey estimates 
2 billion gals. under- 
ground untapped.) 


Automobile manufac- 
turer placed warehouse 
to serve rapidly grow- 
ing Delaware Valley. 





Refrigerator manvu- 
facturer wanted to 
be close to rich East- 
ern market. 
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Novelty fabric manvu- 
facturer and his as- 


f 
‘ . - P . Among factors ‘‘most 
sociates like the living - 3 

3 


Chinaware makers 
sought intelligent, sta- 


. ' important’ to world’s 
—boating, fishing, lei- awe ble labor pool. 


, . largest producer of in- 
surely suburban life, — 
sulation materials was 
near cultural centers. = , 
particularly, the char- 
s acter of people in the 
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For names of these companies and their own comments on Southern New Jersey as a good 
place to live and do business, write in confidence. Ask for Site Map listing 300 choice sites. 


SOUTHERN NEW JERSEY DEVELOPMENT COUNCIL 


90 Boardwalk Arcade * 4-3338 


SAVE sony ON INSPECTIONS 


FINE, AMERICAN-MADE 
INSTRUMENT 


at over 50% saving 


STEREO 
MICROSCOPE 


si INDUSTRIAL OR HOBBY USE 
”  JONLY $995° f.0.b.| 


Up to 3” Working Distance—Erect 
Image — Wide 3 Dimensional Field 


Now, ready after years in development—this instrument 
answers the long standing need for a sturdy, efficient 
STEREO MICROSCOPE at low cost. Used in production—in 
research—in the lab, shop, factory, or at home; for in- 
spections, examinations, counting, checking, assembling, dis- 
secting—speeding up and improving quality control. 2 sets 
of objectives on rotating turret. Standard pair of wide field 
10X Kellner Eyepieces give you 23 power and 40 power. 
Additional eyepieces available for greater or lesser magni- 
fication. A low reflection coated prism erecting system gives 


G. Raymond Wood, Director ° Atlantic City ° Tel.: 
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Collect faster, 
sell more — 
at one and 

, the same time... 








Instal-Velope — the budget pay- 
ment combined coupon and envelope — adds extra 
convenience to budget payments...extra conven- 





ience that means extra profits to you. Users offer 
proof positive that complete account information on 
each coupon speeds customer payments — shrinks 
bookkeeping and overhead costs. A different adver- 
tising message on each coupon sells, and keeps 
selling, your products all year long. Instal-Velope 
Coupon Books are conveniently packed in units of 
9.12 - 18 - 24. Try them. You'll collect faster, sell 
more — at one and the same time! 


Effective Tools for Effective Management 


WASSELL ORGANIZATION, INC. 
Westport, Conn. 


Send Free Sample & Complete Details on Instal- , 
Velope 


Name 
Company 
Address 





you an erect image—correct as to right and left—clear and 
sharp. Helical rack and pinion focusing. Interpupillary dis- 
tance adjustable. Precision American made! WE WILL SHIP 
ON 10-DAY FREE TRIAL. 


Order Stock No. 85,039-DE.... full price...$99.50 f.0.b. 


Shipping weight approximately 11 Ibs. 
Barrington, New Jersey 


Send check or M.O.—or order on open account 


WE'LL SHIP ON 10-DAY FREE TRIAL 
SATISFACTION OR MONEY BACK 
FREE! Giant CATALOG of OPTICAL BUYS! 


OVER 1,000 OPTICAL ITEMS ... Many on-the-job helps... 
quality control aids! 64 pages—hundreds of illustrations. 
Many war surplus bargains! Imported instruments! Lenses, 
Prisms, Magnifiers, Telescopes, Microscopes, Binoculars, etc, 
Optics for industry, research labs, experimenters, hobbyists. 
No obligation. Write for FREE Catalog DE. 


EDMUND SCIENTIFIC CO. 


BARRINGTON, NEW JERSEY 
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edge of company methods, the fac- 
tors most often stressed were: (1) 
prior Overseas experience as an indi- 
cation of the ability to adjust to dif- 
ferent working and living conditions; 
(2) knowledge of or aptitude for 
learning foreign languages. Compa- 
nies also mentioned the ability to 
work without close supervision, the 
ability of the wife and family to ad- 
just, the ability to manage and teach 
(the American overseas is often in 
a leadership position), good health, 
emotional stability, flexibility, will- 
ingness to travel, and sobriety. 

One company said, “We prefer to 
send our best-qualified employees 
because there are greater demands 
placed on these individuals due to 
foreign customs, less effective com- 
munication than in the States, plus 
lack of functional organizational re- 
lationships.' 


Initiative Important 

What are the most frequent differ- 
ences between domestic and overseas 
employment? The overseas employee 
will need: 

A. At Work 

To be able to improvise. 

To learn new customs and pro- 
cedures. 

To adopt a different tempo. 

4. To cover, more independently, 
a wider area of operations. 

3. To supervise and teach, not do. 

6. To use different “selling” meth- 
ods. 

B. At Home Overseas 

1. To adjust to new living con- 
ditions and to do without accepted 
conveniences. 

2. To be able to live in a 
fish bowl” atmosphere. 

To find new recreations and 
make new friends as a substitute for 
old ways. 

4. To meet unsanitary conditions 
and special climatic problems. 

». To help his family adjust to 
to a new way Of life. 

6. To take an interest in 
about new ways of life 
people. 

It is obvious that the requirements 
cannot be met by weaklings, by those 
going overseas to escape from do- 
mestic problems, by those looking 


S 
for glamor and romance. 
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and new 


Why Americans Want to Go 

Why do Americans go overseas? 
The survey shows that the most fre- 
quent reason is to make more money, 
REVIEW 
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either directly or indirectly. They go 
for more rapid advancement: to ab. 
tain lower living costs and servants, 
income tax exemptions, and fringe 
benefits. They also go for other ca- 
reer purposes: because it is company 
policy; to get broader experience; to 
get into operations; to gain recogni- 
tion; and because they believe com- 
petition will be less keen. 

A large number of additional rea- 
sons are more personal. They want to 
see the world; they want adventure 
and new experiences; they have a 
foreign wife or a foreign background; 
they want a new way of living: they 
want to help improve taternntloie! 
relations; and they want to use their 
previous experience and _ training 
more fully. It is hard to tell whether 
these motives will produce effective 
employees; that depends on_ the 
other characteristics that go along 
with them. For example, a young 
man who wants to go overseas in 
order to get ahead faster may be very 
superior, while an older person with 
the same motive may be inferior. 


Why Do Americans Fail? 


With these motivations, why do 
Americans fail overseas? Why do 
they leave? The most frequent rea- 
son, companies report, 1s that the 
man or his family can't adjust to 
local conditions and people. The cli- 
mate affects them; they get bored; 
they miss their split- level Somes and 
country clubs; they go completely 
“native”: they over- -drink: they don’t 
like non-Americans and their way of 
life; they can't adjust to new working 
conditions: they don't like isol: ition: 





Learning in Cologne: Ford develops. its 
workers’ skills in an apprentice shop. 
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Can you see your company image 


in your present letterhead paper? 


Public relations starts with your letterhead — 
your most frequently used means of communication. 
Are you satisfied that yours truly reflects the integrity 
and position of your company? 

New brighter, whiter WESTON BOND excells 
in brightness, whiteness, opacity, texture and finish 

..im every way except in cost. Your letters will 
look cleaner, neater, more impressive against the 
background of its brilliant whiteness and cotton 
content quality. 

Ask your printer to use brighter, whiter WESTON 
BOND on your next lot of letterheads... or write 
for sample book and make your own comparison. 
Address Dept. DR. Byron Weston Company, Dalton, 
Massachusetts. Makers of Fine Papers for Business 
Records Since 1863. 


WESTON BOND 


Cotton Fibre Quality Letterhead Paper 
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UNCERTAIN OPERATING COSTS BOTHER YOU ? 


depend on 
the only 


long range 
economy 
fuel 


You'll win in the long run by 
burning a B&O Bituminous! 
Today’s and tomorrow’s supply 

is unlimited and the vast reserves 
are most convenient to export 
facilities at tidewater. Mechanized 
mining and low transportation cost 
make this the stabilized long-range 
economy fuel for every purpose. 
LET OUR COAL TECHNICAL SERVICE SUGGEST THE 
BEST BITUMINOUS COALS FOR YOUR NEEDS 


Write or phone 
COAL TRAFFIC DEPT., BALTIMORE & OHIO RAILROAD 
Baltimore 1, Md., U. S. A., Phone: LExington 9-0400 


EXPORT FACILITIES UNLIMITED! 


B&O’s gigantic coal pier at Curtis Bay, 
Port of Baltimore is outstandingly effi- 


cient. Vessels can be loaded at a 45-car- 
per-hour rate from yards accommodat- 
ing 2,000 cars. 


Baltimore & Ohio Railroad 


BITUMINOUS COALS FOR EVERY PURPOSE 


REPRINTS AVAILABLE 25¢ 


The following reprints of Special [umphasis Features which have appeared in 
Dun's Review and Modern Industry are now available at only 25 cents each, 
postpaid. Quantities are limited. First come, first served. 





Materials: Time for a Change? 


What’s Wrong with Office Management? 


Better Materials Handling 


* KK K XK 


Send order and 25 cents for each reprint to: 
Reader’s Service Department, DUN’S REVIEW and Modern Industry, 
99 Church Street, New York 8, New York 
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they start extravagant living; they 
become depressed and despondent; 
they WOrTy about international crises: 
and they get homesick. They also 
get sick, don’t want to travel within 
their overseas territory, think the 
kids need an American education. 
find that emergencies arise at home 
or that their wives want to return: 
and they fail to earn and save as 
much as they thought they would. 
They get fired because the ‘y become 
complacent, show lack of inte grity 
and management competence. 

It is, therefore, no surprise that 
the lack of qualified Americans is one 
of the important reasons for increas- 
ing use of foreign nationals. 

But the turnover rate does not 
seem high. Half the companies say 
it is lower than for domestic opera- 
tions, and only 10 per cent say it is 
higher. 


Selection Procedures 


What selection methods do com- 
panies use? Mainly they interview 
the candidates, give medical exami- 
nations, and check references by 
personal or mail inquiries and often 
by telephone. Four of the 90 compa- 
nies use psychologists; none uses 
psychiatrists. About 10 per cent use 
tests—intelligence, personality, and 
achievement and aptitude. One uses 
a foreign language test. Only one re- 
ports any special research studies to 
identify employees who will be suc- 
cessful overseas. 

The selection methods used do not 
seem to indicate any greater care for 
overseas than for domestic employ- 
ment. This seems surprising consid- 
ering the greater of overseas 
employ ment and the greater latitude 
for making mistakes. It would seem 
that, considering the great use of 
those already employed, sufficient 
information could be obtained to 
predict more accurately who will 
succeed overseas. Another possible 
source of error is that fewer than 15 
per cent of the companies spend any 
appreciable time in orienting their 
employees (and the employees’ 
wives) to the special problems of 
living and working overseas. Few 
companies report any special atten- 
tion in the selection process to how 
well the wife may be expected to 
adjust. 


costs 


Personne! Policies 

In addition to selection and train- 
ing, companies with extensive over- 
Modern 
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One of the Eight Mahon Ventilated, Circular Electro-Spray 
Enclosures Employed in the Four Separate Painting Facilities in 
this System. Note Provisions for Control of Air Movement. 





Four-Production-Line Metal Cleaning and Surface Preparation Machine—Part of the Complete 
Mahon Finishing System in the Durham Manufacturing Corporation's Plant, Muncie, Indiana. 


Complete NEW FINISHING SYSTEM Provides FLEXIBILITY 
and Greatly Increased PEAK PRODUCTION CAPACITY! 


A new and highly efficient Mahon Finishing System at Durham Manufacturing 
= | Corporation, Muncie, Indiana, gives management needed flexibility and greatly 
pee eat: sitio ae ea increased maximum painting production capacity. Four parallel painting production 
One of the Four Separate Painting Units in this System. Each of lines pass through the entire system. The Metal Cleaning and Surface Preparation 
the Four Production Lines Passes through an Identical Arrangement . : = ‘ , 
—Two Electro-Spray Enclosures and Staggered Touch-up Booth. Equipment, Dry-Off Oven, Cooling Tunnel and Finish Baking Oven are designed 
" to accommodate four parallel conveyor lines. Each of the four conveyor production 
lines passes through one of four separate painting equipment arrangements—each of 
which includes two circular electro-spray enclosures and a staggered, touch-up 
Spray Booth. The entire System is designed so that two of the painting production 
lines can be shut down—the processing equipment is divided for this purpose. An 
ultramodern Finishing System of this type provides a manufacturer like Durham 
with painting equipment which will meet peak production demands and still permit 
operation at 50% capacity with the same efficiency and economy. If you are 
contemplating new finishing equipment, you, too, will want to discuss methods, 
equipment requirements and possible production layouts with Mahon engineers . .. 
you'll find them better qualified to advise you, and better qualified to do the all- 
important planning, engineering and coordinating of equipment. See Sweet's Plant 
Engineering File for information, or write for Catalogue A-657, 


THE R. C. MAHON COMPANY e¢ Detroit 34, Michigan 
SALES-ENGINEERING OFFICES in DETROIT, NEW YORK and CHICAGO 
Ramp-Tunnel to Finish Baking Oven on Roof. Both Ramp and Eagincers ond Manwactwets “ Complete eas sytems—lnduding on Cleaning, are ond Bast 
: , Proofing Equipment, Hydro-Filter Spray Booths, Dip and Flow Cooters, Filtered Air Supply Systems, 
Oven Accommodate Four Porallel Conveyor Lines in One : 
Drying and Baking Ovens, Cooling Tunnels, Heat Treating and Quenching Equipment for 


« Stroight-through Poss. Equipment is Divided with Two Lines : 
on Each Side. Either Side can be Operated independently. Aluminum and Magnesium, and other Units of Special Production Equipment. 
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REACH YOUR 
PROSPECTS FOR 
PENNIES—DAILY! 


Hidden profits for you 
in this new, deluxe 
reminder premium 

for home or office 


seas operations need special person- 
nel and administrative _ policies. 
About half the companies have a pol- 
icy of rotating employees from one 
overseas post to another, while one- 
third transfer back employees to the 
United States after a period over- 
seas. About 20 per cent of them have 
separate personnel and training staffs 
for overseas operations. 

A large number of extra benefits 
are offered. The most common are 
extra leave benefits, higher salaries 
or bonuses, cost-of-living allowances, 
travel expenses to the United States, 
and housing and educational allow- 





TEL-A-STORY COMMANDS 
ATTENTION! 


Gives Your Product 
A Colorful 

Moving Message 
That Sells 

The Tel-A-Story 


Automatic Projector 
0 will sell your prod- 
STIMULATES SALES uct using twelve 
MEETINGS somm or 2” x 2” 

square transparen- 
cies on a 156 sq. in, picture screen, 
Copy changes automatically every six 
seconds. Economical to own and use, 
Ideal for any type product or service. 
Write Dept. E 


for illustrated brochure 


DRAWS CONVENTION 
CROWDS... 

PEPS UP POINT 

P SALE... 


TEL-A-STORY, INC. 





and prices 


ances for children. Some give extra 
retirement credit, entertainment al- 
lowances, and pay special health and 
medical expenses. 

More than 80 per cent of the com- 
panies have a separate division or | 
subsidiary for their overseas opera- ! 
tions. Somewhat more than half give 

| 


Sliding 
Note Tray 


523 Main Street, Davenport, lowa 
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DRAKE, Distribution j 
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Materials } 
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their overseas executives greater au- Consultants 
thority than their domestic counter- 
parts. 

Methods of evaluating the _per- 
formances of overseas employees vary 
widely. Examination of the profit and 
loss statements, sales figures, and 
production costs is a major tech- 
nique, especially when standards are . 
available. Periodic visits by execu- ne 
tives from the United States and vis- 
its by the overseas employee to the 
United States are often used for this 
purpose. One company uses thorough 
studies by its overseas personnel di- 
vision. Another company grades over- 
seas personnel on their reputations in 
the local community. 





CONTROL, MOVEMENT AND STORAGE OF MATERIALS 
41 East 42nd Street, New York 17, N. Y. 


YOUR NAME... 
on 9 Quick-Pull-Out 
Index Tabs 


Call-Mate 


PATENT PENDING 


Under-phone Index and Memo 


@ Indexes over 400 names & numbers 
@ Sliding note tray keeps paper handy 
@ Convenient tray for pencil 


@ Fits all desk phones—takes no 
additional space 
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Manganese Ore and other strategic ores 
available for parties interested in giving 
loans to be paid back by guaranteed priority 


deliveries. 


DJUARA LIMITED 








Call-Mate gives more customer impres- 








P. O. Box 2410 Djakarta /Indonesia 
sions and works for you as long as your 
For your advertising message is invisible 1 ; / tM. 
Thousands building sales for Minnesota FACTORY 
Advertising Company, and others. } 4 — 1 , : aa : ee 
‘ OFFER 


phone lasts, day by day, week by week, INSTANT SETTING PATCH 

—until the user pulls out an index tab. 

Mining & Manufacturing Company, Mid- _ + ee > eS “ol vs F LO 0 RS 
SALES AIDS INC. 


month by month and year by year. AG a 
. >. for BROKEN 
Then he sees YOUR name the first thing. 
States Gummed Tape Company, National 
TRIAL 
117 N. Thompson Oconomowoc, Wisc. 











No traffic tie-ups! Just shovel INSTANT-USE into 
hole or rut... truck over — without waiting! 
This tough plastic material bonds tight to old con- 
crete — right up to a feather edge. Wears like 
iron. Won‘t crack or crumble. Ideal for complete 
overlay! Used indoors or out. Immediate shipment. 
MAIL COUPON for FREE BROCHURE & TRIAL OFFER 


MAIL COUPON 
TODAY 


a ee ee ee ee ee eee ee 
Dept. 100 | 


i 
i SALES AIDS INC. « 117 N. Thompson » Oconomowoc, Wisc. | 


| Please give me—without obligation—complete de- | 
tails of the new Call-Mate. 


FLEXROCK CO. Offices in Principal Cities ! 
3663 Filbert St., Philadelphia 1, Pa. | 


Please send INSTANT-USE Brochure and details | 
of TRIAL ORDER PLAN — no obligation. (Attach 
coupon to company letterhead). 


Name ...... 
Producing in Valencia: Firestone turns 
out truck tires in its Venezuela plant. 
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This review of American opera- 
tions overseas shows both great prog- 
ress and the need for better meth- 
ods. The increasing use of foreign 
nationals seems advantageous from 
the point of view of stability and 
profit. But there is great need for 
research to develop better methods 
of identifying those who will succeed 
abroad. There is need also for better 
training on overseas life, language, 
and work habits. The integration of 
domestic and overseas employment 
should, in the long run, produce bet- 
ter employees at less expense to the 
company. 


Pay Attention to Local Customs 


Finally, some companies need 
more sophistication about what is 
and what is not possible overseas. 
Those who think that American pro- 
duction standards can be maintained 
in all other countries, those who can 
see only one right way to do things, 
and those who blindly follow Ameri- 
can methods of organization and con- 
trol overseas are doomed to frustra- 
tion. They are as wrong as the Amer- 
ican overseas who is unhappy be- 
cause he can't see the Yankees play 
each Sunday, and because his wife's 
servants have to be watched or else 
they Il forget to wash the pots before 
putting them aw ay. Operating over- 
seas is different—it can be rew arding, 
as it has been to many companies, if 
the essential differences are under- 
stood and accepted. 


Fit Polices to the Market 

In thinking about overseas opera- 
tions, it is always dangerous to think 
in the broad terms of overseas ver- 
sus domestic operations. There are 
places overseas where an American 
can adjust without any great diff- 
culty, while living in others is as 
difficult as living on the moon. Some 
places, especially Western Europe 
(with Canada an additional obvious 
example) require no American on 
the spot; American subsidiaries or 
plants are run completely by local 
people. Actually an American work- 
ing there may have fewer problems 
dees one who moves to a new area 
within the United States. But work- 
ing in lands without a tradition of 
competitive enterprise as we under- 
stand it, where educational facilities 
are poor, where there is no back- 
ground of large-scale industrial pro- 
duction, where attitudes toward life 
are resigned and _ fatalistic rather 
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You owe it to yourself to enjoy the rest. . . relaxation . 

freedom from tension of a few days at sea on a swift, luxurious 
Cunarder. And if there’s work to be done en route, you'll find 
that business and pleasure mix like a charm when you go Cunard! 








You're always in close touch with things at home and 
abroad by ship-to-shore phone. And the world’s largest super- 
liners, Queen Elizabeth and Queen Mary, provide you with dic- 
tating equipment, expert stenographers . . . even world-wide 
banking service. 









You'll have plenty of time for the fun and amenities of 
Cunard travel, too. (Whether you dress for dinner or not—it's 
up to you!) Because business is always a pleasure when you go Cunard! 







WEEKLY EXPRESS SERVICE BY THE MORE SHIPS... 
QUEEN ELIZABETH AND QUEEN MARY MORE SAILINGS 
TIMETABLE DEPENDABILITY to and from England, 
INTERNATIONALLY FAMED FOOD lreland, France 
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A clear explanation of the traflic manager’s work 





¢ This book provides a clear working understanding of the fundamentals of industrial 
transportation ... covering the entire field from the practical operating viewpoint of an 
industrial traffic manager who has spent more than 20 years in trafic management. 


PRACTICAL HANDBOOK OF 
INDUSTRIAL TRAFFIC MANAGEMENT 


by RICHARD C. COLTON, Jice President, Lvkes Brothers Company, Inc. 
6x94" * $6 * 384 pages, 63 ills. 


A MODERN INDUSTRY BOOK 
¢ The material in this book provides both valuable basic information for the beginner and 
a broader understanding for the professional. Its coverage is so broad and is presented in 
such an easy-to-grasp, factual manner, the reader can obtain in a relatively short time a 
fundamental understanding of this difficult and technical profession. 


Order from Book Department, Dun’s Review and Modern Industry, 99 Church St., New York 8 
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: " . than personally creative and mobile, 
F —in SOO LINE LAND where thinking is oriented to the 

' for Your New Plant Site. theoretical and speculative rather 

| 6 —It's ~ There—Somewhere! than the pragmatic, is a great chal- 


lenge for an American—the best se- 
lection, orientation, supervision are 
required to obtain effective perform- 
ance under those conditions. 
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OVERSEAS PERSONNEL PRACTICES 
QUESTIONS YES NO 

Are Americans hired directly? 23 29 

Transferred from domestic jobs? 

Both practices employed? 

Are employees customarily trans- 
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ferred between overseas posts? 
Are foreign nationals used mainly? 
Are executives given more author- 
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Plenty of everything for new or ex- 
panding industries: skilled labor, 
power, water, fuel and 
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Is language training required? 
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WORLD TRADE FAIR: 1957 
On April 14 Americans will be 
treated to a concept In international 
marketing new to them, but popular 
for decades in many markets of the 
world—a World Trade Fair. 
Products, resources, and manufac- 
turing skills from every corner of the 
earth will be on displ: iy at the Coli- 
seum in New York City for a two- 
week period. Buyers from all over the 
country will have an opportunity to 
go on a buying tour of 70 markets 
nf the world ‘without leaving the 
precincts of the United States. 
From recent surveys it is antici- 
pated that 100,000 buvers and per- 
haps as many as a million consumers 
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From April 14 through April 27 the center 
of attraction tor buyers interested in for- 
eign markets will be New York’s Coliseum. 








will see for themselves the newest 
styles, designs, and developments in 
an impressive list of some 25,000 
products. 

It is not possible to detail every 
important commodity and _finishe d 
product, but the following represen- 
tative list may give some picture of 
the wide range of merchandise to 
be displayed in some 3,000 exhibits 
spread over the 8-acre, 4-floor exhibi- 
tion area at the Coliseum: textiles, 
glassware, leather goods, jewelry, 
hardware, housewares, home appli- 
ances, foodstufts. office and indus- 
trial equipment, and raw materials. 

The opportunity to study consumer 
reaction and also get at first hand 
the evaluation of experienced buying 
agents will be one of the importi int 
side benefits of this fair for the over- 
seas exhibitors. From this standpoint 
alone the show should have a con- 
tinuing impact on our international 
trade long after the last booth has 
been dismantled. ~-A, O. S. 


APRIL 1957 














—-with the Silver Dollar Test! 


@ How? Place a silver dollar on your postal 
scale. It should weigh '46 ounce. If it reads an 
even ounce or more, you are wasting postage 





in too many instances! If markedly /ess than 

an even ounce, your mail too often arrives 

“Postage Due,” with needless delays and 

annoyance to the recipients! 

e A dependable Pitney-Bowes mail scale instantly 
tells you how much postage is needed, 

for any class of mail, or parcel post. 

@ Six models available, 

including this “4900.” 









i Call the nearest Pitney- 
a ; Bowes office for a 
—— “Silver Dollar Test” on 


your mail scale or write 
for free illustrated 


FREE: Send for a handy desk or wall booklet. 


chart of Postal Rates, with parce! 
post map and zone finder. a 
ROE LR 


PITNEY-BOWES Mailing Scales 


ARRON 

=" Pitney-Bowes, Inc., 1590 Walnut St., Stamford, Conn. 
Made by the originators of the postage meter 

offices in 101 cities in U. S. and Canada. 








Wagner Sangamo 















provide graphic records of 
individual truck performance. 
Aid legal departments 
in claim settlements. 


Tachograph charts provide your legal depart- graphic proof of the vehicles movements. 
ment with factual information that can be = The Tachographclock,speedometer and odom- 
helpful in eliminating costly court cases and 
in settling accident claims. Tachographs 
record on easy-to-read wax-coated charts, the 
complete performance story: when truck 
Started—speed and distance traveled— 


eter are illuminated for easy visibility. A red 
warning light can be set to flash whenever 
your speed limit is exceeded. Tachographs are 
available in either miles-per-hour or revolu- 

















duration of stops—and idling time. They tions-per-minute models. For the who/e story 
encourage safer, more efficient driving prac- on how Tachographs can help you, send the 
tices and in the event of accident, furnish coupon below for your copy of Bulletin SU-3 
|  WadanerElectri : ! 
c Corporation | 
| 6439 PLYMOUTH AVE., ST. LOUIS 14, MO. | 
| Please send a copy of Bulletin SU-3. 7 
Name and Position. eiatinmanl Reaencidhdinicibiciteenisiiniaian | 
| Company_ —_ ’ SE ee Pe — | 
| Address a ee eee i | 
; ie... sinilia lillie iinliaca tentacle ee. | 
| We operate. series | 
(NUMBER) J 
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ADVERTISING INDEX 


ACCO PRODUCTS, DIVISION OF NATSER 
CORPORATION saat a 
LaPorte & Austin, Inc 
ACME VISIBLE RECORDS. aie 
E. H. Brown Advertising Age! 
ADGIF COMPANY. A DIVISION OF 
SCRIPTO, INC. 
Liller, Neal & Battl 
ALLIED RESEARC H PRODUCTS, 
Emery Advertising Corporation 
ALVA ALLEN INDI — 
Cooper Advertising Ag 
AMERICAN CREDIT INDE MNITY 
COMPANY 
VanSant, Dug lale & ¢ In 
AMERICAN L[ITHFOLD CORPORATION.... 
Burlingame-Grossman, Advertising 
AMERICAN METAL PRODUCTS CO., 
STORAGE DIVISION. , 
Roland G. Spedden Advertising Age 
AMERICAN PHOTOCOPY EQUIPMENT 
COMPANY . 20A-20B 
Irvine J Rosenbloom & Associates. Inc 
\ MERIC AN PULLMAX COMPANY, INC..... 64 
Grimm & Craigle, Inc 
AMERICAN TELEPHONI & TELEGRAPH 
COMPANY... Cover ILil 
N. W. Aver & Son, Inc 
meee O DRAINAGE & METAL PRODUCTS, 
IN 119 
N W Ayer & Son, Inc 


BABCOCK & WILCOX COMPANY, IN¢ .. 40 
O. S. Tyson and Company, Inc 
BAKELITE COMPANY, A DIVISION Ol 
UNION CARBIDE AND CARBON 
CORPORATION... 
) M. Mathes, Inc. 
BALTIMORE & OHIO RAILROAD 
Ihe Richard A. Foley Advertising Agency 
BANKERS BOX COMPANY. 
Frank C. Jacobi, Advertising, Inc 
BENEFICIAL FINANCE CO 
Albert Frank-Guenther Law, Inc 
BIG JOE MANUFACTI RING COMPANY .,... 
Reincke, Meyer & Finn, Inc 
BREUER ELEC ae MEG. CO 
Grimm & Craigie, In 
BRU NING. ¢ HARLES COMPANY, IN 
H. W. Kastor & Sons Advertising Co., inc 


CAMBRIDGE WIRE CLOTH COMPANY 
Emery Advertising Corporation 
CHASE MANHATI AN noes THE, 
Aibert Frank-Guenther L:; fF 
HESAPEAKE & OHIO R. ATI W Ay 
Robert Conahay, Inc. 
HEVROLET DIVISION, GENERAL 
eae See eee yee es 
Campbell-Ewald Compan 
OLUMBIA RIBBON & ( ARBON MFG. CO., 
|, on 
M. Freystadt Associate Inc 
COMMERCIAL CREDIT “COMPANY. -... 34, 108 
VanSant, Dugdale & Company, Inc 
COMMONWEALTH Ol PENNSYLV\ ANIA, 
INDUSTRIAL DIVISION... — 
Kastor, Farrell, Chesley & Clifford, Inc. 
OMMONWEALTH OF PUERTO RICO, 
ECONOMIC DEVELOPMENT 
ADMINISTRATION .... 
Ogilvy, Benson & Mather, Inc. 
ONSUMERS POWER COMPANY 
Commonwealth Services, In 
LUNARD STEAM- SHIP. ‘0. ,~LTD 
Kelly-Nason, Inc 
URTISS-WRIGHT CORPORATION 
Burke Dowling Adams, Inc. 


DETROIT BROACH COMPANY 
Grav & Kilgore, Inc 
DITTO, IN¢ 
Henri, Hurst & McDonald, Inc. 
DR AKE, STARTZMAN, SHEAHAN AND 
BARC LAY. ; 
Marsteller, Rick: ard, Gebhardt and Reed, 
DU KANE CORPORATION 
The John Marshall Ziv Company 


FASTMAN KODAK COMPANY (VERIFAX).. 
J. Walter Thompson Company 
ECONOMY ENGINEERING CO., 
Kreicker & Meloan, Inc. 
EDMUND SCIENTIFIC CO.......... 
Walter S. Chittick Ce 
EXECUTONE, IN¢ 
Ihe Joseph Katz Company 


FARQUHAR, A. B., DIVISION, THE 
OLIVER CORPORATION... 

Foltz-Wessinger, Inc 

FAULTLESS CASTER CORPORATION ,,., 
Perrin-Paus Company 

FIRST NATIONAL BANK OF LEWISTOWN . 106 
Dick Wetzel Advertising 

FLEXROCK CO.... 
Walter S. Chitts 

FORD MOTOR OLP ANY. 
J. Walter Thompson (¢ ompanys 


GENERAL DYNAMICS CORPORATION, 
ELECTRO DYNAMIC DIVISION,., 
Gotham-Vladimir Advertising, Inc 
GLICKMAN hag ah ag “ral 
Pace Advertising Agency, In 
GLOBE CO., THE, PRODUC TS DIVISION,... 
Ross I lewellyn, inc. 
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GLOBE-WERNICKE PEERLESS PESOEO PROIUC Tic co cccccocccces 97 
Strauchen & McKim John Mather Lupton 
GRAPHIC SYSTEMS. PENNSYLVANIA RAILROAD,,.,., Cover IV 
Diener & Dorskind Incorporated Al Paul Letton Company, Inc. 
GRAY MILLS CORPORATION de ts BOWES, : 
Ross Llewellyn, Inc. . E. MceGivena, Inc. 
; : ; PL ANET CORPORATION 
HEARNE BROTHERS Jepson-Murray Advertising 
Fn ae Ran sarge PLASTICS ENGINEERING CO 
> wey Ew ald C ompany -enrT k te Finaee, ANY. INC 
HERTZ TRUCK RENTAL SY: . Hugh H. Graham & Associates, Inc. 
a PRESSED STEEL TANK COMPANY 
HILL, R. O. H., INC. The Buchen Company 
Reed-Warren Ye eal 
HUDSON PULP & PAPER CORP : ee a — 
The Wexton Company, Inc. RANNEY ME THOD WATER SUPPLIES, INC. 98 
HUNTER PHOTO-COPYIST. , Cye Landy Advertising Agency, Inc 
Chapman-Newak & Associates, Inc. RANSBURG ELECTRO-COATING CORP. 
H. L. Ross Advertising 
INDUSTRIAI nay ytd NHOIST CORPORATION 96 RAYMOND ( ‘ORPOR ATION 
Frank Kiernan & (¢ Taylor M. Ward, Inc. 
INTERNATIONAI BUSINESS MACHINES REVOLATOR COMPANY 
CORPORATION Fredericks & Company, Inc. 
Benton & Bowles, Inc ROCKET PICTURES, INC.. 
INTERNATIONAL NIC KEL COMPANY, Allen, Dorsey & Matfield, Inc. 
INC, THE. RONSON CORPORATION 
Marschalk & Pratt, Division of Norman, Craig & Kugmmel, Inc. 
McCann-Erickson, Inc. ROURA IRON WORKS, INC. 
INTERNATIONAL STAPLE & MACHINE CO, Marstellar, Rickard, Gebhardt and Reed, 
Batz-Hodgson-Neuwoehner Advertising Agency ROYAL McBEE CORPORATION. 
—_ 4 DEVELOPMENT (¢ OM MISSION )3 Hill and Knowlton. Inc. 
D. Lyon Company, Inc 
» 
IRONS & RUSSELL COMPANY SALES AIDS. INC 
night and Gilbert, Inc. The Biddle Cx 


KINNEAR MANUFACTURING CO., eer SOO LINI RAIL ROAD. 
Wheeler-Kight & Gainey, Inc. Grubb-Cleland Co. 
KORFUND CO... INC., 1 SOUTHERN CALIFORNIA EDISON 
Sanger-Funnell, Inc. COMPANY ; ; 
Doremus & © ‘ompany 
LINK-BELT COMPANY ....... 2 SOUTHE oe NEW JERSEY DEVELOPMENT 
Klau-Van Pietersom- es nc. COUNCIL. ; 
LOCKWOOD-GREENE... ie The Cowan Advertising Agency 
Ihe House of J. Hay den I wiss STAUFFER CHEMICAL CO. 
L.O.F. GLASS FIBERS COMPANY 3 John Mather Lupton C ompany, “Inc 
Brooke, Smith, French & Dorrance, 2 STRAN-STEEL CORPORATION, St BSIDIARY 
LONG BEACH, CALIFORNIA, OF NATIONAL STEEL CORP 
Patch & Curtis Advertisin i Agency, In Campbell-Ewald C —— 
LONGINES-WITTNAUER W ATCH CO... we Oe SYNTRON COMPA 
Victor A. Bennett Co., Inc. Servad. Inc. 
LOR-EL COMPANY. 
von der Horst and Champy, Inc. TAYLOR, HALSEY W., CO., THE.. fae 
MAGLINE. INC... The Advertising Agency of William C ohen 
Rossi an d Comp any TEL-A-STORY,INC.... 


MAGNAFLUX CORPOR ATION _Warren & Litzenberger 
St catia & Associates. TE E TY PE CORPOR ATION 


Inc 
MAHON, R.C.. ¢ -OMPANY. THE _ Cunningham & Walsh, Inc 
Anderson, TEXAS POWE * & LIGHT COMPANY 


In 
MANIFOLD SUPPLIES COMPANY Don L. Baxter, In eee 
itieed de Cimiiee tee TIMES FAC SIMIL E CORPORATION 


MARSH & MCLENNAN, INC. 32 _ Thomas & Douglas, Inc. 
Doremus & Company PWIN DISC CL TC H ¢ OMI ANY 
MARSHALL & STEVENS. INC ) Curtiss, Quinlan, Keene & Peck, Inc. 
Byron H. Brown & Staff 
MASONITE CORPORATION 7 U i dui Ze ny ying 4 SEP rT Tee eee eT 
The Buchen Company W & Son, 
McBEE COMPANY, THE. UNIT! D rt ATI S STE i L CORPORATION,...12 
C. J. La Roche and C ompany. Inc Batten, Barton, Durstine & Osborn, Inc, 
MIAMI, FLORIDA, INDUSTRIAL DIVISION.. 
Gottschaldt & Associates, In VAPOR BLAST MFG. CO 
MICROMATIC HONE (¢ ORPOR ATION 86-87 M tal Se 2 : 
Gray & Kilgore, Inc orrison-Greene-Seymour, Inc. 
MILWAUKEE DUSTLESS BRUSH C OMPANY. 
Al Herr Advertising Agency, Inc. WAGNER ELECTRIC CORPORATION 
MINNESOTA MINING & MANUFACTURING Arthur R. Mogge, Inc. 
COMPANY .... 121 WASSELL ORGANIZATION 
Ruthrauff & Ry Inc James R. Flanagan Advertising 
MOORE BI SINESS FORMS, INC WEST BEND EQUIPMENT CORP.. 
N Ayer & Son, Inc. M orrison-Greene-Seymour, Inc. 
aye WEST DISINFECTING COMPANY 
NATIONAL TRUCK LEASING SYSTEM G. M. Basford Company 
W. S. Kirkland Advertising WESTERN UNION TELEGRAPH CO.. 
NEENAH PAPER COMPANY ~ Benton & Bowles, Inc. 
Burnet-Kuhn Advertising Co WESTINGHOUSI ; ELECTRIC CORPORA- 
gg od oo g tran PORT OF.. 3: TION, LAMP DIVISION..............-- 2 
auerie ° c. Te 
NEW YORK TERMINAL W — SE weeton SYROM COMPANY 
Bruce Angus Advertising Age lalte 
NIAGARA MOHAWK POWER CORP 4ew [GTON-ABBOTT ee 
Batten, Barton, Durstine & Osborn, Inc. Lee-Stockman. Inc 
OLD TOWN CORPORATION... | WOOD CONVERSION COMPANY 
M & M Isaacs Advertising The Buchen C ompany — " 
OLYMPIC LUGGAGE CORPORATION...... 30 “WYANDOTTE CHEMICALS CORI 
Sykes Advertising, Inc. Brooke, Smith, French & Dorrance, Inc. 
OXFORD FILING SUPPLY CO., INC... 
Joseph Reiss Associates y Al i & TOW NE MF cs. CO., THE 
OZALID DIVISION, GENERAL ANILINE & Albert Frank-Guenther Law, inc. 
FILM CORPORATION .... ; bbe COMPANY, THE 
Benton & Bowles, Inc. G. M. Basford Company 
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SOUTHERN CALIFORNIA EDISON COMPANY 


Earnings per Common share were $3.39 compared with $3.22 per share on a lesser 


number of shares outstanding at the close of 1955. A milestone in the Company’s 
continued growth was reached late in the year when its total plant account passed 
the $1,000,000,000 figure. The successful promotion of domestic sales under a 
vigorous program adopted in 1955 to persuade domestic customers to live better elec- 
trically was responsible for an increase in their average annual kilowatt-hour use 
30% higher than the increase registered in either 1954 or 1955. 

We recognize that ours is a continuing responsibility to the dynamic growth of 
the communities we serve. We shall continue to devote ourselves to the attainment 
of even greater objectives and in promoting community well-being and that of our 
customers, employees and investors. 


att Hn See 


PRESIDENT 


$1,014,315,652. Additional generating 
capacity amounting to 350,000 kilowatts has 
been completed. Further capacity totaling 
1,150,000 kilowatts is presently under con- 
struction or on order. 


REVENUE & SALES... Gross revenue was 
$196,446,248 or 10.5% over 1955. Net 
income increased 14.1% to $33,285,658. 
Kilowatt-hour sales increased 11.1% in 1956. 


FINANCING ... New money aggregating 






$93,040,960 was obtained during the year 
from the sale of 1,200,000 shares of Cumu- 
lative Preferred Stock, $40,000,000 of 354% 
First and Refunding Mortgage Bonds and 
500,000 shares of Common Stock. 


PLANT EXPANSION ... Electric plant invest- 
ment increased $99,122,643 during 1956 to 


GENERATION ... Electric energy transmitted 
increased 12.2°%, to over 13.8 billion kilowatt- 
hours. System peak demand was 2,504,000 
kilowatts, an increase of 9.6% over 1955. 


CUSTOMERS... The 83,718 additional meters 
connected in 1956 were second only to the 
86,899 added in 1955. 








CONDENSED CONSOLIDATED BALANCE SHEET 


December 31, 1956 


ASSETS 
ELECTRIC PLANT. .$1,014,315,652 
INVESTMENTS AND OTHER ASSETS 9,173,567 
CURRENT ASSETS 73,807,062 
DEFERRED CHARGES .... .« 4,179,555 
CAPITAL STOCK EXPENSE. ... 3,127,729 





TOTAL ASSETS . . .$1,104,603,565 
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LIABILITIES 
STATED CAPITAL AND SURPLUS 





.$ 438,544,996 


LONG TERM DEBT 405,069,600 
CURRENT LIABILITIES 69,111,067 
DEPRECIATION RESERVE 169,039,312 
OTHER RESERVES AND LIABILITIES 22,838,590 





TOTAL LIABILITIES . $1,104,603,565 














SOUTHERN CALIFORNIA EDISON COMPANY 


LOS ANGELES 53, CALIFORNIA 


EDISON BUILDING - 


601 WEST FIFTH STREET «+ 











AN OUTSIDE APPRAISAL 


NOT TOO LONG AGO, before an audience of 
many millions on TV's “The $64,000 Question,” a 
Czech political exile, now an American citizen and 
a successful business man, gave public testimony of 
his appreciation of the civil and social benefits of his 
adopted land. His gratitude was demonstrated fac- 
tually by his intimate knowle dge of the history and 
geography of the United States, and by his under- 
standing of the political significance of our form of 
government and its institutions. He was informed 
on the Constitutional basis of our civil liberties and 
our civil responsibilities. He understood the deli- 
cate balance of rights, privileges, liberties, and re- 
straints that are written into the Constitution. As a 
man who had observed the loss of the political rights 
of the individual in an autocracy, he properly ap- 
praised the value of these rights to the citizen, and 
exhibited a wholesome respect and affection for a 
country where the freedom of the individual com- 
mands the loyalty of the individual as a fair ex- 
change. To the native-born it was a conscience- 
tingling incident, one that stirred many citizens to 
ask, “How worthy am I of the privileges and rewards 
of citizenship? 

On the same program, two Italian shoemakers, 
prize- winning specialists in opera, demonstrated 
their devotion to an adopted land. They came here 
under economic rather than political pressure, but 
their affection for their new home was just as in- 
tense as that of the Czech. There have been others 
seeking a haven in America who have been less ap- 
preciative but, in the main, the citizen who is here 
by choice rather than birth is an asset and credit to 
our country, and is eager to admit his gratitude and 
to stand up and be counted in any national emer- 
gency whether as a soldier or as a citizen. 


Values are best determined by contrasts. The 
standard of measurement for personal and political 
freedom begins with tyranny, in which the individ- 
ual has no status, and ends with anarchy, where the 
individual has no restraint. In between is the condi- 
tion of government by consent, which has many de- 
signs within the concept of democratic rule. 


A nation in which the individual is given freedom 
of expression, action, and even criticism not only 
asks for loyalty among its citizens, but expects love 
and devotion, if not the type of spontaneous aftec- 
tion shown by immigrants. They appreciate new 
opportunities in educetine and business. They revel 
in the chance of entering competitive trade, and 
usually invest a sturdy ‘nila and body in the career 
selected. Freed from the political and traditional 
shackles of an old world, they seek rewards, both 
material and cultural, that belong to honest and 
consistent eftort. 


The lesson for the native-born is apparent. He 
often takes too casually all the inherited benefits of 
citizenship. The hard-earned is the most appreci- 
ated. It might be well for industry and education to 
remind one another of the need to encourage the 
study of history, in relation to our social and eco- 
nomic progress. We occasionally need a point of 
reference from which to measure values achieved 
and goals projected. With a proper historical per- 
spective, we should not only respect the vision and 
sacrifice of the men who established our form of 
government, but even exhibit some of the una- 
shamed devotion of the newcomers to our shores, 
whose point of reference is much closer than that 
of the native-born, who is apt to take too much for 
granted from a generous uncle in a silk hat. 


The Editors 
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DESK SWITCHBOARD 


) 


SPEAKERPHONE 





COLOR TELEPHONES 


ea 4 Mane 
: : 
il 


PUSH BUTTON TELEPHONE 
— 


a 


a 


oe 


These are just a few of the items of complete tele- 
phone service. A package can be made up for 


your own particular needs at home or in the office. 


A Bigger Package of Telephone Service 


New services and equipment have 
been developed to meet trend to greater 
comfort and convenience 


One ot the most significant developments of recent 
vears has been the great increase in comforts and con 


veniences for more and more people. 


Recognizing the trend and alert to it, the telephone 
companies have been accelerating their efforts to find out, 
and anticipate, what people want and provide it at a 
reasonable price. The result is a wholly new concept of 


what is meant by telephone service. 


Where formerly it was thought of as just one black 


instrument. the modern trend is toward a number of tele 


phones at convenient places around 


We have helped this new concept b ‘ing new stvle 


telephones available, along with color, with spring 


cords. illuminated dials. volun 


But the main reason for the success of the idea is that 
people have tound that there IS no greatel aid ro new con 


| ) , | 
venience and comfort than adequate telephone service 


| 


In othces, as well as home >, the re iS NOW a Mule h pig Vel 


pac kage ot telephone SerTy\V ICE available ror evervone. 


-~ 


Working together to bring people together 
BELL TELEPHONE SYSTEM 
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FORESIGHT by GX AMERICAN CAN 





PLANT SITE by \<4/ PRR 


Pennsylvania Railroad was able to offer Canco ex- provide Cincinnati area customers with quick, 
actly the site they wanted at Blue Ash. Ohio... often one day delivery. 
right on top of principal markets, strategically : m , | | 
| ! ) Whether your specific plant site requirements are 
Hales - | | | 
close to main line rail and highway transportation. | 
large or small, PRR offers these and many other 
services, as routine... designed to provide you with 
_ - wl estat ; ' 
Working hand-in-hand with the local community. the optimum location for optimum growth. 
PRR’s Industrial Development Department assist- . 
. . ee . All of this is supplementary to the Pennsylvania 
ed in arranging for initial property surveys, soil | gitsan 
, . , Railroad’s prime purpose... (0 biy you wii 
analyses, labor studies . . . cooperated in extending | li 
— line transportation in 
vital water, power and transportation facilities 
- - : ; ( hy cf markets. 
direct to the site. Advanced planning of switching 


and siding facilities by PRR will enable Canco to 


EVERYTHING 
FOR 
INDUSTRY 


PENNSYLVANIA RAILROAD 


BALTIMORE BUFFALO CHIC 
) ROLLERI C. KIRKLAND C.D.V 


AGO CINCINNATI CLEVELAND INDIANAPOLIS NEW YORK PHILADELPHIA PITTSBURGH 
[ILKINS J. T. MATTHI tE A? V.J J. HASSON N C. MILLMAN 
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ti Sf Penna. Stat n "enna tf a renil sf 
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Penn Center Plaza, Phi 





